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Sparks 


State of the Nation’s Economy: 


Up 
Persona, INcome — Estimated at 
an annual rate of $282 billion in 


the first four months, or 7 percent | 


above the like period in 1952, ac- 
cording to Commerce Department. 
Factory payrolls, however, are de- 
“considerably smaller” 
than in latter half of last year. 

Raw Loapincs — Were 2.2 percent 
above the preceding week and 12.9 
percent above the level a year ago. 

Store Sates — Department 
stores in May sold 6 percent more 
than a year ago. 


MoNEyY CIRCULATION — Increased 


_ $23 million during week ended 


« 


; 


* 


+ to Commerce Department. 


June 3, according to Federal Re- 
serve Board. 

Crupve Ow Stocks—Rose 2,391,000 
barrels last week, totaling 280,681,- 
000, compared with 278,290,000 the 
preceding week. 

Tin Output — Totaled 14,700 
tons in March, compared with 
14,300 in February. World con- 
sumption in March was 11,500 
tons against 10,600 in February. 
DivwEND PayMENTsS—Totaled $2.7 


billion during first five months, 


about 3% percent more than in 
the like period of 1952, according 
For 


_ May alone, payments amounted to 
_ $222 million, or 6 percent below the 
$235 million paid in May, 1952. 


x * * 


Down 
ALUMINUM OuTPUT—Totaled 204,- 
142,768 pounds in April, compared 
with 208,919,425 in March. The 
April output, however, was 33 


» percent higher than that of April, 


» 693,000 kilowatt hours 


1952. 

Factory Layorrs—Totaled nine 
for each 1,000 employes in April, 
according to Bureau of Labor 
Statistics, a new postwar low. 
April hiring rate was 42 for 1,000 
against 37 in April last year. 

STteEL Propuction — Industry 
worked last week at 99.6 percent 
capacity, compared with 100.3 per- 
cent a month ago. 

Exectric Output—Totaled 7,960,- 
in week 
ended May 30, compared with 8,- 


012,902,000 the preceding week. 


General 


MercHants’ OutLtay—vw. S. retail 


j merchants plan to spend $5 billion 
this year and next on improvements 


or new buildings, according to 
Store Modernization Institute. 


Top Cars 
New-car registrations for four 
months: 


i 1953 Pos. Make 1952 Pos. 
4 61—402,928 Chev. 274,051— 1 
™ 2—312,888 Ford 216,165— 2 
| 3—1389,925 Plym. 143,130— 3 
m™ 4—145,669 Buick 99,955— 4 
| 5—122,707 Pontiac 380,939— 5 
% 6—101,549 Olds. 70,0538— 7 
hi 7— 98,483 Dodge  72,010— 6 
' 8— 80,383 Mercury 54,737— 9 
9— 57,433 Nash 40,009—10 
10— 51,477 Chrysler 38,182—11 
li— 47,654 Stude. 57,798— 8 

ims 12— 39,258 DeSoto 29,486—12 
13— 36,411 Cadillac 25,414—13 
14— 29,104 Packard 20,857—15 
15— 23,667 Hudson  23,799—14 

4 16— 138,392 Willys 9,434—17 
's 17— 11,957 Lincoln 6,861—19 
18— 10,222 Kaiser 11,978—16 
19— 4,927 Henry J 9,016—18 
20— 2,516 MG 1,713—20 

| 21— 1,383 Austin 1,570—21 
22— 264 Alistate 389—22 

Total All Makes 
1,797,425 1,294,003 


For further details see page 
64, today’s issue. 








New-Car Stocks 
In Field and in Transit, 
Average per Dealer 
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—Automotive News Estimates 





Dealer Net Rises 
To 4.4 Percent 


In Ist Quarter 


New-Unit Sales Up 
61.4%, Offsetting 


Soaring Expenses 


ROFIT results for franchised 

dealers during the first three 
months of this year were better 
than had been anticipated, accord- 
ing to a report released last week 
by NADA’s Business Management 
Committee. 

The great increase in volume 
—new-unit sales were 61.4 per- 
cent higher than in the 1952 
quarter—more than offset the 30 
percent dollar increase in ex- 
penses. 

Thus, while the gross margin for 
all dealers combined dropped from 
17.7 percent to 17.1 percent, the per- 
centage of expenses in relation to 
sales dropped from 15.2 to 12.7. 

a7 * aa 


"= left a net profit of 4.4 per- 
cent, up from 2.5 percent in the 
1952 quarter. 

Both variable and fixed ex- 
penses rose this year. Variable 
expenses were up 44.3 percent and 
operating expenses up 24.3 per- 
cent. 

However, there appeared to be 


(See TABLE, Page 6) 








some cause for apprehension at the 
end of March this year about 
future profit possibilities, NADA 
said. The reason—the ratio of used- 
car sales to new was down to 1.4 to 
1, as compared with 1. to 1 for all 
of 1952. a 


- 

HIS indicated that dealers went 

into the second quarter of 1953 

with exceptionally high used-car 
stocks, and that some substantial 
losses remained to be taken before 
such inventories might be brought 
back into line. 

Backing up that assumption 
was the fact that, by the end of 
March, gross profits on tradeins 
were nearing the vanishing point. 

NADA said the used-car market 
held up “surprisingly well” in Janu- 
ary and February. However, March 
brought a lot of distress selling, 
and the gross per used car 
dwindled to $5, as compared with 
$23 for the previous two months. 

* a a 


Ts average selling price of a 
used car during the first quar- 
ter of 1953 was $909. This was $1 
below the average for all of 1952. 
At the end of March this year 
used-car stocks in the hands of 
franchised dealers were reported 
up 35 percent over 1952 levels. 
This year’s used-car stocks repre- 
sented a 37-day supply, and 44.7 
percent of the units had been in 
inventory 30 days or longer. 
NADA’s Business Management 
(Continued on Page 6, Col. 3) 
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New-Car Stocks Dip 


tential inventory of 11.9 new cars, |the number of new cars at deaier- 


By Bernie Thomas 


Associate Editor 


A 


ridden production schedules, 


in franchised dealers’ 
stocks. 


The average U. S. dealer opened 
for business June 1 with a po- 


CONTINUED high volume of 
sales, in the midst of strike- 
has 
reversed a five-month upward trend 
new - car 





according to Automotive News’ 
monthly survey. 


ships across the nation—plus those 
warehoused by dealers and facto- 


A month earlier stocks were at a| ries; demonstrators, and units still 


* * * 


ON JUNE 1, this year, tabulations 
from the latest survey showed, 





Automotive Milestones 





postwar high of 13.0 units per|in transit — totaled 534,994, as 
dealer, while on June 1, 1952, they| against 588,081 a month previous 
stood at 6.8 units. 


and 302,036 on June 1, 1952. 


Despite a downward movement 
in new-car stocks, dealers gener- 
ally are still apprehensive of 
over-production in the last-half 
of 1953. They say this year’s new- 
car sales picture is still clouded 
by conditions on used-car lots, 


They see competition for new- 
car sales getting so keen after July 
4 that profit margins will get thin- 
ner on a stricter diet of used-car 
trading losses. 

* cg * 
gooey generally are re- 
luctant to concede that factory 
discounts were established long ago 
on the assumption that the dealer 
would have to give something away 


-|on tradeins in order to move new 


Chevrolet Produces 29 Millionth Vehicle— 


The 29 millionth Chevrolet, a Bel Air model, rolled from the Kansas City assembly 
line Tuesday, June 9. With the car plainly marked with signs on the side and on 
the windshield, C. G. Wilson (left), plant manager, and R. L. Smith, city manager, 
stand at the front fender to watch the car at the end of assembly operations. 


SLI IDI O& ,' 
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Buick Builds Seven Millionth Car— 


Edward T. Ragsdale (left), Buick general manufacturing manager, and Ivan L. Wiles, 
general manager, look over the seven millionth Buick produced in the firm's 50-year 
history. The car, built only 2% years since the six-million mark was reached, empha- 
sizes that Buick production is running at the highest rate ever recorded since the 


company's beginnings. 


New-Car Sales Holding 
Near Record Levels 


By Sam Sampson 
Staff Writer 


N2W-C4e sales are reported to 
be holding steady at recent 
increasing 


near-record levels or 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


154,776 
123,849 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 77. 





slightly, according to information 
received at Automotive News last 
week. 

For the most part, reports are 
that the retail market for used 
cars has improved somewhat, of- 
fering the franchised dealer, even 
though still burdened with high 
used-car inventories, an oppor- 
tunity to make more attractive 
offers to new-car buyers. 
Lower-priced cars are in the 
biggest demand, according to most 
dealers, and inventories on such 
cars are small. Demand, it is re- 
ported, slopes off on the larger cars 
in proportion to higher price tags. 

* = ” 


Most dealers expect high level 
sales to continue until about 
July 4, when the market will proba- 
bly slacken off as many persons 
(Continued on Page 74, Col. 1) 





‘|cars at a fast pace. 


Contrary to what happened to 
new-car stocks last month, 
dealers from every section of the 
nation report their used-car 
stocks at new postwar high 
levels. Some said they were 
succeeding in controlling used- 
car stocks to some degree by 
moving cars in inventory 30 days 
or longer at losses ranging from 
$50 to $400. 

Such dealers said they hoped 
eventually to get themselves in a 
better position on used-cars by 
playing it close to the vest on 
tradeins presently being offered 
them. 

This question was asked in the 
survey: “Do you have a large stock 
of older used cars?” And, this 

(Continued on Page 75, Col. 2) 


3-Millionth Car 
Of °53 Due as 
Output Resurges 


Ave Production last week 
bounded back with a vigor tha. 
sent total U. S. output for the 
year close to the 3,000,000-car mari. 
That figure will be topped this 
week as the industry strives to 
make June its second-best month 
of 1953 in the assembly of passen- 
ger cars. Indications now are 
that 591,000 cars will be turned 
out in June, despite a slow start 
occasioned by supplier strikes. 


AUTOMOTIVE News estimates show 
that U. S. plants last week pro- 
duced a total of 154,776 vehicles, 
including 138,019 cars and 16,757 
trucks. The previous week’s output, 
according to a revised count, was 
123,849 vehicles, including 109,457 
cars and 14,392 trucks. 

- a ° 


PaAcep by Ford Motor Co.'s ef- 
forts to make up for lost time, 
car production for the industry as 
a whole leaped ahead by some 238,- 
500 units, or a bit better than 26 
percent. Trucks shared in the re- 
surgence, adding about 2,200 units 
to their total of a week earlier. 
Moderate gains in both pro- 
duction categories are likely both 
this week and next, giving June 
a potential of 667,000 vehicles. 
The 591,000 cars in this projection 
(Continued on Page 77, Col. 1) 
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Independents’ Output Still Hampered.. . 


Warner Gear Tieup Deadlocked 


By Bob Lienert 
Staff Writer 
HE two-month tieup at Warner 
of Borg-Warner 


gear division 
Corp. has deteriorated into an ab- 
solute deadlock at the Muncie 
(Ind.) plant. 


A transmission shortage result- 
ing from the strike, therefore, 
continued last week to hobble in- 
dependent auto makers. Willys 
has built no vehicles since May 
20; Studebaker cut output in half 
three weeks ago, building only 
cars with automatic drive, while 
Nash reduced production May 18. 
Kaiser has built no Henry Js for 

a month, but will resume produc- 
tion of Kaisers with automatic 
transmissions today (June 15) after 
a two-week shutdown to replenish 
stocks. 

Pessimistic observers on the 
scene at Muncie see no hope of 
immediate negotiations in the 
Warner strike, let alone a settle- 
ment. At issue are complex in- 
centive-pay rates. 

A tentative agreement was 
reached two weeks ago in negotia- 
tions guided by the UAW Interna- 
tional and Federal mediators. Local 
287 members, however, rejected 
that settlement as inadequate. 

+ * + 
NE meeting—lasting 40 minutes 
and entirely unproductive—has 
been held since then, on June 3. 
There have been no requests for 
further meetings by either union or 
company. 
It had been hoped that comple- 





April Registration 
Pushes Up Dodge 
And Studebaker 


DETROIT. — Dodge and Stude- 
baker are top-ranking contenders 
for higher positions in the _ in- 
dustry’s 1953 sales race, according 
to April registration figures. 

For April, Dodge topped Olds- 
mobile 30,524 sales to 30,278. Stude- 
baker’s April total of 16,614 was 
better than Nash’s 16,077 and 
Chrysler’s 15,099. 

(“Top Cars,” on Page 1, shows 
Oldsmobile in sixth place with 
Dodge in seventh, based on total 
sales so far this year. Studebaker, 
is in 11th place, under both Nash 
and Chrysler.) 

Total industry sales for April 
were 528,278 cars, as against 374,288 
for the same month last year. 

By makes, total April sales were 
as follows: Chevrolet, 126,378; Ford, 
85,273; Plymouth, 53,920; Buick, 
43,465; Pontiac, 36,549; Dodge, 30,- 
524; Oldsmobile, 30,278; Mercury, 
21,250; Studebaker, 16,614; Nash, 
16,077; Chrysler, 15,099; DeSoto, 11,- 
496; Cadillac, 9,770; Packard, 8,057; 
Hudson, 7,491; Willys, 4,918; Lin- 
coln, 4,011; Kaiser, 2,731; Henry J, 
1,201; MG, 638; Austin, 353, and 
Allstate, 55. 


Sam SaMpson 





Urges Traffic Action— 


Reflecting on traffic conditions 25 years 
ago when he was the first chairman of the 
Sacramento (Calif.) Traffic Commission, J. 
J. Jacobs, owner of J. J. Jacobs Cadillac 
Co., believes that patrolmen should use 
unmarked cars, speed traps and any other 
method necessary to reduce the highway 
death toll. Jacobs was responsible for 
Sacramento's first traffic light and aban- 
donment of diagonal parking. The model 
on his desk is a 1903 Cadillac. 









tion of a Local 287 election June 
4-6 would lead to resumption of 
talks. An almost complete change 
of officers, however, has led no- 
where, Jack Reed, new local 
president, said in a statement 
last Wednesday that the union’s 
position is unchanged, That posi- 
tion is, first, that the rejected 
settlement was inadequate, and, 
second, that S, G, Gregory, Warn- 
er’s director of labor relations, 
be replaced in any future talks. 
The company has insisted that, 
if it bows to union demands on 
wage adjustments, it will be drop- 
ping practices of proved success 
and long standing. Gregory, the 
company says, will continue to 
conduct all negotiations with the 
union. 

That is the crux of the deadlock. 

* . * 


HILE there was an almost 
complete turnover of officers in 
the election, informed sources say 
this was not the result of a protest 
vote, but merely a matter of per- 
sonalities involved. Policies of the 
local, they sav, will be continued 
without alteration. 
The big problem, as far as the 
union is concerned, appears to be 


DEARBORN.—A radioactive 
wand, symbolizing the arrival of 
American industry at the threshold 
of a new peacetime atomic age, will 
touch off the reopening of the Ford 
Motor Co. Rotunda in public cere- 


|monies at 9 p.m, tomorrow (June 


16.) 

Atomic radiation from a tiny 
amount of radium in the wand’s 
tip will turn on golden floodlights 
and light 50 huge birthday can- 
dles around the rim of the build- 
ing in a climax to Ford’s 50th 
anniversary observance. 

Through loudspeakers set up 





Engineers Predict 
Lower Prices on 


Power Steering 


ATLANTIC CITY.—Lower prices 
for power steering next year and 
popularity surpassing automatic 
transmissions within five years 
were predicted last week at the 
summer meeting of the Society of 
Automotive Engineers. 

Advances and problems in the 
field of power steering were dis- 
cussed by a panel composed of 
engineers representing the five 

principal manufacturers of the 
device, 

C. W. Lincoln, chief engineer of 
Saginaw steering gear division of 
General Motors, said his firm next 
month would begin producing a 
new linkage booster type unit, but 
declined to say which GM car 
would use it. He said the new unit 
is applied not only to the steering 
gear itself, but to the front wheels 
as well. 

Lincoln said he foresees a price 
cut of 10 to 15 percent in power 
steering in 1954. His firm, he said, 
will be producing 150,000 units 
monthly by the end of the year. 
More than 10 percent of the cars 
now built have power steering, the 
panel revealed. About 18 to 20 per- 
cent of GM cars have the unit, 
Lincoln said. 

Reporting on how postwar cars 
fared in the March 17 atomic 
bomb test, A. L. Haynes, Ford 
Motor Co. engineer, said prelim- 
inary findings indicated cars 
might provide good shelter if 

they were beyond the major dam- 
age radius of the blast. 

In the damage sustained by cars 
in the March 17 test, Haynes said, 
there was no signficant difference 
between makes or models, with the 
exception of wood-body station 
wagons. 

Cars, he revealed, appeared to be 
generally fire-resistant, except for 
the fabrics. However, he said such 
fires start slowly and could be 
quickly extinguished. 

The use of automatic trans- 

(Continued on Page 73, Col. 1) 


extensive apathy on the part of the 
rank and file. While approximately 
4,800 men are striking, total votes 
cast in the local election numbered 
only a few more than 700. 

What happened to the others? 
Some, observers say, “don’t care.” 
Many have found or are looking 
for other jobs—some temporarily 
and some permanently, A few 
said at the time the agreement 
was rejected that extension of 
the strike would force them to 
get jobs elsewhere. At any rate, 
there has been no pressure on 
local officers from the member- 
ship to settle the strike and get 
the men back to work. Warner, 
apparently, is content to sit and 
wait. 

Both the UAW International and 
the Federal mediators have avoided 


intervention in the dispute since the 


settlement was rejected. 

Packard, Hudson and Chrysler, 
although partially supplied with 
transmission parts by Warner, con- 
tinue unhampered by the strike. 

+ * * 
_— in steel-industry wage 
negotiations, which have con- 
tinued sporadically for a month, 





Ford’s Atom-Lit Cake 


Radioactive Wand to Unleash Flood of Lights 
In Climax to Firm’s 50th Jubilee 





(Continued on Page 77, Col. 3) 


along Schaefer Rd., the crowd will 
hear the crackling of the Geiger 
counter as it starts a special light- 
ing mechanism designed by Ford’s 
scientific laboratory. 

The X-100, one of the company’s 
experimental “cars of the future,” 
will transport the wand to the Ro- 
tunda. The car will be driven by 
William Clay Ford, grandson of the 
late Henry Ford and vice-president 
of the firm. Riding with him will 
be Ernest R. Breech, executive 
vice-president, and Andrew A. 
Kucher, scientific laboratory direc- 
tor. 

Newscaster Lowell Thomas will 
be master of ceremonies, and Dr. 
Roy K. Marshall, television lec- 
turer, will describe the event over 
the public address system. 










Floor of Car Safest in Blast— 


All mannequins placed in cars for the March 17 atomic bomb test were seated 
| upright. Some showed heat-flash damage within three-quarters of a mile from the 
tower where the blast was set off. However, in most cases damage was confined to 
the shoulders and above, according to findings of an SAE advisory committee to the 
Federal Civil Defense Administration. The data was revealed last week. 









Make Unimportant to Atom Bomb— 
An SAE advisory committee report comes to the conclusion that there is no signifi- 
cant difference between makes or models of cars regarding their fate in an atomic 


blast, with the exception of wood-bodied station wagons. The latter were judged to be 
definitely less blast-resistant. 





ee 








Curved Windshields Might be Factor— 


In the March 17 atomic bomb test it was found that curved windshields and 
curved rear windows generally resisted damage from the blast better than similar 
flat glass surfaces. In the case of flat surfaces, tempered glass of the type commonly 


When the car reaches the Ro-| Used in cars did not splinter but broke into small particles. 


tunda, Kucher will extend the wand 
to within a few feet of a Geiger 
tube which will be bombarded by 
44,890,832 gamma ray impulses in 
approximately 15 seconds. As the 
wand is moved closer, the sound of 
the Geiger ticking off the radio- 
active impulses will grow to a con- 
tinuous roar. 


The impulse will trigger an elec- 
trical system and set off the lights. 

Starting Wednesday, the Rotunda 
will be open to the public on week- 
days from 8:30 a.m. to 10 p.m. and 
on Sundays from 1 to 9 p.m. Sixty 
guides will explain to visitors the 
exhibits and products on display. 

* * * 


Detroit Dealers 
Cast Star Show 


DETROIT. — Big-name stars will 
be featured in a two-night outdoor 
show in downtown Detroit celebra- 
ting Ford Motor Co.’s 50th anniver- 
sary and sponsored by Metropoli- 
tan Detroit Ford Dealers, Inc. 


Two stages will be built on Wash- 
ington Blvd. for the quarter-mil- 
lion-dollar show June 18-19. Ap- 
pearing will be Danny Thomas, 
Martha Raye, Teresa Brewer, Eddy 
Arnold, Johnny Desmond, Carl 
Ravazza, Jose Greco and his Span- 
ish dancers, Marguerite Piazza, 
Eddie Peabody, Borrah Minevitch 
and The Vagabonds. 


Dealers expect 100,000 persons to 
attend each show. 

Decorations along the boulevard 
will include two large birthday 
cakes with a car revolving at the 
top of each, pylons erected around 
the 28 electric light standards and 
window displays in 65 stores. 





Letter to Salesmen 


Third in a series of Letters to 
Salesmen, by John O. Munn, 
will be found on page .10 today. 
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Not Safe Near Buildings— 


There was definite evidence in the March 17 atomic bomb test that vehicles parked 
near buildings would be endangered by debris from collapsing structures. That was 
the findings of an SAE advisory committee, but as yet neither the SAE nor the Fed- 
eral Civil Defense Administration is making any recommendations to the motoring 
public on what to do in an atomic blast. 





Open-Windowed Cars Fare Best— 


In cases where car windows were closed for the March 17 atomic bomb test, the 
most general damage was “dished"’ roofs and side panels. Cars with closed windows 
suffered such damage at distances two miles away from the main blast. Cars at the 
same distances away, with windows opened, showed no important damage. 
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By John O. Munn 


” THIS column could influence | 
more dealers to keep their eyes | 
on their statements, rather than a| 
sales record, I would feel that it) 
Of | 


was a real accomplishment. 





expense, which means expense in- 
curred in the attempt to do 
business, should never exceed 5 per- 
cent of total sales; that variable ex- 
pense—expense incurred as the re- 


course, automobile dealers are| sult of doing business—should have 
sales-minded, and there are lots of|a definite relationship with each 
influences directing their attention | department. 


to this part of their business. The 
purpose of any business, including 
an automobile dealership, is to 
make a profit. Only through profit 
can he continue to serve his 
factory, his staff, his customers and 
his community. 

Even dealers, who were suc- 
cessful before the war, too sel- 
dom stop to realize that con- 
ditions have now changed. Cars 
are lasting longer. There are 
more owners. Factory production 
has been greatly expanded. This, 
of course, means greater com- 
petition which, in turn, makes it 
mandatory to watch statements 
daily and to apply improved 
management techniques. There is 
no other way about it. 

A dealer who wishes to prosper 
under the competitive conditions 
we will face starting this year, 
must be a better manager, have 
better equipment, be better organ- 
ized with better trained personnel 
than competition. 


I am always happy to see these 
contentions supported in the field 
by individuals who render a con- 
sulting analytical service to dealer 
clients. Just recently I ran onto a 
bulletin by Norman R. Bernard of 
Pasadena, Calif., who serves many 
automobile dealers in that area. 
Among the recommendations he 
makes to his clients is that fixed 


Jail Term Dangled 
Over Sunday Car 


Sellers in Denver 


DENVER. — A crackdown on 
dealers remaining open for busi- 
ness on Sunday in violation of a 
City ordinance has been ordered 
by Police Chief Herbert Forsyth, 
who ordered that all violators be 
summoned to appear in Municipal 
Court. 


The maximum penalty is a $300 
fine and 90 days in jail. 

The chief said the order was oc- 
casioned by numerous complaints 
by car dealers who are observing 
the ordinance, and other citizens. 

The ordinance has been a sub- 
ject of controversy among dealers. 
Several attempts to have the City 
Council kill the ordinance have 
failed. 

The biggest complaint about the 
law has been that dealers in Denver 
suburbs remain open on Sundays 
and thus take business away from 
Denver concerns. The ordinance, 
when passed, was sponsored by the 
Denver Automobile Dealers Assn. 
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Variable Expenses 
OR instance, he recommends 
that variable shop expense 
should be between 18 percent and 
30 percent of the total shop sales. 
It varies with different dealers, de- 
pending upon shop sales, distri- 
bution and gross profit potential. 

“Variable parts expense should 
run from 8 percent to 10 percent of 
total parts sales, varying as to 
parts sales distribution and gross 
profit potential,” he points out. 

“Variable new-car expense runs 
from 4 percent to 7 percent of 
new-car sales volume, varying 
according to your new-car policy 
as to volume, popularity of car, 
supply and factory policies. It is 
our belief that the total of new- 
car discounts, trading allowances 
and variable expense should not 
exceed 12 percent of suggested 
factory retail price. 

“Variable used-car expense should 
not exceed 10 percent of used-car 
sales volume with all used units 
retailed, decreasing in ratio that 
the wholesale sales volume bears 
to total used-car sales volume.” 

Bernard goes on to say that it is 
now vitally important that de- 
partment managers be as well in- 
formed as top management, so that 
the overall plan of operation will 
be assured of success. The used-car 
manager’s responsibility and duties 
come in for special emphasis. 

aa * * 


Right Thinking 

UT competitive conditions, 
the manner in which the used 

cars are merchandised and/or 

liquidated will determine to what 

degree the dealership will prosper,” 

Bernard says. 

“The thinking must be right, for 
under our suggested program of 
used-car management the used-car 
department is not a losing factor, 
nor a necessary evil, but rather is 
an important contributor to our 
gross profit. It is in this department 
where the new-car profit is con- 
verted into cash, and any profit not 
converted into cash is not a sound 
profit. 

“We earnestly suggest the follow- 
ing three steps of used-car manage- 
ment be closely followed with su- 
pervision and checking by the 
management: 

1. “Any plan to be successful 
must have the right start, so 
therefore all used cars traded in 
should be placed in the used-car 
inventory at the cash wholesale 
value. This does not mean book 
value, but what an independent 
used-car dealer will pay in cash 
for the unit. If the value is right 
to start, then an average gross of 
15 percent of sales price should 
be retained, if the unit is retailed 
and a breakeven, if wholesaled. 

2. “Maintenance of a_ balanced 
stock: In our opinion a balanced 
stock is the number of units by 
year and model you can expect to 
retail within a 30-day period in 
your territory. In a balanced stock, 
Ford and Chevrolet dealers should 
have approximately two-thirds of 
their stock in their own makes. 
Other dealers should have 50 per- 
cent of the stock in their own 
makes. 

“Unfortunately, the operation of 
a new-car dealer’s used-car de- 
partment is not compatible to the 
operation of an independent used- 
car lot, for a new-car dealer can- 
not always trade for units desired. 
To overcome this difficulty, there 
must be some wholesaling.” 

* * * 
Here’s the Formula 


[Ts question of which cars to 

wholesale can be easily and 

quickly determined by applying the 

following formula to the unit im- 
(See MUNN, Page 76, Col. 4) 


Batter Up! 


Quiz Tells If Dealer Plays 


Ball with Public 


WASHINGTON.—NADA has sup- 
plied member dealers with a five- 
point quiz designed to determine 
their “batting average” on the little 


things “that make sales and keep | 


customers coming back.” 


1. Do your employes know of all | 


the used-car, service and accessory 
specials you are advertising? 

2. Do your salesmen follow up 
every used-car sale to make sure 
the customer is satisfied? 

3. Do your employes follow up 
every sale and repair job to make 
sure they did the job to suit the 
customer? 

4. Is your entire dealership (in- 
cluding washrooms) clean and pre- 
sentable? 

5. Do your employes go out of 
their way to be courteous; do they 
make customers feel their business 
is wanted? 


On the House . 





1953 


oo 


Most Make Money in 753... 





Bigger Shows for °54 
Reported in Works 


By Sam Sampson 
Staff Writer 
DETROIT.—Postwar auto shows 
have become big business. A survey 
of the 1953 dealer-sponsored events 
shows that a majority of the shows 
made money this year, and that, on 
the basis of this, sponsoring organi- 
zations are planning bigger and 
better shows for next year. 
Record-breaking crowds were 
the rule rather than the ex- 
ception in 1953. Many areas spon- 
sored a show for the first time 
this year, while others held the 
event for the first time since 
World War II. 
In an attempt to find something 


Small dealers have another gripe: It seems factory field men ignore 
the little guy at field meetings and concentrate all their attention on 
the big dealers. One small dealer suggests that, since the various 


training on how 


cf 





Wemhoff 


factories have schools for salesmen and servicemen, 
it might be a good idea to give field men special 


to make friends and boost morale 


among the smaller dealers... 

It’s pretty hard to convince Michiganders that 
the atom-bomb tests have nothing to do with the 
tornadic weather in the Wolverine state recently. 
There have been three separate tornado days in 
the past month in Michigan; ordinarily we have 
one about every 10 years .. 
has addcd nine new members; 
Francisco group... 


Akron association survey shows “that the most 


. Virginia association 
ditto for San 


noticeable defect among sales presentations is the lack of ‘follow- 
through’ in advertising. When a customer asks for a particular car, 
as advertised, only one salesinan out of 15 knows anything about 


the car of the advertised price.” 


The dealer is criticized for not 


having established within his own organization a systematic way 
of connecting advertising with sales. 


—Pete Wemuorr, Editor, 
Automotive News 





Check Indicates Ad Boost 
If Papers Revise Rate 


WASHINGTON. — Answering a! be willing to do 


questionnaire relative to alleged 
discriminatory newspaper advertis- 
ing linage rates for new-car 
dealers in the Washington area, 
every dealer replying indicated that 
it would be to his advantage to be 
able to place new-car advertising 
in local papers at the retail rate. 


More than half said they would 


6 Noted Speakers 
Due at Parley 
Of Mich. Dealers 


LANSING.—The Michigan Auto- 
mobile Dealers Assn. will feature 
six nationally known speakers at 





A. Summerfield K. M. Richards 


its annual convention June 25-27 at 
Mackinac Island. 


Convention sessions will be held 
at the Grand Hotel. 

Speakers and their topics 
clude: 

Arthur E. Summerfield, U. S. 
Postmaster General, “The National 
Scene”; Karl M. Richards, manager 
of the field service department, 
Automobile Manufacturers Assn., 
“Shooting for the Moon”; Charles 
J. Farrington, assistant to the 
president of NADA, “National Af- 
fairs”; Paul M. Millians, vice-presi- 
dent of Commercial Credit Corp., 
“Old Rules to Prosper”; Dean Clar- 


in- 


Inc., “The Time Is Now.” 


something 

“drastic” to end the alleged dis- 
crimination. 

The survey also indicated that 
the newspapers would get more ad- 
vertising from auto dealers if the 
retail rate was made available to 
them on new cars. 


The questionnaire was the out- 
growth of a controversy stirred 
here by a local advertising agency, 
Cohen & Miller. 


Cohen & Miller charged in an ad- 
vertisement of their own—accepted 
by only one Washington paper— 
that local auto dealers were obliged 
to pay a higher rate for advertising 
than any other field of retail 
merchandisers. 

This was followed by a commen- 
tary from NADA to the effect that 
“something finally is being done 
about the discriminatory national 
advertising rate charged automo- 
bile dealers.” NADA now has a 
special committee studying the 

(See AD BOOST, Page 77, Col. 1) 


of the impact of auto shows this 
year, Automotive News obtained 
complete (and often confidential) 
data on 15 shows held this spring. 
Reports were received from Chi- 
cago, San Francisco, Denver, Syra- 
cuse, N. Y., Buffalo, Canton, O., 
Sarasota, Fla., Rochester, Bing- 
hampton and Jamestown, N. Y., 
Los Angeles, Fresno, and Burlin- 
game-San Mateo, Calif., Columbia 
City, Ind., and Hutchinson, Kans. 

From these 15 shows alone, these 
rather startling totals are drawn: 

1, Total attendance was 1,227,933. 

2. At an average price of 83 cents 
admission, boxoffice figures 
amounted to $1,019,184. (There are 
four shows in the group which did 
not charge admission, but kept at- 
tendance records from prize tickets, 
etc.) 

3. Eight dealer groups reported 
that their shows were financial 
successes; six reported very small 
losses, and one “broke even.” 

4, Six groups said they planned 
a larger show next year; eight 
stated plans were being made for 
another of the same size, and one 
was yet undecided. 

5. All of them reported that 
participating dealers were satisfied 
with returns from the show. 

6. All of them provided entertain- 
ment in one form or another; from 
organ music or three-piece bands 
to lavish stage spectacles. 

It is estimated that more than 
30 dealer-sponsored shows, with a 
variety of 1953 makes and models 
under one roof, were presented to 
the public this year. This is in ad- 
dition to several hundred com- 
munity dealer “open-house” events 
of one or more days’ duration, 
special promotions by single 
dealers or “family” dealer groups, 
and custom and special auto shows 
where dealers showed new cars. 

From the sales angle, two shows 
reported the sales of 300 or more 
cars from the floor, and others said 
that, while the number was un- 
known, it was probably very high. 


It was the feeling of most of 
the dealers that the largest sales 
gains were felt in the weeks 
directly following the show. Most 
of them felt that attendance was 
a measure of the public interest 
in new cars, and that the shows 
themselves undoubtedly moved 
many to buy. 

Participating dealers, on the 
whole, were satisfied with show re- 
turns. This fact, coupled with the 
financial success of the shows 
proper, is augmenting plans for a 
bigger show in 1954, in many cases. 

Many of the show managers 
pointed out the pulling power that 
the events carried. In some of the 
western areas, persons came from 
as far as 250 miles away, and made 
an all-day stay at the show. The 
Chicago show, historically the 
biggest in the U. S., drew visitors 
from 48 states. 

It is felt by many that the parts 
and accessories industry will take 
a more active part in dealer-spon- 
sored shows, following the ’53 


successes. It is known that they, 
(See AUTO SHOW, Page 76, Col. 3) 





‘Something Old’... in Advertising— 


This 1908 Packard, old enough to be a showpiece in a museum, is being kept 
ence Manion, attorney and author, busy in public relations work for Earle C. Anthony, Inc. (Packard), San Francisco. 
“Blueprint for Freedom,” and Gene The car, which once smashed speed records when driven by Barney Oldfield from 
Flack, sales counsel and director San Francisco to Los Angeles, was among the four Packards entered by Anthony in 
of advertising, Sunshine Biscuits, the Palm Springs (Calif.) desert parade. The firm also dug up the appropriate dusters 


and millinery for the occupants. 
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OUR PLATFORM: I. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
a car or truck. § 3. Every dollar of gasoline tay collected by state or federal 
overnments applied to the building agd maintenance of highways. 
ia. The elimination of government and bureaucratic controls over this 


AUTOMOTIVE 


Zaerrvago 


£ industry. § 5. A return to the precepts of independence and the rewards of 
R applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


Shall All Be Restricted 


Because of a Few? 


_ Epitor’s Note: This editorial from the Pittsburgh Press 
is reprinted to give our readers an idea of what others are 
saying about the automobile in relation to safety: 


I HIS vivid account of a fatal accident on the Turnpike 
Monday, Sen. John H. Dent struck close to the heart of 
our frightful death rate on the highways. 


Stringent speed laws and tireless enforcement are not 
enough, declared the Senator. As long as cars are as power- 
ful as they are we are going to have people mis-using them. 


Senator Dent proposes outlawing the sale in Pennsylvania 
of any vehicle capable of going more than 10 miles an hour 
faster than our speed laws permit. We can go along with 
him up to that point but we don’t believe legislating the 
horsepower out of cars is feasible. 

* * * 


Power is related to many things beside speed, to the 
smoothness of the ride, to maneuverability in our compli- 
cated traffic situations. There are even those who will argue 
that power is a safety factor rather than a hazard. 

Highway safety, we believe, must be approached through 
the driver rather than the car. There simply are too many 
people driving who have no business doing so. Too many 
who are reckless, physically unfit, immature, financially 
irresponsible, or all four. 

Driving is not the God-given birthright of every citizen 
upon reaching a certain age, any more than operating a 
locomotive or flying a jet fighter. The death-dealing potential 
of autos is no less than that of locomotives or jets. The only 
difference is that they are in the financial reach of almost 
everyone. 





Driving should be a privilege subject to swift cancellation 
and awarded only to the fittest of candidates after an ex- 
amination far more searching than running a test car 
through a series of maneuvers in Highland Park. 

So we recommend to Senator Dent that he consider a 
measure placing more restrictions on the operation and 
ownership of a car than merely the price of a down payment 
and a brief, routine test. 

Let’s not take a little bit of horsepower away from every- 
one. Let’s take it all away from those who can’t—or won't 
—handle it intelligently. 





Auto 
Forum 


Safety is an intangible sub- 
stance, until something hap- 
pens to someone we know.— 
T. Wititiam Hewwner, president 
Pasadena, (Calif.) Safety 
Council. 

+ * * 


Slide, Casey, Slide! 

Researchers of the Automobile 
Club of Michigan recently com- 
pleted traffic surveys of three 
Michigan cities. Oddest accident 
they uncovered occurred in 
Grand Haven, where a man was 
injured when a disjointed truck 
wheel rolled onto his porch and 
knocked him down. Says Motor 
News: 

“The only recommendation 
was faster footwork by porch 
owners.” 

* * + 


Calling Dr. Kinsey 


The automobile business is 
a singularly American 
business, Its influence in 
American life is profound, and 
the absorption of the Ameri- 
can male with horsepower, 
wheelbase, transmission and 
steering ratio is something 
that might well engage Dr. 
Kinsey when he gets time off 
from the most fascinating re- 
search project we ever heard 
of.—Advertising Age. 


* x * 


Good Credit Policy 


Handling of time-deals so 
that few, if any, become charge- 
backs to your finance reserve, is 
important. Sometimes all that is 
required to eliminate the need 
for endorsement or repurchase 
is a little larger downpayment 
by the purchaser—J, M. Saun- 
ders, Ford dealer in Washing- 
ton, D. C. 


THE /NSIPIOUS THING 
ABOUT TH/S TIME OF 
YEAR WHEN ALL OF 
US ARE PUTTING UP 
A TERRIFIC HIGHT TO 
KEEP ON WORKING 


* * * 


Wanted: Poet 


The classified ad, which 
could be a joy both to com- 
pose and to read, has become 
sterile and cold and truncated. 
Its blunt abbreviations take 
all the flavor and personality 
out of a social transaction. 
Incidentally, anybody interest- 
ed in buying a battered blue 
Pontiac convertible with 
round wheels and a glove com- 


partment containing four balls used, if you so request. 


of kite string? — Sypney J. 
Harris, ee — News. s p ecial Laws? 


In the June 1st Automotive News 
there is an article stating that the 
State of Oklahoma has passed and 
the governor signed a manufac- 
turer licensing law. 

Have automobile dealers become 
so soft, flabby and incompetent 
that they need special laws to pro- 
tect them? Since when have inde- 
pendent business men become un- 
able to handle their own business 
by working with their trade asso- 
ciations? 

When other businessmen are 
screaming for less government and 
fewer laws, why are automobile 
dealers allowing these kind of laws 
to be passed? These dealers are 
just asking for more regulations! 

Oklahoma dealers should either 
retire or be men enough to stand 
on their own two good feet. 

Don’t let’s ask for a Welfare 


Shoot High 


The chief quality an individual 
should try to cultivate, in order 
to attain success, is concentra- 
tion on one goal or idea that is 
higher than you think you can 
achieve. This means that you 
have to think straight and keep 
your ideas practical. Search 
yourself to find out what you 
really want to be, then shoot 
for it, no matter how high the 
mark.—Wheeler Sammons, pub- 
lisher of “Who’s Who” for the 
last 27 years. 

* * * 


Attitude Important 


The technique or method of 
selling service is basic, and the 
success or failure of the enter- 
prise lies completely in the 
attitude of management.—Wil- 
liam A. Sutton, Dodge dealer, 
Sacramento, Calif. 


10 Years Ago ie 


The Big Story 


Reporting that 25,000 tons of synthetic rubber have been produced 
already this year with 275,000 tons due before the end of 1943, Rubber 
Czar William M. Jeffers predicted that by late fall the nation’s syn- 
thetic rubber program will be “all buttoned up”... C. F. Kettering, 
vice-president of General Motors, predicted in a talk before the 
Society of Automotive Engineers that after the war an aluminum car 
would be ready for the public. New developments in the automotive 
industry which hinge around the use of high-octane gasoline must 
wait until this type of fuel is available in the filling stations of small- 
town America, he said . . . Leaving the bulk of his Ford Motor Co. 
stock to the nonprofit Ford Foundation, the will of Edsel Ford was 
filed for probate last week. The estate was estimated at $200 million 
... L. C. Goad, general manager of GM’s eastern aircraft division was 
elected a vice-president of the corporation. 

—From the Files of Automotive News. 








aK. YOU GUYS ANP GALS, 
ARE ARE THE TOOLS. YOU Go 
AHEAD AND FILL THIS SPACE 


‘Flabby Dealers? ..... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


State—E. Q. Raney, president, E. 
Q. Raney Inc., (Dodge-Plymouth), 
Germantown, Pa. 

* * 


* 
Not Eldorado 

While glancing through a copy 
that my husband had of 1953 Auto- 
motive News Almanac, I noticed a 
mistakenly identified picture that 
to me stood out like a sore thumb. 

The ad on page 218 has two 
pictures—one of farm life, Butler 
County, Kans., and the other Main 
Street people, Eldorado, County 
seat of Butler County. The picture 
of Main Street is Main Street al- 
right, but not Eldorado. 

On the contrary, it is Main Street, 
White Planes, N. Y., opposite the 
Court House a block from Ma- 
maroneck Avenue. You can see 
Schraffts where I’ve had lunch 
many, many times. 

This, however, is just by way of 
information and to show you how 
thoroughly your magazine is read 
even by the females.—Mrs. James 
Haines, 2894 Grand Concourse, 
Bronx 58, N. Y. 

© s + 


The Other Side 


It might pay you to look into 
these matters before you publish 
them (“Check Trouble” in Letter- 
box, June 8). There are always two 
sides to every story: 

1. We carry more insurance than 
any auction in the U. S. A. One 
policy alone is for $100,000 pro- 
tection. 

2. We are the oldest night auction 
in the U. S. A.—200-car sale. 

3. We are members of many as- 
sociations. 

4. Our insurance company will 
be notified of this item.—Troy D. 
Leg, sales manager, Wheeling Auto 
Auction, Wheeling, Il. 
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“A spirit of cooperation and fast service that 
surpasses anything in the finance field” 


That’s what Mr. Jon C. Owens, General Manager 
of L. B. Smith Motor Corp., fast-growing Ford 
dealership in Lackawanna, N. Y., says about 
CoMMERCIAL CrepiT PLAN. 


EVEN years ago L. B. Smith Motor Corp. 

started out with just 4 employees and a con- 
verted house trailer. Since then this company 
has mushroomed into an unbelievably successful 
agency numbering 90 people and serving the 
entire Lackawanna area. A great deal of this 
success, according to Mr. Owens, can be attrib- 
uted to his starting with and continuing to use 
the CommMerciaL Crepit PLAN. 


“Interest and services rendered by COMMERCIAL 
CREDIT personnel were far beyond those which 
could be expected. Promptness in settling insurance 


claims, courtesy shown customers, the training 
program for our sales department, the complete 
insurance package—all have been extremely helpful 
in closing time sales. It’s the finest finance plan in 
the business.” 

These same benefits—CommerciAt Crepit “know 
how,” ample resources and complete financing 
services—are available to you. Why not call your 
nearest COMMERCIAL CREDIT office today for the 
complete story. Ask to have our representative 
show you “The Salesman’s Angle,” our newest 
training aid for automobile dealers’ salesmen. 


COMMERCIAL CREDIT DEALERS ARE Successf ul peaers 











COMMERCIAL 
CREDIT 


CORPORATION 





A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. .- Capital and Surplus over $125,000,000 
.. . Offices in principal cities of the United 
States and Canada 
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Bill Controlling Factory Men Rejected... 
Dealer License Law 


Kept Intact in Conn. 


HARTFORD. — The Connecticut 
General Assembly, before adjourn- 
ing, killed a controversial bill 
which would have amended the 
auto dealer license law by doing 
away with new-car and used-car 
licenses and creating a single mo- 
tor-vehicle license. 

Business taxes, which will af- 
fect dealers, were increased, The 
corporate tax was boosted 0.75 
percent for two years and the 
unincorporated business tax was 
hiked a dollar per $1,000, with an 
exemption for the first $50,000 of 
gross business. 

The increases were termed small 
by the Connecticut Automotive 
Trades Assn., Inc. 

The association lauded the ap- 
proval of a $213 million road-build- 
ing program, to be financed by 
bonds paid for through tolls. Other 
funds derived from registrations 
and gasoline taxes will still be ap- 
plied to highway construction. 

Other bills passed, which the as- 
sociation deemed directly beneficial 
to dealers, provide for: 

Licensing operators of wreckers 
and requiring filing of rates and 
inspection of tow trucks. 

A revision making it unneces- 


Curtice Endorses 
Ike’s Proposal to 
Keep Profits Tax 


KANSAS CITY.—Harlow H. Cur- 
tice, president of General Motors, 
said last week that he believed 


sary to have a notary witness a 
car owner’s signature at the time 
of sale to a dealer. The seller will 
sign on the back of his regis- 
tration “under penalty of per- 
jury.” 

Licensing of dealers of junk 
autos. 

Legalizing of mechanical 
signals. 

Flaps or fenders on all trucks 
and buses. 


Sunday car washing at service 
stations. 


A commission to study title laws 
of other states and draw up a title- 
law bill for the next session of the 
assembly. 

Changing the operator’s license 
law to make the license renewal 
fall every two years during the 
month in which the operator's 
birthday occurs. 

Increasing the allowable gross 
weight on tractor-trailers to 60,000 
pounds from 50,000 pounds. 

Among rejected bills were these 
providing for: 

Fee of $20 for registering service 
car and $10 for each auto sold at 
auction. 

Validating chattel mortgage on 
motor vehicle within 15 days. 

Ceiling of 6 percent on finance 
charges. 

Amendment of sales finance li- 
cense law giving bank commis- 
sioner authority to regulate and 
set rates. 

Increases in gasoline tax. 


turn 


the abnormal 


operate today, 


Highway use tax on trucks. 
Collection of personal property 


tax on vehicles at time of regis- 


President Eisenhower’s tax pro- 


tration. 


gram should be enacted. 

Curtice said that extension of the 
excess-profits tax until Dec. 31, as 
proposed by Eisenhower, would not 
have any significant effect on the 
nation’s industrial progress. He 
added: 

“T would not say that if I did not 
believe that the President and the 

(See CURTICE, Page 8. Col. 5) 


Limiting of worker’s time to 
eight hours daily and 40 hours 
weekly. 

State supervised off-the-job acci- 
dent and sickness insurance. 

Compulsory inspection of vehi- 
cles. Inspection is now voluntary. 

Flat rate on all auto registrations. 

Amendment of definition of a 
used car. 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday) 


June 10 


(Better class merchandise brought 
better sale. Sold 113 cars out of 166 
offerings.) 

BUICK — ’52 RM 4-dr., 2 at $1,975*; 
Riviera 2-dr., $2,100*; club coupe. 
$1,650; Special 4-dr., $1,790. ’51 
Special 2-dr., $1,300; 4-dr., $1,325. 
‘50 Super 4-dr., $925, $900; Riviera 
coupe, $1,225*; Special 4-dr., $865. 

CADILLAC —- '51 (61) club coupe, $2,- 
500*. ’50 (62) 4-dr., $2,050*. 

CHEVROLET — ’'51 SL Special 2-dr., 
$830; SL Deluxe 2-dr., $1,070*, $1,- 
035; 4-dr., $1,045*, $1,065*. ’50 SL 
Deluxe 2-dr., $805, $795; Bel Air, 
$1,025*. ‘49 SL Deluxe 2-dr., $595. 
*48 SM 2-dr., $435; 4-dr., $525. 

DeSOTO — '51 Custom 4-dr., $1,150*. 


June 3 


(Good, fast sale. Dealers want 
only good, clean cars. Sold 109 cars 
out of 145 entered.) 

BUICK—’51 RM 4-dr., $1,360*. ‘50 
Special 4-dr., $885; Super 4-dr., 
$1.010, $950. °49 RM 4-dr., $750*. 
$650. °47 Special 2-dr., $210. 

CADILLAC—’52 (60) 4-dr., $3,240*. 


CHEVROLET — ’52 SL Special 2-dr., 
$1,180. °51 SL Deluxe 2-dr., §$1,- 
000, $1,035, $1,125*, $1,050; 4-dr., 
$1,125*, $1,065, $1,095. 50 SL De- 
luxe 2-dr., $660, $900*, $865, $810*; 
club coupe, $775. °'49 SL Deluxe 
club coupe, $760; 4-dr., $635. ‘48 
FL aerosedan, $600, $620; SM club 


coupe, $480, $325. 
CHRYSLER —'49 NY conv., 








Firestone Hails 'Vuky'— 


Raymond C. Firestone (right), vice-presi- 
dent of Firestone Tire & Rubber Co., con- | 
gratulates Bill Vukovich after his victory | 
in the Indianapolis 500-mile race. ‘I give 
full credit to my Firestone tires,” said the 
winner. “They stood up under the tough- 
est punishment any tires have ever re- 
ceived."’ According to Firestone, this is the 
30th consecutive year that its tires have 
been on the winning car in the Memorial 
Day race. 


Dealer Net Rises 
To 4.4 Percent 
In Ist Quarter 


(Continued from Page 1) 


Committee cautioned dealers that 
levels of expense, 
under which they are forced to 
have made them 
increasingly dependent upon high 
volume for satisfactory profits. 


Meanwhile, the average 
dealer’s service absorption rate, 
which was pegged at round 60 
percent during all of 1952, drop- 
ped to a postwar low of 53.9 per- 
cent in the first quarter of 1953. 


NADA said the service absorption 


story made it clear that as compe- 
tition grows with continued high 


production, volume obtained by 





Dealer Picture 
At a Glance 


(First quarter of 1953 
compared with 1952) 


Up Down 
Total Sales ................ 54.5% 
Total Gross Profit .. 49.6% 
Total Expenses ...... 29.4% 
New Unit Sales ........ 61.4% 
(Cars and trucks) 
Used-Car Sales ........ 33.7% 
(Units) 
Used-Car Gross 
BOR cS oocscisssanaconade 46.0% 
New-Car 
Inventories ............ 17.4% 
New-Truck 
Inventories ............ 60.6% 
Used-Car 
Inventories ............ 35.3% 
(Units) 


Total Service Sales 15.9% 
(Including parts & labor) 





price cuts and over-allowances on 
tradeins will be as out of place in 
a profitable operation as they were 
prewar. 


* * * 





$900°: 
‘50 Custom 4-dr., $820. ’48 Custom 4-dr., $800°*. , 


conv., $500, $400. 

DODGE — '52 Wayfarer 2-dr., $1,035. 
"51 Meadowbrook 4-dr., $910, $950, 
$900, $1,000*; Coronet club coupe, 
$1,175*. ’49 Meadowbrook 4-dr., $710. 

FORD—’52 Custom (8) 4-dr., $1,500*; 
Victoria, $1,760*. ‘51 Victoria, $1,- 
250*; Custom (8) 2-dr., $1,125, 
$950*; 4-dr., $1,100*; Custom (6) 
2-dr., $840, $950*°. '50 Custom (8) 
2-dr., $760, $800; club coupe, $780. 
"49 Custom (8) 2-dr., $490, $575, 
$730. '48 SD (8) club coupe, $440. 

— — '49 Commodore (8) conv., 
$630. 

FRAZER—’51 4-dr., $870*. 

LINCOLN—’52 4-dr., $2,550*. ’50 club 
coupe, $1,255*. 

MERCURY — ’52 club coupe, $1,910*. 
"50 2-dr., $910. '49 4-dr., $830. °47 
conv., $490. 

NASH —’51 Ambassador 4-dr., $875; 
Rambler conv., $900. '49 Statesman 
4-dr., $450. 

OLDSMOBILE—’51 (88) 4-dr., $1,430*. 
*50 (88) 2-dr., $980. '47 (98) conv., 
$250*. 

PACKARD — ‘49 station wagon, $420*. 
"48 2-dr., $400. 

P LYM OU T H—’52 Concord business 
coupe, $905. °51 Cambridge 4-dr., 
$995. '50 Deluxe club coupe, $640. '49 
SD 4-dr., $550. 

PONTIAC — '52 Catalina, $1,950*. °51 
Chieftain (8) 2-dr., $1,300*%; Chief- 
tain (6) 2-dr., $1,150, °50 Chieftain 
(8) 4-dr., $925; 2-dr., $1,070*, $1,- 
110*. '49 Chieftain (8) 4-dr., $890. 

STUDEBAKER — '51 Champion 4-dr., 
$925*, $860. ‘50 Champion 4-dr., 
$540; conv., $790; Commander (8) 
4-dr., $750. 


DeS OT O— '47 Custom club coupe, 
$400. 


DODGE—'53 Coronet 
950. °'51 Coronet club coupe, §$1,- 
075*. '50 Coronet 4-dr., $920; club 
coupe, $855. '49 Custom 4-dr., $650, 
$570. 

FORD—'52 Victoria, $1,890*%; Custom 
(8) sedan, $1,410, $1,470°. °51 
Custom (8) 4-dr., $910, $1,065, $890, 
$1,045; Custom (6) 2-dr., $880, $850. 
"50 Custom (8) 2-dr., $1,000, $765; 


(8) 4-dr., $1,- 


showed an 


Deluxe (6) 2-dr., $675. ’°49 Custom 
(8) sedan, $765, $600, $640, $620, 
$500. '46 SD (8) 2-dr., $365. 

HUDSON —'50 PM 4-dr., $705. 
Super (6) 4-dr., $190. 


KAISER—’51 2-dr., $825; Henry J, (4) 
2-dr., $400. 

MERCURY — '50 2-dr., $950*, $800, 
$875. '49 2-dr., $755. 

NASH—'51 Statesman 2-dr., $740, $825. 
’50 Statesman 2-dr., $600. '49 Am- 
bassador 4-dr., $380. 

OLDSMOBILE — '49 (98) 4-dr., $840; 
(76) sedan, $760, $805*, $855*. 

PACKARD—’52 (200) 4-dr., $1,650*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
690. '52 Belvedere, $1,225. '51 Cam- 
bridge sedan, $1,125, $905, $850. ‘49 
— wagon, $785; SD 4-dr., $625, 

PONTIAC—'52 (6) conv., $1,870*%. °51 
Chieftain (8) 2-dr., $1,375*, $1,385*. 
‘50 Catalina, $1,260. '48 Chieftain (8) 
club coupe, $625. 

STUDEBAKER — '50 Champion 4-dr., 
$675, $525. 

WILLYS — '52 Aerolark 2-dr., $1,190. 


"46 


‘47 station wagon, $520. 


Tas average dealer’s total service 
sales, including parts and labor, 
increase 


However, NADA said, even that 
increase was not enough to off- 
set the rapid buildup of operating 
expenses, with the result that the 
service absorption rate of 53.9 
percent was the lowest ever re- 
corded. 

But 


crease over last year came 
March. As a _ result, 


to 57.9 percent. 


Sales Executives 


Give Nod to Doyle 


DETROIT.—J. C. (Larry) Doyle, 
manager of sales and advertising 
for Ford Motor Co., last week was 
elected chairman of the board of 


National Sales Executives, Inc. 
NSE convention delegates here 


| 
| 





in the first 
quarter of this year of 15.9 per- 
cent over the same period of 1952. 


it was noted that service 
business was slow to get started 
in the first two months of this 
year, and that the bulk of the in- 
in 
in March 
service absorption climbed back up 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 50-51-52 





named Benjamin F. Fairless, board 
chairman of U. S. Steel Corp., as 
“business statesman of the year.” 








How Dealers Are Faring 
On Expenses, Profits 


(First Quarter, 1953) 


Epitor’s Note: The following figures are taken from the latest issue 


of NADA’s “Dealer Profit or Loss Facts” bulletin: 


Operating Profit Before Taxes 












Percentage of 
Total Sales 
3 Mos. March 
1953 1953 
*VOLUME GROUP I 
GROSS PROFIT . igoenabenaien . 16.9% 16.4% 
NIE MERINO « -s irecevesvsevitescssesisnvenasierssedestvessascsecduvenetenawee’ 3.3% 3.1% 
NN III cx srcgicpvevicesievnvencessvetsesssesvecsavennseseainse. SNE 8.7% 
EE MET ROI ivinsvievsvisscesvasaveccsrssssviesunesesevervansacs vives 13.0% 11.8% 
CERCA ERIN FECOBLL isssscsrscrscscssscrccsocercsssscesnseesevecsovens 3.9% 4.6% 
VOLUME GROUP II 
RE MUNIN. Ssoccsiceiseseuiecessvetvvninuseasvbeceveneidivtdesvensavesivis 17.0% 16.6% 
Selling Expense ‘ 3.8% 
Operating Expense . 8.0% 
OE ENAe MEE URGES es sisesvensssssosavssssesncssvonenaveascosvvsteesevaseseats 12.6% 11.8% 
CFE MRC EEWUE ET RUGE ED svivesssssscssssssccrssssovcsscosscsssessesesnessa0s 4.4% 4.8% 
VOLUME GROUP III 
aN RN © Siass ctzi ssi ds civaveavatvedsedaveevecdsiuntvevssacataceniaes 17.3% 17.1% 
Selling Expense ..............000.. \ 4.2% 
NENT SCENOEIINE as siesnssesciietsassacsonccvsstibsscestesevsesivees 7.2% 
TOTAL EXPENSE .............. 11.4% 
OPERATING PROFIT 5.7% 
VOLUME GROUP IV 
UMD: MEMMEF EE, osccsscasnreveesvevicassssvssveneecstencanecesuvenscasveessorien 18.2% 17.9% 
Selling Expense ......... ‘ 4.2% 
Operating Expense . 7.6% 
TOTAL EXPENSE . 11.8% 
MERIC ROE ciscsccssrssovsccscseassocsessscnssinsccsessesesies 5.6% 6.1% 
INDUSTRY AVERAGE 
I MENTE icicncse dvs sdoatssiten seasasesdscavsasisetinanscssocsse 17.1% 16.7% 
RN ONENESS scisisseisesneveds teséceonsuancessvivovussansebsiys 3.6% 3.6% 
EN RUNNIN, 5 ccscsssecscetvsssennsnincasduvaniassticsnisas 9.1% 8.2% 
NN MRI cs cave vkastisesceecsnsivncentbvuassssistasisavesesousicest’ 12.7% 11.8% 
RPGR ENNCN CRUE cscscinersssvscsnisvanssscecussossnesscssvesess 4.4% 4.9% 
*Volume Groups are based on 1952 deliveries of new cars and trucks as follows: 


Group I, 1 to 149; Group II, 150 to 399; Group III, 400 to 749; Group IV, 750 


and over. 


Used Vehicles 


Selling Price 





Ratio Used Unit 


Gross Profit Per 


Per Unit Sales to New Used Unit Sold 
3 Mos. March 3 Mos. March 3 Mos. March 
Volume Group I $883 $885 1.7 ae $24 $11 
Volume Group II $946 $934 1.4 1.5 $15 $ 4 
Volume Group III $961 $936 1.1 1.1 —$11  —$19 
Volume Group IV $874 $852 8 9 $ 6 $1 
Industry Average $909 $902 1.4 1.4 $16 $5 
Pet. of 
No. Days’ Av. Cost Per Used Vehicles 
Supply in Used Unit in Stock 
Inventory in Inventory 30 Days or 
3-31-53 3-31-53 Longer 
Volume Group I $869 47.8% 
Volume Group II $954 40.3% 
Volume Group III $976 39.4% 
Volume Group IV $859 27.0% 
Industry Average $897 44.7% 
Parts Sales 
(Accessories not included) 
3 Months’ Percentage of *No.Months’ 
Sales Per New Gross Profit Supply in Annual 
Unit Sold To Sales Inventory Turn- 
Average 3 Mos. March 3-31-'53 over 
Volume Group I $352 28.8% 29.2% 7.0 he 
Volume Group II $293 28.7% 27.2% 5.6 2.1 
Volume Group III $235 27.1% 27.1% 4.9 2.4 
Volume Group IV $241 25.1% 24.7% 3.9 3.1 
Industry Average $306 28.2% 28.1% 6.1 2.0 


*Divide the three months’ Total Cost of Sales of Parts by 3 to find average month’s 
cost of sales. Divide this figure into March 31st dollar inventory to find the number 


of months’ supply. 


Customer Labor Sales 
3 Months’ Sales 


Percentage of 


Per New Unit Gross Profit 
Sold to Sales 
Average 3 Mos. March 
IN CN ic Ss bensenseacaepoasianas $255 38.2% 41.4% 
ER I TN so cdscasssscedarsvrercaavaresnsnads $223 45.2% 46.0% 
EINEM GI BE gs ewsacscsasnsvesesesosasacocstomeve $178 44.8% 47.8% 
TI SE anc scckcccicetvacicnqeinecassrnconas $165 48.9% 49.7% 
REE I cs co cacesasacamnsnatcacraopesmnccedas $225 42.0% 44.0% 





Total Service Sales 


Includes labor, parts, and all other service and stock-room sales, 
except accessories with new vehicles 


3 Months’ Percentage of 
Sales Per New Gross Profit *Service 

Unit Sold to Sales Absorption 

Average 3 Mos. March 3 Mos. March 
Volume Group I $833 29.8% 31.4% 51.5% 56.2% 
Volume Group II $686 34.3% 34.9% 56.5% 59.1% 
Volume Group III $529 35.0% 35.6% 56.9% 61.0% 
Volume Group IV $509 33.8% 34.9% 58.1% 61.0% 
Industry Average $711 31.8% 33.0% 53.9% 57.9% 


*The percentage of operating (or fixed and semi-fixed) expense covered by gross 


profit from all service and parts operations. 
selling (or variable) expense from total expense. 


To find operating expense subtract 


Ratio, Departmental Sales to Total Sales 


New Cars Used Total Service Misc. 

and Trucks Vehicles and Parts Sales 

3 Mos. 3 Mos. 3 Mos. 3 Mos. 

1953 1953 1953 1953 

Volume Group IL .................. 30.4% 16.8% 2.0% 
Volume Group II 29.0% 14.6% 1.8% 
Volume Group III .... 25.6% 12.9% 2.1% 
Volume Group IV 20.9% 14.6% 1.9% 
Industry Average 28.6% 15.4% 2.0% 
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AUTOMOTIVE NEWS, JUNE 15, 1953 _ 


WHATS COMING 


(and who'll build the tires for it?) 


Everybody knows how tough competition is in the auto- 
motive industry. 


In the tire business, for example, we not only have to 
stay ahead of other tire manufacturers—we have to antici- 
pate tomorrow’s needs in automobile design as well. 


Think of the dream cars that have come rolling off the 
drawing boards in just the last few years, with so much 
added safety and comfort! 


Automatic gear shifts . . . air conditioning . . . power 
steering! Higher and higher horsepower! Power brakes that 
can stop today’s heavier cars on a dime! Such advances 
put an extra burden on tires. And who can tell what new 
demands will be made on tires tomorrow? 


So, here at Goodyear, we’re justifiably proud of keeping 
ahead in the fast-moving, fast-changing automotive indus- 


De Luxe Stgseef cushion by 


try. In spite of the extra demands made on them, today’s 
De Luxe Super-Cushions are giving motorists more trouble- 
free miles than ever before. It’s a fact that the cost of driv- 
ing a thousand miles on Goodyear tires today is less than 
one-half what it was in 1926! 


Is it any wonder then that car makers are putting more 
Goodyear De Luxe Super-Cushions on their new cars than 
any other make of tire. Car owners, too, are buying more 
Super-Cushions than any other low-pressure tire! 


Yes, again this year as for the last 38 years— more people 
ride on Goodyear tires than on any other kind. 


Such national preference for Goodyear speaks for itself. 
It assures customer confidence when new cars are delivered 
on De Luxe Super-Cushions by Goodyear. Goodyear, 
Akron 16, Ohio. 














FAR 


Super-Cushion, T. M.-—The Goodyear Tire & Rubber Company. Akran, Ohio 
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Scaring the Buyers Away... 


AUTOMOTIVE 


NEWS, JUNE 15, 





Bankers Give Warning 
On Used-Car Loans 


Epitor’s Note: We feel that 
such stories as the one below, 
which was published nationally 
by newspapers, are injurious to 
the trade in that they tend to 





Sarasota Dealers 
Back Shop Course 


SARASOTA, Fla.— Members of 
the Sarasota County Auto Dealers 
Assn. last week unanimously 
adopted a resolution offering as- 
sistance to a class in automobile 
mechanics to be conducted at Sara- 
sota High School next year. 

Shop work will be carried out by 
pupils of the 10th and 11th grades, 
Bellum said, and association mem- 
bers agreed to arrangements for 
seniors to do some _ cooperative 
work in the commercial shops. 


| 


scare buyers away from the used- 
car market at the very time when 
there is a need to attract them. 
We are carrying the story here, 
however, as a matter of infor- 
mation for our readers: 

NEW YORK. — The American 
Bankers Assn. advised its member 
banks last week to tighten up on 
installment loans, warning that 
the used-car market looks as 
though it is headed for trouble. 


“The ABA’s installment credit 
commission feels,” said the ABA 
bulletin, “that during the present 
period bankers should not seek to 
maintain or increase their present 
outstandings by lowering any 
standards on installment credit 
either as to terms or credit policies. 


“This commission feels very 
strongly the need for the firming of 
credit policies.” 

Meantime, one of their own 








1953 


5 Plaques in 5 Years for Ford Dealer— 

Inc., hold the five plaques of the 
Four Letter award which the company has received from Ford for five consecutive 
years. Shown (from left) are Jack Beckwith, truck sales manager; H. Fos, parts man- 
ager; T. S. Baker, sales manager; Carl Crisler, vice-president and general manager; 


Department heads of New Orleans Motors Co., 


Olin Linn, president; L. C. Prudhomne, shop 
and Frank Linn, vice-president. — 


fraternity warned bankers to | 
stop worrying about a depression. 

“There isn’t going to be one,” 
said Heyward T. Denyes, vice- 
president of the Industrial National 
Bank of Detroit, in a talk at the 
annual convention of the American 
Institute of Banking in Cleveland. 
It was claimed in the ABA 
bulletin that the rate of new-car 
production “exceeds the market’s 
potential to absorb at existing price 
levels.” 

As a result, said the ABA, there 








“Our DEVILBISS 
ump-and-paint shop pulls in 
30% of total labor sales’ 


C. Raymond Clark, Vice President 
of Sutter Pontiac, credits DeVilbiss equipment 
for his steady profits. 


“Our bump-and-paint shop accounts for 30% of our labor 
sales,” says C. Raymond Clark of Sutter Pontiac Company, 


Grand Rapids, Michigan. 


“And a large part of the credit 


goes to DeVilbiss spray equipment. 


“Take our spray booth, for example. Before we installed 
a DeVilbiss booth, dust was our biggest problem. We had 
to wait for it to settle at night—often had to do jobs over. 
Now we can spray any time and be sure of top-quality 


results. 


“Our painters say they like the booth because it’s easier 
to work in and it’s safer. Evidently the insurance company 





Sutter Pontiac handles about 135 paint jobs a month in this efficient DeVilbiss spray booth. 


THE DEVILBISS COMPANY, Toledo, Ohio 


Windsor, Ontario ©¢ London, England ¢ Santa Clara, Calif. 
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ie 


agrees with them 


foreman; L. P. Wineski, used-car manager, 


is substantial discounting and 
overtrading, leading to continu- 
ous declining pressures on used- 
car prices. 

ABA noted that franchised 
dealers’ stocks of new cars are at 
a postwar high. (Stocks have de- 


clined since the ABA material was 
gathered. See stock story on Page 
today). 

It was claimed that while new- 
ear sales are holding steady, the 
dealer’s 
shrinking. 


1 


, 


net profit per car is 








. they’ve cut our rates.” 


Like many another dealer, Sutter Pontiac is collecting 
the benefits of a DeVilbiss paint shop: greater profits, more 


customers, lower insurance rates. 


do the same. 


You'll find your DeVilbiss jobber has a 
information on modern spray methods and 


can give you complete details on 
spray equipment, air compressors, 
connections. Why not check with 


Spray 


Branch Offices ond Distributors in Principal Cities Throughout the United States, Canada and the World. 


Your organization can 


gold mine of 
materials. He 
DeVilbiss 


infrared ovens, hose and 


spray booths, 


him today? 








Hose and 
Connections 


Guns 





Spray Booths 


FOR BETTER SERVICE, BUY 


DEVILBISS 








‘|House Approves 


Watered-Down 
Defense Bill 


WASHINGTON. — A well-diluted 
Defense Production Act, without 
any stand-by authority for the 
President to invoke a freeze on 
wages, prices or credit in case of 
an emergency, was approved by 
the House last week. 


The watered-down extension 
voted by the House would be for 
one year rather than for two years 
as proposed by the Senate. 


The House legislation is note- 
worthy more for what it does not 
contain than what there is in it. 
It provides only for a continuation 
of allocation and priorities controls 
of scarce defense materials, and 
provisions for assistance to ex- 
pansion of productive capacity and 
supply. 

The House bill also includes pro- 
visions for setting up a new Inde- 
pendent Small Business Adminis- 
tration, and therein lies the 
greatest possibility of a hitch with 
the Senate, which is very much in 
disagreement with the lower cham- 
ber of Congress on this matter. 


The small business item was 
tacked on to the House Controls 
Bill as an amendment. The Senate 
wants to extend the life of the 
present small Defense Plants Ad- 
ministration. 


If this difference of opinion can 
be ironed out, it is believed the re- 
mainder will be easy sailing. 

Normal procedure would be for 
the House measure to go immedi- 
ately into a House-Senate con- 
ference. However, conferees had 
not been named at AUTOMOTIVE 
News’ press time, which gives rise 
to the belief that the two chair- 
men of the House and Senate 
banking committees may be hold- 
ing a pre-conference conversation 
with a view to clearing the way 
for quick agreement. 


Curtice 


(Continued from Page 6) 


Secretary of the Treasury asked 
that it be extended only until Dec. 
31. It has a terminal facility, and 
I think it is most important that 
they do bring the budget as closely 
into balance as quickly as they 
can.” 

Curtice made the statement in 
response to a question at a press- 
tadio-television luncheon in con- 
nection with the final engagement 
of the GM Motorama, which played 
here June 6-14. 

Other speakers were Charles A. 
Chayne, GM vice-president in 
charge of engineering staff: Harlev 
J. Earl, vice-president in charge of 
stvling staff; William F. Hufstader. 
vice-president in charge of distri- 
bution staff, and Paul Garrett, vice- 
president in charge of public rela- 
tions staff. 

In answer to questions, Curtice 
also said: 

At present, atomic power for 
passenger cars does not seem prac- 
tical. 

The Buick-Oldsmobile-Pontiac as- 
sembly plant here is moving for- 
ward steadily in its aircraft pro- 
duction program and will turn out 
“auite a few” Republic - designed 
Thunderstreak jet fighters before 
the end of the year. 


A production rate of 1,000 Chev- 
tolet Corvette sports cars a month 
hv the end of the year will give 
GM a good chance to test the 
market for this tvne of automobile. 

Competitive sales conditions, as 
known before the war, have not 
vet been reached so far as GM is 
concerned. Current dealer stocks of 
new GM cars are “very low.” 








Fick and Berry Add 
28th Ford Dealershin 


ST. LOUIS.—Rudy Fick, of 
Kansas City, has purchased 
Fred Evens Ford here and will 
onerate the new dealership as 
Motor Sales, Inc. 

With Fick as president, offi- 
cers will be Berl Berry, treas- 
urer, and Gene Cable, vice-presi- 
dent and general manager. 

The firm is one of 28 Ford and 
Lincoln - Mercury dealerships 
owned and operated by Fick and 
Berry. Their other dealerships 
are scattered from coast to coast 
and in Mexico and Hawaii. 
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INDEPENDENT SERVICEMEN... 


A well balanced stock of 
genuine Chevrolet precision-built parts 


that 
i Help raise your service efficiency 
/ CHEVROLET / and 
— Help increase your customer satisfaction 
plus 
Expert help in solving your 


service problems! 


Your Chevrolet dealer is ready, 
willing and able to give you all 
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138 in Dodge Dealer Caravan— 


A mile-long mass driveaway of Dodge cars from Detroit was staged last week by | 


138 dealers and salesmen of the Pittsburgh region. Led by V. E. VanAudenhove, 
Pittsburgh regional manager, they returned with the cars after a meeting with factory 
officials and a tour of the division's s | Plants. 


Chicago Dealers Sponsor 
Drive on Unethical Ads 


CHICAGO. — A special, fulltime |are members of dealer line groups 
automobile department designed to} associated with the Chicago Auto- 
crack down on unethical automo-| mobile Trade Assn. 
bile advertising, particularly on: The program was initiated fol- 
radio and television, was set up|jowing complaints about so-called 





last week by the Chicago Better | “jifetime guarantees,” “uncondi- 
Business Bureau. tional warranties” and “no-down- 
Costs of operating the new de-|payment” plans advertised over 


partment are being underwritten |local radio and television stations, 


by local automobile dealers, 





| 
|newspapers and dealers, 





_who the BBB said. It has been approved 





JUNE 15. 
by the CATA legislative committee, 
board of directors and dealer-line 
presidents. A spokesman for the 
groups said the action was taken 
because it was felt the BBB was 
the agency through which cor- 
rective action could and should be 
taken, before unwanted legislation, 
already pending in the Illinois 
Legislature, becomes a reality. 

The new program is similar to a 
campaign undertaken during the 
1930s when classified advertise- 
ments by certain automobile 
dealers came in for scrutiny by the 
BBB because of their alleged mis- 
leading and unethical claims. As a 
result of cooperation between the 
a code of 
ethics was established and ob- 
jectionable practices’ eliminated. 
Now attention is being turned on 
automobile dealer advertising on 
radio and television. 

Ark. Gets Trailer Plant 

CAMDEN, Ark.—Universal Trail- 
er Corp. has announced plans to be- 
gin trailer production at a plant to 
be established in a hangar at Har- 
rell Municipal Airport. Earl Proe- 
sel is president of the firm, which 


1953 








operates a similar plant in Batavia, | 
Ill. Plans call for eventual employ- | 


ment of 120 persons. 


“We ‘ring up’ tire sales 


through Schrader 
Rees ole 





This is what Raymond G. Ziegler, partner in 
Flint Hill Service Station, Indianola & South Aves., Youngstown, Ohio, says: 


“We remind all our customers of the importance of proper tire infla- 
tion. Certified Air Service with accurate Schrader Gauges and Airline 
helps sell tires and all our 


Equipment keeps ’em coming back .. . 
services and accessories!” 


Letter to 
By John O. Munn 


Dear Son: 


MOST AUTOMOBILE 
salesmen believe in the car 


they sell. If they do not, it 
is unfortunate be- 

A cause they will 
series 0t be able to sell 


others on a prod- 
uct which they, themselves, 
aren’t enthusiastic about. 
Sincerity cannot be simu- 
lated, but it is admired by 


everyone. It is contagious. 

Too many, however, assume 
that the prospect is as familiar 
with our car as we are and 
doesn’t have to be sold. This 
assumption is a fatal error, 
because every prospect needs 
an honest -to- goodness sales 
presentation and demonstra- 
tion. 

If our deals are to be 













You, too, can get profitable results from Certified Air Service. Four 
simple steps in Manual A-200 show you how. Write for your copy 
today. Check your airline equipment. For the most efficient and reli- 
able service during this busy season, order Schrader Airline Fittings 
from your supplier today! 












A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 










Schrader Airline Equipment 
Keeps Your Airlines Profit Lines! 










2030 Dual Foot Chuck Gauge 
with handy “‘trigger-pull’’ action 
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FIRST NAME IN TIRE VALVES 









REG. U.S. PAT. OFF. 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





Salesmen 





profitable and our commis- 
sions rewarding, it is ask- 
ing too much of any pros- 
pect to expect a ten-minute 
rambling conversation to 
influence him to buy an 
automobile. Automobile 
owners are best sold on a 
1ew car by dissatisfying 
them with their present car. 
* * * 

WE CANNOT afford to 
take for granted that the 
prospect is not willing to 
accept a real value for his 
old car, providing the sales- 
man does as good a job on 
selling a fair used-car al- 
lowance as he does on sell- 
ing the points of superiority 
of the new car. If the ap- 
praisal is presented in an 
apologetic, fearful manner, 
how can you expect the 
prospect to get enthusias- 
wet 

Fear that some other 
dealer or salesman has or 
will offer more is a stum- 
bling block. We should con- 
sider, however, because the 
prospect has come to us 
that he is still a prospect 
and not a new-car owner. 
The prospect’s presence is 
also evidence that no one 
has offered him a used-car 
allowance that appealed to 
him strongly enough. 

The rules for selling a fair 
appraisal are simple and, if 
they are followed carefully 
with each prospect, success is 
assured in a large percentage 
of interviews. 

First, tell the prospect in 
the most convincing and 
enthusiastic manner every 
single thing you know 
about your new car; why 
you think it is the best car 
built in its price class, and 
why you think it will bet- 
ter fit the customer’s needs. 

Second, before even dis- 
cussing the allowance, qual- 
ify him by finding out defi- 
nitely if he would like to 
have a new car now. 

* * * 

THIRD, qualify him by 
ascertaining that the down 
payment and the monthly 
payments are in reach. 

Fourth, assume the atti- 
tude that he wants the car, 
is ready to buy and ask him 


for his order. 

Fifth, in finally telling him 
the appraisal price, show him 
by your statement and action 
that you really feel that, in 
spite of the years he has driven 
his old car and the thousands 
of miles he has put on it, he is 
still getting a wonderful price 
for it—a price as compared 
with the price of a new car 
that exceeds the amount he 
could get in trading in any 
other type of merchandise. 


Remember, each pros- 


erence eee 


pect is entitled to the full | 


treatment. It is the atten- | 


tion to details that deter- 


mines the rewards we! 


obtain as salesmen. 
Cordially yours, 


Dad 


' 
: 


‘ 
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Marketing Innovations May Be Forthcoming . . . 


Light-Car Sales Lag Behind °52 


By Bernie Thomas 
Associate Editor 
HIS is the year, say industry 
observers, that will prove right | 
or wrong those who have con- 
tended all through the postwar | 
period that the public prefers to 
buy its cheaper cars in the form 
of good used cars. 


For the final answer, of course, | 
| 
| 


the industry is watching how the 
so-called “light car” offerings are 
faring on the sales scoreboard. 

So far this year such cars are| 
not doing as well as their stoutest 
supporters had hoped for—nor so 
badly as some critics had forecast 
they would, when the 1953 sales 
race got under way. 

* + Rd 

CCORDING to the latest avail- 
“4 able data, light cars are gar- 
nering 6.9 percent of all 1953 sales 
in the low-price field, as Re 


| 


with a market penetration rating 
of 9.2 percent for all of 1952, 

Behind that situation, the 
records show that combined sales 
of Chevrolets, Fords and Plym- 
ouths are running 42 percent 
ahead of last year’s levels, while 
sales of light cars are up only 10 

percent. 

In vying with the Big Three’s 
standard-sized vehicles for sales in 
the market where prices start the 
lowest, all the light car makes, with 
the exception of Willys, show 1953 
market penetration losses in com- 
parison to 1952 ratings. 

* * * 
ILLYS models are accounting 
for 2 percent of this year’s | 
sales in the low-price field, as 
against 1.3 percent for all of 1952. 
That 0.7 percent increase in market 
penetration means that Willys 
dealers so far this year have bet- 
tered their 1952 performance by 

more than 6,000 sales. 

On the other side of the ledger, 
Studebaker is getting but 2.7 per- 
cent of all this year’s sales in the 
auto industry’s biggest potential 
market, as against 3.9 percent in 
1952. 

Studebaker can justifiably blame 
its poor sales performance so far 
in 1953 on problems encountered in 
getting its new models into pro- 
duction. And, almost as soon as/| 
those problems had been shaken 
off, Studebaker had to cut back 


Court Backs Ford 
In Union Attack 


On Decentralizing 


DETROIT. —A _ suit brought by 
Ford Local 600 to halt an alleged 
decentralization plan at Ford Motor 
Co. has been dismissed here. | 

Federal Judge Thomas P. Thorn- | 
ton held that Ford had violated no} 
direct or indirect provisions of its | 
contract with UAW-CIO workers. 

The court action, brought by Carl | 
Stellato, Local 600 president,| 
charged Ford with fraud in the) 
conduct of its labor relations. 

However, Judge Thornton said 
he could find no evidence to sup- 
port the union’s contention. 


Pat for Pit | 
*500’ Mechanics Receive | 


Winners’ Award 


INDIANAPOLIS. — Frank Coon 
and Jim Travers are the holders of 
1953’s Indianapolis “500” Winning 
Mechanics Award, presented each 
year by Wynn Oil Co., of Azusa, | 
Calif. 


Travers and Coon split the $1,200 
cash award and each was presented 
with a diamond-studded lapel pin. | 


Billy Vukovich drove to victory 
the car handled by Coon and 
Travers. Vukovich came out of the 
race for only three quick pit stops 
during which Coon and Travers 
and the pit crew of the Keck Fuel 
Injection Special worked like light- 
ning in the scorching heat to get 
the car back on the track. 

The awards were presented by 
Wilbur Shaw, veteran race driver 
and president of the Indianapolis 
Motor Speedway, at the victory 
banquet after the race. 








oroduction as a result of the Borg- 
Warner strike. 

Sales of Nash Ramblers are run- 
ning along at about the same level 
as they cid in 1952. But Ramblers 
are grabbing only 1.5 percent of the 
low-price market this year, as 
against 2.1 percent for all of last 
year. 

ok * + 

ye elec sag Nash appears to be 

devoting less attention to the 
‘ow-priced field this year than last. 
Up the price ladder, its sales of 
Statesman and Ambassador models 
show a healthy gain of 69 percent 
over last year. 

Hudson Jets, the latest light cars 
to invade the low-priced field, are 
getting 0.2 percent of the sales in 
that market this year. Hudson has 
had its production problems, too. 

Henry J sales are running more 

than 40 percent behind the 1952 
pace, with the result that they 
are accounting for only 0.5 per- 
cent of this year’s sales in the 
low-price field, as compared with 


lll 


Another plus feature 


or today ’s increased 
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1.3 percent for all of last year. 
It’s the same story for the All- 
state, which is retailed out of Sears 
& Roebuck stores. At last report, 
Sears & Roebuck’s merchandising 


efforts on the Allstate were result- | 
ing in about two sales a day, and | 


there were reports that Sears plans 


to drop sale of the Allstate later | 


this year. 
* 5s + 

LTHOUGH it is much too early 

to arrive at any definite con- 
clusions regarding the fate of light 
cars, the fact remains that such 
vehicles are not doing as well in 
1953 as their marketing proponents 
| had expected. 

It would seem that the near- 
term future may bring some 
marketing innovations in order 
to boost sales tempo. Kaiser 

| Motors, it will be recalled, re- 
cently cut prices substantially on 
| the Henry J. 

Other light-car builders have dif- 

ferent alternatives available to 


them. Nash, for example, could 


ttn. 
GLASS 
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competition! 
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| substantially reduce the advertised- 
|delivered price of Ramblers by 
|shifting a realm of accessories to 
| the category of optional equipment. 


To some extent, Hudson could 
take similar action on its Jets. 
* * * 


| J JNDER current production cost 

‘ pressures, there seems little 
prospect that the base price of such 
cars can be cut to any great extent 
at the manufacturers’ level. 


|largest portion of any car’s total 
cost, and therefore building a car 
smaller does not materially change 
labor cost. It takes just as much 
time to mount small wheels as big 
| wheels, for instance. 

Moreover, the assembly line 
equipment required to produce a 
smaller car is about the same as 
that required to build bigger 
ones. 

For those reasons, most observ- 
ers are still convinced that this is 
|the year that will spell out the 
| destiny of the lightweight cars. 
| This is the year, it is said, that 
will tell whether the large volume 
market that has responded to such 
cars over the past two years is 
permanent, or just a passing fancy 
dictated by abnormal economic 
| conditions. 





Every feature 
prospective new ca 
better insulating 

Superfine Fiber Gl 


The cost of labor represents the | 


Body Engineers 
Plan Sessions 


‘For Oct. 28-30 


DETROIT.—-The American So- 
ciety of Body Engineers will hold 
its annual technical convention Oct. 
28-30 here at the Rackham Me- 
morial Bldg. 

Featured will be exhibits by ap- 
| proximately 35 major manufactur- 


| ing companies, Among firms which 
| will display latest developments are 
| American Bosch Corp., Burlington 
| Mills, Ine.; Douglas & Lomason 
Co.; Eaton Mfg. Co.; Libbey- 
Owens-Ford Co.; Prestite Engineer- 
ing Co.; Randall Co.; Soss Mfg.; 
Trico Products Corp.; B. F. Good- 


rich Co., and Pittsburgh Plate 
Glass. 
Technical session will be held 


daily, with papers to be presented 
on the latest thinking and develop- 
ment in body engineering. Topics 
for papers will include sports cars, 
body safety, body interiors, pur- 
chasing parts, body die engineering, 
body materials, air conditioning 
and development of body engineers. 


counts with today’s 
r buyers. That’s why the 
qualities of Pittsburgh 
ass are worth adding to 


the style and mechanical features that have 


made 1953 models 


tion is made in a co 


the greatest in history. 


Pittsburgh Superfine Fiber Glass insula- 


mplete range of densities, 


blanket roll widths and thicknesses. Facilities 
for serving requirements are based on long 


association with the automotive industry. 
Our technical staff will be glad to discuss 


your insulation needs and to provide com- 


plete information. 


Cincinnati, Clevelar 


ASH" -E CHEMICALS}. BRUSHES + PLASTICS 


oe Cc 





er 


Pittsburgh Plate Glass 


Company, Fiber Glass Division, 420 Fort 
Duquesne Boulevard, Pittsburgh 22, Pa. 
District Sales Offices: Detroit, Chicago, 
id, New York, Washington. 


OMPANY 
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HROMOTIVE 


wu) wheel! CONE 


THIS MERCHANDISE 


A spectacular protected line for those discriminating 
buyers who demand the ultimate in quality and work- 
manship. Created by outstanding craftsmen and engineers 
to snap on 15” wheels. This brilliant new 40 spoke wire 
wheel with the gold center is a stand-out in styling and 
continental elegance. Exclusive lock-on device discour- 
ages thefts. 


new CONTINENTAL ELEGANCE 
sie new ANTI-THEFT LOCKING DEVICE 
wissen new SUPERIOR BUILT-IN QUALITY 


CHECK THESE QUALITY SALES FEATURES 

@ Authentic Continental Styling @ 20 individual spoke ferrules 

@ Full wheel coverage © Perfectly balanced ; 

© 40 individual stainless steel spokes * — r lester sust-grect stelaless 


@ Theft-discouraging lock @ Optional knock-off type spinner 


LOCKING DEVICE Mi 


at a0 extra coal Sorin wueeis 


Two anti-theft mechanical de- 

vices are furnished with each 

Chromotive wire wheel cover. | 
Simple and easy to install on | | 
either cut-out or solid wheels. re ue 


OPEN WHEELS 


forese Cf on THEN LOCK IT IN PLACE 


LIST PRICE 
> Part No. 115............ 89.50 
dd Ve > PN ‘ Loy apa in 3 * 
= No. seceseeeees SD a ° ° © 
-6 4 (with knock-off spinner) Wea = NS youll strike rich sales with the 
et | SHIPPING WEIGHT Re 
; With spinner 


Without spinner De as CHROMOTIVE PROTECTED LINE 


AS aS 


CHROMOTIVE PRODUCTS 


Distributed By and in Stock At... Los Angeles 7, Calif. 


EAST COAST Lehr Distributors, Inc. Robbins Auto Supply Amrco Distributing Co. 
16 West 61st St. 110 Washington Street 1327 No. Western 


Banks Auto Supply Co. Inc. 
281 Main cane Y New York 23, N. Y. Dover, N. H. Chicago, Ill. 


B 7 
wager, Heme “— ao core Grinold Auto Parts Co. Paramount Auto Supply 
B ae nd Y 354-72 Hudson Street 2429 So. Michigan Ave. 
Barton Supply Co. —— Hartford, Conn. Chicago, Il. 
a inan te. Street Kaufman Auto Supply Co. Inc. Samuel M. Duxler 
1150 Bedford Ave. Shaset's Auto Supply, Inc. 1910 Irving Park Bldg. 
Brooklyn, N. Y. 1155 Broad Street Chicago, Ill. 
Hart Auto Supply Co. Inc. : Providence, R. | F 
Jamaica Battery & , ; 
526 No. 2nd Street Y H & M Auto Parts 


: ; Engineering an 
Philadelphia, Pa. 139 Queens Blvd. Yankee Auto Parts 2 


Jamaica, N. Y. 870 Main 


State Automotive Dist. ; 
511 So. Broad Street Ellis Inc. vee ae Auto Parts Exchange 


Philadelphia, Pa. 1027 Commonwealth Ave. 1118 Race St. 
Boston, Mass. MIDDLE-WEST Cincinnati, Ohio 


Pittsburgh Auto Equipment | Arnco Auto Supply Co. Major Motor Supply Van Sales Co. 
5808 Baum Blvd. 1359 Columbus Ave. 1000 West 63rd 274 E. Long Street 
Pittsburgh 6, Pa. Boston, Mass. Chicago, Illinois Columbus, Ohio 
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OUTSTANDING 
VALUE AT 
EASY-TO-SELL 


PRICE 
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THE NEW CAéiononeg 
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Chromotive presents a top-quality value in the 
popular-priced field. The beautiful New continental 
styled 515 and 516. Twenty embossed spokes gleam 
against a black background and 20 real spokes for 
that European look. Distinctive golden colored 
knock-off spinner with ebony black center. This 
protected line has many exclusive and patented 
features. Compare the fine quality design and 
construction and you'll see why it is an outstanding 
value at an easy-to-sell price. 


a PROTECTED LINE with hard-to-beat values! 


Distributed By and in Stock At... 


Best Auto Parts Co. 
11227 Superior Ave. 
Cleveland, Ohio 


Dealers Products Co. 
16520 Woodward Ave. 
Detroit, Mich. 


Douglas Gregory & Assoc. 
8101 Linwood 
Detroit, Mich. 


Hollywood Automotive Acc. 


10646 Plymouth Rd. 
Detriot, Mich. 


Rex Sales Co. Inc. 
16310 West 7 Mile Rd. 
Detroit 35, Mich. 


Sterling Tire & Supply Co. 
600 East 31st Street 
Kansas City, Mo. 





SOUTHEAST 

Davidson Auto Supply 
317 So. Green St. 
Greensboro, N. C. 


| Christopher Motor Parts 


159 N. E. 12th St. 
Miami, Fla. 


Berlin Auto Trim Supply 
1610 West End Ave. 
Nashville, Tenn. 


SOUTHWEST 


First Supply Co. 
2nd & Tyler 
Amarillo, Texas 


Fred Rupell 
3308 Swiss Ave. 
Dallas, Texas 


| 


| 









Patent 
Pending 


20 real chrome-bright spokes 
20 embossed spokes 
mirror luster sheen steel 


guaranteed finish 
available for 15’ and 16” wheels 


LIST PRICE 5995 


Part No. 515 for 15” wheels 
Part No. 516 for 16” wheels 


Shipping weight approximately 15 Ibs. 


CHROMOTIVE PRODUCTS 


Los Angeles 7, Calif. 


Southwest Wheel, Inc. 
P. O. Box 5686 
Dallas, Texas 


Auto Supply Co. 
4527 E. Belknap St. 
Fort Worth, Texas 


Schuman Auto Supply Inc. 
3211 Harrisburg Blvd. 
Houston 3, Texas 


Rye Auto Supply Co. 
113 W. Washington 
No. Little Rock, Ark. 


T. E. Poppe Auto Supply 
315 Eighth Street 
San Antonio, Texas 


WEST COAST 


Coast Bearing & Specialties 
1144 So. Grand Ave. 
Los Angeles, Calif. 








Schultz & Co. 
2801 So. Hill St. 
Los Angeles, Calif. 


C. P. Hunt Co. 


2406 Webster St. 
Oakland, Calif. 


General Automotive Supply 
302 N. W. 6th Avenue 
Portland, Oregon 


Paramount Service 
533 Turk Street 
San Francisco, Calif. 


|Automotive Wholesalers 


925 East Pike 
Seattle, Wash. 


CANADA 


Cc. F. Bogart Co. Ltd. 
77 Powell Street 
Vancouver, B. C. 
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Output Down, Stocks Up... 
Car Tire Shipments — 
Rise 10% in Month 





NEW YORK.—Manufacturers’ 
shipments of passenger casings in 
April increased 10.55 percent to 7,- 
599,383 tires from 6,873,996 in 
March, according to the Rubber 
Manufacturers Assn. 

Production of passenger cas- 
ings was down 1.09 percent in 
April to 7,832,741 tires, compared 
with production of 7,918,828 tires 
the previous month. 

Inventories at the end of the 
month were 13,665,786 tires, an in- 
crease of 2.26 percent above March, 





La France Moves 
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when 13,364,132 passenger tires} 
were on hand. 
Shipments of truck and bus tires 
jin April totaled 1,313,822 tires, a/| 
decrease of 4.9 percent from March, ont . ‘ ‘ s 
when 1,381,530 ec shipped. | Brazilian Nash Distributor in Detroit— 
Production was down 3.92 per-| 
cent to 1,429,390 tires, compared 


at 3,206,643 tires were up 3.72 per- | distributor in Brazil. Shown chatting are (from left) J. P. Goodyear, assistant export 
cent over March, when 3,091,734 | manager; Mrs. Keutenedjian; S. |. Carlson, export manager; Keutenedjian, and J. L. 
were on hand. 

Shipments of automotive inner 
tubes were 6,768,644 units, an in- 
crease of 3.25 percent above 
March, when 6,555,303 inner tubes 
were shipped. 


Todd, export sales manager. Prior to visiting Detroit, the couple spent five months on 
safari in Africa hunting big game. 


Armco Operating Now Rolling Mill 


| Force 
| 
|Frazer Corp. announced last week. 





Mr. and Mrs. Marcos Keutenedjian, Sao Paulo, Brazil, visited the Nash export de- | 
| with 1,487,707 in March. Inventories | Po'tment in Detroit, before leaving on a trip to England. Keutenediian is the Nash | 





Production was up 1 percent in 


DETROIT.—La France Indus-| April, when 7,544,244 units were 


tries, 


has moved to a new| produced as against March’s pro- 


_ ASHLAND, Ky.—A new $40 mil- | of steel hundreds of feet long in 
lion hot-strip mill was officially|, continuous process, Armco says, 
building at 12742 Puritan Ave. A| duction of 7,469,623. Inventories at| placed in service last week at! 14 has a capacity of 150,000 tons 


larger showroom and warehouse | 12,154,854 units were 8.12 percent | Armco Steel Corp’s plant here. 


and the office are at the new loca- 
tion, 


{of 11,241,817 inner tubes. 


above the previous month-end stock | 
| 10-ton steel ingots into thin strips 


GMC sets a new high 


The new 80-inch mill will roll]|0f finished sheet steel a month— 
enough for 133,000 new cars. 


in truck performance 





wi you take GMC light-duty trucks with 
their unmatched 6-cylinder horsepower—their 
highest compression in the field— their extra rug- 
gedness, easier handling, better brakes— 


—then add on the tremendous advantages of Truck 
Hydra- Matic Drive*— mister, you’ve got a truck 
that makes all others obsolete! 


See what you can offer buyers! A dual range of 
operation giving timesaving agility in town traffic, 
passenger-car pace with economy on the road. 


They get a smooth, effortless pull for any road or 
load condition. They’re always—and automatically 
—in the right gear. No shifting effort — no gear 
clashing. 


But there’s no expensive luxury about GMC’s with 
Truck Hydra- Matic. The engine, drive line and 
rear axle can’t be strained. There’s ne clutch 
trouble or replacement. They save repairs. 


The engine can’t be “gunned” excessively, wasting 


HYDRA-MATIC 
TRUCKS 


fuel. Correct gear selection—automatically—insures 
peak fuel economy. They save gas. 


Faster acceleration without shifting pauses cuts get- 
away time at every stop. They save hours. 


And these advantages are available, not in just one or 
two models— but in all 19 GMC light-duty trucks 
through the 14-, %4- and 1-ton range. 


Wouldn’t you be better off with the GMC fran- 
chise? Let’s talk it over! 


*Available on 19 models in the 2-, %-, and 1-ton range. Stand- 
ard on Package Delivery model; optional at moderate extra 
cost on others. 


Sell a real truck! 


A General Motors Value 


GMC Truck & Coach Division 
of General Motors 





Delivery Expected 
By Fall on Latest 
K-F Cargo Plane 


WILLOW RUN.~— Production of 
the Chase C-123B, a military as- 


| sault-transport aircraft is progress- 


ing toward fall delivery to the Air 
at Willow Run, Kaiser- 


K-F holds a contract with Chase 
Aircraft Co., Inc., West Trenton, 
N. J., for manufacture of the 
|Chase-developed planes at Willow 
Run. The Chase firm, which is 
supplying priming parts for the 
first Willow Run units, last month 
demonstrated the first production 
model before Air Force and public 
observers at Trenton. 

S. A. Girard, general manager of 
the K-F aircraft division, reported 
that air frames already are taking 
shape on an assembly line parallel- 
ing one now producing Fairchild 
C-119F Flying Boxcars. 

Girard said Willow Run is being 
tooled for much higher output of 
the C-123 than it was as a second 
source for the 119s. He said the 
Chase program would gradually 
absorb the entire aircraft pro- 
duction area at Willow Run coin- 
cident with the phasing out of 119 
production. 

The C-123 gets its designation 
“assault-transport” from its ability 
to operate from rough terrain and 
thus provide close-up front line 
support by landing men and ma- 
terial, K-F said. Designed to ac- 
commodate 61 infantrymen with 
full combat equipment or 16,000 
pounds of cargo, the plane can be 
converted from a cargo-carrier to 
a troop transport to a litter-carrier, 
as the situation demands. 





Humph rey Leaves 
Tide Water Posts 


NEW YORK.—At a stockholders’ 
meeting of Tide Water Associated 
Oil Co., William F,. Humphrey, 
president since 1933 and a director 
since the company was organized 
in 1926, announced his retirement 
from both positions. 

David T. Staples, a director, was 
elected president. The board of di- 
rectors was reduced from 18 to 12. 
Elected to the board were Gordon 
B. Crary, Drew L. Hines, Fero Wil- 
liams, L. F. Bayer, Richard D. 
Brigham, John Hertz, John Jay 
Hopkins, Joseph D. Peeler, E. H. 
Salrin, John M. Schiff, Staples and 
Olin Wellborn III. 

Tide Water’s net income for the 
first quarter was reported as $8,- 
822,000, after provision of $2,977,- 
100 for Federal taxes. 


Uniform Taas 


Standard-Size Plates Urged 


For Eye Appeal 


SAN FRANCISCO. — A request 
for nationwide uniformity in the 
size of vehicle license tags, as a 
means of improving the eye appeal 
of cars, has been made by Amos T. 
Crowl, manager of the San Fran- 
cisco and northern California auto 
dealers’ associations. 

Production of standard-size tags, 
Crowl stated, would enable car de- 
signers to devise built-in license 
mountings that would harmonize 
with the overall body designs of 
automobiles. Crowl said that snug- 
fitting plates not only would please 
the eye but would be afforded 
maximum protection from the 
elements. 

He said plates of a standard size 
and with standard bolt spacing 
would eliminate the need for ad- 
justable brackets and frames, and 
would permit development of means 
for easy installation and removal! 

Today, Crowl declared, there 
exists a jumble of plate sizes that 
makes it impossible for designers to 
plan built-in, recessed mountings 
able to accommodate correctly ‘he 
tag of every state. 

He cited reports showing t)at 
last year there were no fewer tlan 
66 different plate sizes in the Uni‘ed 
States and Canada. 


Autocar Takes a Holiday 

ARDMORE, Pa.— Except for a 
|skeleton staff, the factory «a.d 
offices of Autocar Co. will be clo: -d 
the weeks of July 6 and 13 fo: a 
plantwide vacation. 
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WN, one will ever give you an 


argument on wire wheel beauty, 
but cleaning them is another 
story. That’s why the big news on 
the after-market right now is 
Lyon’s new Wire Wheel Disk— 
the beauty that’s easy to clean! 


Lyon licked the old bugaboo by 
embossing its “spokes” (raising 
them up without separation from 
a solid stainless steel disk.) They 
are then buffed to a high luster 
and a special black enamel is 
baked onto the background. The 
result is beautiful, 3-dimensional 
wire wheel appearance with the 
cleaning headache eliminated! 


It’s the ‘““wire wheel” that’s built 
to sell—the only one designed and 
priced for mass-market appeal 
and the mass-market pocketbook. 
Order your Lyon Wire Wheel 
Disks now for big spring volume. 
Distributed through major tire 
and rubber companies and a 
selected group of automotive 
accessory distributors. 


a , 


LIST PRICE 


() COMPLETE 
SET OF FOUR 


For 15” Wheels Only 


Fair Traded F.O.B. Factory, Detroit, Mich. 
Slightly higher west of the Rockies 





THE BEAUTY THAT’S EASY TO CLEAN: 


nN 


LYON, INC., 13881 W. CHICAGO BLVD., DETROIT 28, MICH. 
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By William Ullman 


Washington Correspondent 


IX A precedent-setting decision last week, the National 
Labor Relations Board in effect sharpened the anti-| 
Communist teeth of the Taft-Hartley labor law. The agency | 
served notice that employers whose work involves security | 
may go beyond the bare requirements of the law in their 


demands for assurances that?- 
union leaders they deal wit 


are not Communists. Such 
employers, the NLRB said, “might 
well” be within their rights to de- 
mand that every representative of 
a bargaining union sign a non- 
Communist affidavit. 

The law requires that only 
officers of the union file such affi- 
davits—and with the NLRB, not 


with the company. 
Word of this toughening NLRB 


attitude toward Communists was| William Ullman 


4 
4 
4 


Herizontal and Vertical 


sprays or droppers for 
letion or powder 


@ The beauty and engineered quality of 
the IMCO Plastic Bottle has eye appeal 
and touch appeal, but most important, 
sales appeal. These are the factors that 
have helped form IMCO’s pattern of suc- 
cess for many progressive manufacturers 
whom we serve. 


Because we manufacture in our own plant 
all the parts for our plastic bottles and 
print your design on them, they come to 
you complete and ready to fill with either 
powder or liquid. Bottles come in a variety 
of attractive colors and are available in 
%, 1, 2, 4, 6, 8, and 12 ounce sizes with 
colored caps, with leak-proof atomizer or 
spout and closures. 


Send for a sample and study the fine 
engineered quality of IMCO squeeze-type 
plaste bottles. Visualize the sales possibili- 
ties for your product and join Injection 
Molding Company’s pattern of success. 


AUTOMOTIVE WASHINGTON 


NLRB Sharpens Teeth 
Of Anti-Red Provision | 





h contained in a decision which ruled | 
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|munist affidavit with the company 

| before it would sign a contract. 
The union had balked and ap- 

| pealed to the NLRB. 

| >” + * 

Accused of Bad Faith 

a RULING against the company 
the board accused the employer 

of acting in bad faith as part of 


Electrical Workers file a non-Com- | 


|an effort to avoid reaching an | 


|agreement with a union chosen by 
| the employes. 

It said that the work done at 
Square D did not involve national 
security and that there was no 
valid reason, therefore, why the 
company should demand non- 
Communist affidavits from all 
union agents. 

— The board added, however: 
“In another case we might well 
against an em-jentertain an argument that, in 


| 


| gratulations 


| 


| 
| 





Macon Race Winner— 
A tired Dick Rathman (left) receives con- | 


from track promoter Alf | 
Knight after his recent victory in a 100- | 
mile stock-car race at Macon, Ga. Rath- | 


ployer who had|view of the asserted relative in-| man drove a 1953 Hudson Hornet as did | 
tried to do this | effectiveness of Section 9 (H) (the | Herb Thomas, who finished second. Thomas | 


very thing. 


|non-Communist affidavit provision | heads the point standings in Grand No- | 


The employer |of the law) today, it would not be | oes Circuit events (NASCAR). Rathman | 
is second. 


in question—| unreasonable for an employer, who 
Square D Co., of | was otherwise bargaining in good 
Los 
maker of electri-| of this type as a measure of self- 
cal switches 
insisted that 


every representa- | suspect unions.” 


Sales Agent for 


Telephone: ORegon 9-2677 


Angeles,| faith, to insist on an affidavit clause | denounced management 


IMCO CONTAINER CORP. 


INJECTION MOLDING CO. 

FLEXCEL CONTAINER CO. 

EXCELSIOR PLASTICS CO. 
75th and Cleveland Streets, Kansas City 30, Mo. 


NEW YORK OFFICE: 10 East 39th St., New York 16, N. Y. 





roundly 
not only for trying to force the 


had | protection, in a situation where the| union to sign needless non-Com- 
statute could not help much against | munist affidavits, but also for such 


unfair practices as refusing to meet 


tive of the United; In the Square D case, the board union negotiators “when it had no 


| 
| 


| 





| 





| 
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} 
} 
| 
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| 
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|of 1,484 projects 
| Federal-aid urban funds for high- 





good-faith doubt of the union’s 
status as representative of a ma- 
jority of the employes,” and estab- 
lishing a pension fund without 
consulting the union. 

* + 
Profits Tax Debated 


[eran eee of the 
Treasury Marion Folsom, testi- 


* 


‘:|fying last week before the House 


Ways and Means Committee, de- 
clared that an early truce in Korea 
would be unlikely to result in re- 
ductions in Federal spending sub- 
stantial enough to justify any tax 
cut this year. 

A demand to end the tax hear- 
ing came from Rep. Noah Mason, 
Illinois Republican, who said, “In 
view of the excellent prospects in 
Korea, I would say that we 
should end this hearing and end 
all thought of extension of the 
excess-profits tax.” 

Committee Chairman Dan Reed, 
New York Republican, told Mason: 
“I agree completely except that 
many witnesses have gone to the 
trouble and expense of scheduling 
appearances before the committee 
to present their views on the ex- 
cess-profits tax and therefore I feel 
we should not end the hearings 
quite so abruptly.” 

Folsom, who had been summoned 
to explain whether he had tried to 
induce the U. S. Chamber of Com- 
merce and the National Assn. of 
Manufacturers to appear in opposi- 
tion to the President’s proposals, 
flatly denied he had put pressure 
on them. 

He declared that as a member of 
the Administration he regarded it 
as his duty to seek support for 
the President’s program. He ex- 
plained that before the President 
announced a tax program the 
Treasury had consulted with both 
organizations and after the pro- 
gram was made public he called 
the heads of the tax committees of 
both to discuss the President’s 
program. 

7” * * 
Budget Comes First 

yOLSOM said the Administration 

could not assume in advance 

that “we could cut down defense 
expenditures as a result of a truce.” 

The Committee for Economic 
Development, of which President 
Eisenhower and Folsom are 
former members, testified that 
unless enough cuts can be made 
to balance the cash budget the 
course of fiscal wisdom is to go 
along with the President’s pro- 
posal to extend the excess-profits 
tax. 

It would take a “specific and 
realistic plan” to cut the budget 
$3.5 billion more than the President 
has cut it to justify dropping the 
excess-profits tax—‘“and no such 
program is in sight,” J. Cameron 
Thomson, spokesman for the group, 
declared. 

“We wish to make it perfectlv 
clear that we would not supnort 
extersion of the tax beyond Dec. 
31, 1953,” he added. 


* * * 


Small-Business Boost 

HE House has sent to the Sen- 

ate a bill to create a small 
business administration which 
would make loans up to $100,000 to 
small businesses. The new agency 
is designed to replace the Small 
Defense Plants Corp. and expedite 
closing of the Reconstruction Fi- 
nance Corp. 

* * . 

Highway Report 
Tee American Municipal Assn. 

reported last week that a total 
financed from 


way construction have been com- 
pleted since World War II. 


* * x 


Ike’s T-H Report 


OR some time President Ejisen- 

hower has been under increas- 
ing pressure to declare himself on 
the Taft-Hartley law. It’s coming, 
according to informed persons. 
Bernard Shanley, special counsel to 
the President. has been reportedly 
working with representatives of 
Secretary of Commerce Sinclair 
Weeks and Secretary of Labor 
Martin Durkin to draw up a “com- 
promise” formula and an eleventh- 
hour statement may be expected 
any moment. 





CE - 
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What do 


Americans 
want to read ? 


Do they want pat answers rather 






than penetrating reports? Stock 





stories rather than imaginative 
fiction? Hardly! In this week’s Post, 
for instance, millions will learn the 
hard facts about atomic guided 
missiles. Millions will look back 
into their own pasts after reading 
The Mysterious Lady in Black. 
Millions will plan fuller lives through 
the advertising pages (112 in this 












issue). It’s stimulating, exciting, 





rewardingreading —thesort you find 





Does your wife bore you? (Lady, does your 
husband ignore you?) Elsie McCormick fires 
a bantering broadside in the war between the 
sexes. Also in this issue: Look What the Birds 
Did to Me!, The Senate’s Gay Young Bachelor, 
The Killer is Loose. Lots more, too. 


A tip for Hollywood. A great novel of the 
Indian Wars starts in this week’s Post. It’s 
Ambush at Ghost Creek —the kind of Western 
top studios are looking for, the kind that wins 
Academy Awards. (Movies buy more from the 
Post than from any other magazine.) 





only in The Saturday Evening Post. 
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Surveys among readers of weekly magazines 
show: ® Readers spend more time with the 


To sell more of everything—from the cars on 
your floor to parts and service—display this 
Post Recognized Value seal prominently. It Post—return to it more often. » Readers be- 
tells customers you carry the famous automo- lieve the Post is more reliable. ® Readers pay 
tive products they see in the Post, the lines more attention to ads in the Post, put more 
that are already your fastest sellers. trust in Post-advertised products. 


Your best prospects shop first in the adver- 
tising pages of The Saturday Evening Post. 
When they visit your showroom, they’re 
already half-sold. Experience has proved that 
advertising in the Post paves the way for you 
to close the sale. 
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Synthetics Plan OK'd 


Litchfield Endorses Sale of Rubber Factories 
To Industry Under House Bill 


WASHINGTON.—P. W. Litch-| have been under Government con- 
field, board chairman of Goodyear |trol, Litchfield said private indus- 


Tire & Rubber Co., last week en- | try is ready to tackle the job of | ‘ . 
dorsed proposed legislation to sell | running the plants alone. | Nash Deal Opens in Ferndale, Mich.— 


29 Government-owned synthetic} Goodyear is willing—and all other A recent addition to the Nash dealership family is Fletcher Parks Nash, 22600 

rubber plants to private industry. prospective purchasers should be— | Woodward Ave., Ferndale, Mich. Pictured at left is the firm's modernistic sales and 
Litchfield, dean of the rubber |to pay the full fair value for the | service building comprising more than 14,000 square feet of floor space. Across 

industry, supported the bill in a | facilities acquired under the dis- | the street, a used-car lot has every car within easy view and access. 

statement before a House armed | posal program, Litchfield said. a 

services sub-committee, Its pro- at ; 

visions, he said, are in the public’s While the plants already have 

best interest. returned the full original invest- , P 
Pointing to cooperation between| Ment many times over, it is in | Commenting on the “recapture 

Government and industry during| the public interest that the Gov- | clause” in the bill, Litchfield said 

the 10 years the synthetic plants| ernment should realize a further | he feels it is not necessary in the |the plants are sold, “the Govern- 


MANUFACTURERS and RETAILERS 
COAST TO COAST TIE-UP WITH 
BOLTAFLEX SEAT COVER FESTIVAL! 


50,000 retail promotion kits mailed out to date 


BIG SALES PREDICTED AS MOTORISTS 
RUSH TO DRESS UP CARS FOR SUMMER 












| 
return on _ its investment, he |interest of national defense, 


added. 


IN THE BIGGEST promotion of its kind ever launched, 
Bolta of Lawrence, Mass., leading manufacturer of auto- 
motive plastic sheeting, has developed a program enabling 
seat cover manufacturers and dealers to successfully tap 
the vast sales potential of the automotive industry’s 
number-one accessory — auto seat covers. 


Taking full advantage of the motorist’s natural desire 
to “‘dress up”’ the interior of his car in the Spring, Bolta 
timed the Festival to break in the period when retailers 
are making their biggest sales. The impact of this promo- 
tion is making motorists more conscious than ever before 
of seat cover beauty for their cars. 





Bolta Offers Free Promotion Kits 


Feeling that this is still a vast untapped potential of 
the seat cover market, Bolta has applied the proven 


WINDOW WONDERLAND promises new interior beauty for 
vacation-bound cars. More sales begin in the window than anywhere 
else! Dress up yours today! 


formula of any successful promotion: skillful merchandis- 
ing and careful timing. 

Merchandising kits containing window streamers, 
Festival pennants, display cards and other promotional 
material supplied free of charge by Bolta, are being put 
to work in local retail outlets from Maine to California. 
Seat cover manufacturers, jobbers, retailers and trim 
shops have been quick to take advantage of the biggest 
seat cover promotion ever developed in the industry. 

Bolta officials are so overwhelmed at the success of the 
Festival that they plan to make it an annual event. 


Have You Tied In? 

If not, fill out and mail in the coupon at once. Don’t 
miss out on the sales to be made from the Boltaflex Auto 
Seat Cover Festival — the first and only promotion of its 
kind ever organized. 
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"Bolla fer _ 


ALL YOURS — FOR FREE! The most complete promotion kit 
ever designed for the seat cover industry. Have you ordered yours? 
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; BOLTA, Box 548, Lawrence, Massachusetts : 
: Time is short! Please send me the Boltaflex Seat Cover } 
: Festival promotion materials right away. : 
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but | 
added that he has no particular ob- | 
jection to it as a condition of sale. | 
He emphasized, though, that once | 


| ment should not engage in competi 
| tion with private industry.” 


Other things being equal, Litch 
field said, the plants should be sol 
to operators with proved ability t 
manufacture synthetic rubber an 


| the competitive pattern in the in 
| dustry should be observed as close] 
as possible. 


Goodyear now operates two o 
the plants involved in the propose 
disposal program. 

Synthetic rubber requirements 

will be great, Litchfield said, and 

| urged that precautionary steps 

be taken to assure the smooth 

and efficient transfer of the 

plants and make sure no pro- 
duction is lost in the interim. 

To this end, he urged creation ot 
a reserve stockpile of at least 200,- 
000 tons of synthetic rubber to in- 
crease national security and to 
insure an orderly transition. 


ite Orders Trial 
Of Dealer Despite 
Immunity Pledge 


PHILADELPHIA.—An auto deal- 
er was ordered last week to stand 
|trial on a charge of income-tax 
;evasion as a Federal judge ruled 
|that a minor oOfficial’s promise of 
immunity from criminal prosecu- 
|tion does not bind the U. S. to 
| honor that promise. 

District Judge George A. Welsh 
|said such immunity “should be 
given only in the best interests of 
organized society, and the power 
|to grant such immunity should be 
...limited to those in high office. 
|Facing trial is Norman W. Ream, 
| whose home is in South Enola, Pa., 
|near Harrisburg. 

Ream had petitioned the court 
| through his attorney to dismiss an 
| indictment charging him with evad- 
|ing $21,000 in income taxes in 1946 
and 1947. 

The petition cited a letter written 

to Ream in 1951 by the regional 
| counsel of the Treasury Department 
in New York, which stated that 
because of Ream’s physical condi- 
tion, prosecution was not recom- 
mended and the criminal case was 
closed. The letter said that Ream’s 
papers had been turned over to the 
civil division for eastern Pennsy]l- 
| vania. 
Afterward, the petition said, 
|Ream discussed his affairs with 
tax officials in an attempt to settle 
his civil liabilities on the assump- 
|tion that he was protected from 
| criminal prosecution. 

In arguing the petition, Ream’s 
attorney charged the Government 
was using the renewed threat of 
'criminal prosecution to blackjack 
|Ream into settling his civil liabili- 
| ties. 

In revoking the immunity, Judge 
|Welsh said that if it were per- 
mitted to stand, it could open the 


| door “to untold corruption.” 
| 


Dietrais Army Aide 
Shifted to Capital 


DETROIT.—The chief of the De- 
| troit Ordnance District, Edward T. 
|Gushee, last week announced the 
|transfer of Brig.-Gen. Paul M 
| Seleen, deputy chief of the district, 
to duty in the office of the assistant 
|chief of staff for supply of the 
|U. S. in Washington. Gen. Seleen 
|will report for duty on his new 
assignment today (June 15). No 
successor to replace him here was 
;}announced. Until his successor is 
|named, Lt.-Col. William H. Bassett 
jr. will be acting deputy to Gushee 

Gen. Seleen took over his Detroit 
| assignment Sept. 1, 1951, succeeding 
Col. John M. Cone, who had held 
the post for four years and who 
now is assigned to the Army 
General Staff in Washington. Gen 
Seleen earned his star while o1 
duty here, being promoted to his 
present rank on July 30, 1952. 








Jenkins Gets L-M Deal 


Charles H. Jenkins, formerly o! 
Pittsburg, Kans, has assume 
management of Duggan Motor 
Co., Winfield, Kans. Jenkins previ 
ously owned and operated Broad 
way Motor Co., Pittsburg. The firn 
which will be known as Jenkin 
Motors, Inc., will continue to handl 
Lincoln-Mercury cars. 
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... the ultimate in protection 
for our dealers. 





AN 





Prutomobile Auctions 
Used Cara 


SOUTHERN AUTO SALES 


9 MILES NORTH OF EAST HARTFORD ON ROUTE 5 


EAST WINDSOR, CONNECTICUT Wholesale and Retail 


P.O. BOX 163 
WAREHOUSE POINT, CONN 
Tex. Winosor Locks 2-7769 


C. WARREN SHAW 
LAWRENCE G. TRIBBLE 


The Fidelity Insurance 


209 Stahlman Guilding 
Nashville 3, Tenn. 


Gentlemens 


Last vear, we wrote you a letter to 
let you know how much we appreciated the fine 
service your company offered us in insuring 


checks for our auction customers. 





year 


: F Th » we are writing again to tell 

you how pleased we are that you have siven us the 

adde vantare of offering Title ' nty to ° 

a W. Shaw very dealer who buys a ir auction. we have been L. G. Tribble 
1} i fc y 1 year and feel that 


SOUTHERN AUTO SALES with this new service, we have reached the ultimate SOUTHERN AUTO SALES 


protection for our dealers. 





want to congratulate vou for the 
ner in wh‘ch vou huve paid 

3 preatly « iated by our 

% to this conf 1 which they 

I n 1, we are expecting much creater vole- 

une of business in 1953. 





Yours truly, 


SOUTH&RN AUTO SALES 


Cc. Vi. Shaw 





NEW Auto Title Insuranee for Auto NEW Title Insurance saves money. 
Auctions written ONLY by Fidelity ups volume for Auto Auction Owners 
New auto title insurance protection for auto auction Saves thousands of dollars a year for you and your cus- 
owners ends losses from title invalidity due to: tomers because it stands solidly behind every title. 


Prior existing liens 
Prior existing chattel mortgages 
Stolen automobiles they can’t lose at your auction. 


Fraudulently possessed automobiles Costs just the tiniest fraction of this worth. 


Builds business for you because your customers know 








For the Full Story —Call, Wire, or Write 204 
Stahlman Building, Nashville, Tenn., Phone: 5-4101 


eer 





FIDELITY INSURANCE COMPANY 


OF TENNESSEE 


Xt 
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Roundup from State Capitals... 





ob egisla lion Affecting Aube Sndustry 


By Bethune Jones 
Legislative Correspondent 


Witt the toll road trend 


through state capitals, the enactment of new toll high- | 


still running in high gear 


way enabling legislation in Connecticut, Texas and Wiscon- 


sin brings to 10 the number of 


states whose legislatures thus 


far this year have approved measures authorizing or paving 


the way for new or broadened*¢ 
toll financing of highway fa- 
cilities. 

Such bills are pending in Cali- 
fornia, Florida, Illinois, Michigan, 
Nebraska, New Hampshire, New 
Jersey and Pennsylvania, with 
prospects of favorable action in 
several instances. The earlier en- 
actments came from Colorado, 
Iowa, Kansas, New York, North 
Carolina, Oklahoma and Washing- 
ton, with such a measure vetoed in 
Arkansas. 


The new Connecticut law author- 
izes construction of the Fairfield 
County Thruway, to connect with 
the New York 
State Thruway at 
Greenwich and 
extend across 
eastern Connecti- 
cut to Killingly 
at the Rhode Is- 
land border. The 
act authorizes 
the state highway 
commissioner to 
set up a toll 
system on the 
thruway and to 
pay off bonds to finance the proj- 
ect, expected to cost at least $213 
million. | 

Halfway through the Connecti- | 
cut lawmill and apparently head- 
ed for enactment were two other 
significant bills calling for con- | 
tinuance of toll collections on the 
Merritt Parkway, Wilbur Cross 
Parkway and the Charter Oak 
Bridge after the bonds for these | 
projects are paid in full. The | 
legislation provides that the tolls 
collected after retirement of the 
bond issues are to be used for | 
the construction or maintenance | 
of other state highways, includ- | 
ing proposed expressways. 

Protracted controversy over the 
issue in Texas was ended with the 
enactment of an administration- | 
backed toll authority bill, giving | 
priority to a proposed Dallas-Fort 
Worth toll highway expected to/| 
cost $30 million. 

Wisconsin’s new toll road act 
provides for the creation of a five- | 
member authority, to study and / 
construct, if found feasible, a 
cross-state toll highway. 

The act, which is expected to 
be tested in the courts, appro- 
priates $250,000 to finance feasi- 
bility studies. Cost of the project 
itself, estimated at $170 million 
would be financed through revenue | 
bonds. 

x * * | 


Okla. Eyes Toll Roads 


CAMPAIGN is underway for 

an initiated referendum on re-| 
cently -enacted Oklahoma legis- 
lation authorizing construction of 
three more toll roads in the state. | 
Meanwhile, the new Turner Turn- | 
pike, running 88 miles between | 
Oklahoma City and Tulsa, is now | 
open to traffic. 


Eliminating the last obstacles to | 
financing and construction of the | 
185-mile Garden State Parkway, | 
the New Jersey Supreme Court 
upheld the constitutionality of a 
1952 law pledging the state’s credit | 
behind up to $285 million of reve- | 
nue bonds of the New Jersey High- | 
way Authority. | 

After a group of taxpayers chal- 
lenged the constitutionality of the 
law authorizing land takings by | 
the Massachusetts Turnpike | 
Authority, a clarifying opinion by 
the State Supreme Judicial Court 
was requested by Gov. Herter. The | 
Massachusetts agency is preparing | 
to construct a $200 million cross- | 
state toll highway. 

Engineers are resurveying the 
66-mile length of the projected 
Maine Turnpike extension from 
Portland to Augusta, with indi- 





d 


Bethune Jones 








| 
| 
| 
| 


cations that grading contracts 
will be let by September. 

All construction on the extension 
of the Pennsylvania Turnpike to 
the Delaware River is expected to 


be under way by late June, An en- 
abling act for another extension 
in northeastern Pennsylvania has 
been introduced in the Legislature. 
Michigan lawmakers approved a 
bill providing for an annual ap- 
propriation of $417,000 of state 
funds for maintenance of the pro- 
| posed Mackinac Straits bridge. 
| The Delaware River Port| 
| Authority recently marketed a $100 
million bond issue to finance con-| 
lstruction of a bridge between | 
(Continued on Page 60, Col. 3) 
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Pittsburgh Shoppers Get a Lift— 


During Golden Triangle Festival Week in Pittsburgh — sponsored by downtown 
merchants to stimulate buying in downtown stores—salesmen from Central Lincoln 
Mercury manned 30 official courtesy cars. Shoppers had only to hail a cruising car 
to be chauffeured wherever they wished, according to R. G. Leinbach, sales manager 
of the dealership. 
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Ruling Curbs Dealers 
In Contract Fight 


WASHINGTON.—Refusal by the| had sought damages totaling some Autoville in Florida Atmosphere— 
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dealership franchise is regarded|outh contract was canceled upon | used-car firm specializes in Cadillacs. 
here as a stumbling block for any|the death of its president, Charles — eee a - 
efforts by auto dealers to gain re-| Biever, who had held a franchise 
vision of sales agreements through | for almost 30 years. | : ae 
legal channels. It was brought out last year in a|©"teT @ motion for dismissal. 

The high court’s action, it is |Federal Court session in New| _ He indicated that, according to 





lower court. 


ge? 





Supreme Court to intervene in a| $975,000 from Chrysler Corp. The Bud Sherk's Autoville in Tampa, Fla., shows the typical setting of a Florida scene, ‘ » 
involvi llati f a/|Biev ”s Chrysler-Plym- | wi : ‘ Although this year’s car exports 
case involving cancellation of aj| Biever companys rysier-F’lym- | with palms towering above the cars on the lot and citrus groves not far away. The | 


the case and invited Chrysler to which unanimously upheld 





21 


[Export Markets 


| : 
‘Continue to Take 
‘Fewer Vehicles 


| The auto industry’s overseas 
|markets for cars and trucks are 
|continuing to deteriorate, accord- 
| ing to data released by the Automo- 
bile Manufacturers Assn. 


pew up slightly on a unit basis over 
last year, truck exports at the end 
|of April showed a decline of 25.8 


the| percent in number from 1952 levels. 


Meanwhile, overseas shipments 


The U. S. Supreme Court recently | 0f both cars and trucks are taking 


said, in effect upholds the right | Haven that the cancellation| the sales contract, the corpo- | refused to interfere with these rul-|™Uch smaller shares of total U. S. 


of auto makers to terminate | followed a 90-day notice by Chrys-| ration had full prerogative to (ings, despite the contention 
dealership contracts with or with- ler. When the issue as to whether| cancel the Biever contract after Biever attorneys that the decisions 
Chrysler had acted in “good faith”| 8!ving reasonable notice. | were incompatible with those of 
In a long-drawn-out suit, Biever| was raised, Judge Carroll C. Hincks| The case then went to the Second | other appellate courts and of the| abroad, as against 7.6 percent at 


out cause. 





Motor Car Co., New Haven, Conn.,' held that this had no bearing on|U. S. Circuit Court of Appeals,| Supreme Court itself. 
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ARE YOU WONDERING... 








How to do a good job 
of fuel metering better? 
Let Holley engineers 
listen, test, design, and 
recommend. 
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FOR MORE THAN HALF A CENTURY — 
ORIGINAL EQUIPMENT MANUFACTURERS 
FOR THE AUTOMOTIVE INDUSTRY 























of | Utput this year than in 1952. 


Only 4.8 percent of this year’s 
total vehicle output has gone 


the same point last year. 

Truck exports this year accounted 
for 10.3 percent of output, com- 
pared with 15.3 percent in 1952. 
This year’s car exports are down 
to 3.6 percent of production, as 
against 5.2 percent last year. 

Exports in the first four months 
of 1953 totaled 123,988 vehicles of 
all types, compared with 137,901 in 
the same period of 1952. 


Pontiac U. C. Post 
Goes to Hogan 


PONTIAC.—Appointment of G. B. 
Hogan as assistant sales promotion 
|Mmanager in charge of used-car 
| merchandising 
for Pontiac was 
announced last 
week by H. E. 
Crawford, general 
sales manager. 

Promoted from 
the post of as- 
sistant zone man- 
ager in Denver, 
Hogan has been 
associated with 
Pontiac since 
| 1945, starting as 
a district manager in the Dallas 
| zone. In 1948 he became business 
|manager for the Dallas zone and 
| was transferred to Denver in 1950. 
Prior to World War II, Hogan 
|}was in the retail automobile 
| business in Bakersfield, Calif. 





G. B. Hogan 








Piggy-Back 
Rail-Truck Freight Held 


Cure of Road Ills 


PHILADELPHIA.—A proposal to 
solve the nation’s crippling highway 
| problem was made at the fifth Na- 
tional Materials Handling Exposi- 
tion here. 

William A. Bauer, board chair- 
man of Baker-Raulang Co., Cleve- 
|land, said a “piggy-back” system 
of freight transport could substan- 
|tially lower the number of over- 
| the-road shipments and allow more 

room for passenger car travel. 

“The piggy-back idea,” he said, 

“teams up railroad flat cars with 

highway trailers for inter-city 

freight hauls. Instead of being 

driven over jammed roads, loaded 

trailers are put on flat cars and 
| moved by rail—where they do not 
compete with traffic.” 
| Bauer pointed out that the New 
| York, New Haven and Hartford 
|Railroad moves more than 500 
| semi-trailers each week on piggy- 
| back, and the system is now used 
ito a limited extent to bring milk 
| into New York City. Two other 

major railroads—-Chicago Great 

| Western and the Denver and Rio 
|Grande—-are making piggy - back 
| runs.” 

“Piggy - backing is attractive to 
|many shippers because it would 
combine the flexibility of truck 
operations in terminal areas with 
the speed and economy of long-haul 
transportation by rail,” Bauer said. 


|'Automobile Banking Buys 
| Wetherill Finance Co. 


PHILADELPHIA. — Automobile 
| Banking Corp. has acquired all the 
automobile time sale, retail and 
| wholesale receivables of Wetherill 
| Finance Co., Ardmore Pa., accord- 
}ing to Louis M. Seiver, president of 
Automobile Banking. 

| The Wetherill office will be con- 
tinued as a branch office, with John 
H. Stanger, a partner of Wetherill, 
as branch manager. 

















Oils Easier to Identify 


Automotive and Petroleum Experts Cite 
Progress Under New Rating System 


WHITE SULPHUR SPRINGS. Laboratories; and C. M. Heinen,| @ 
The oil and automotive industries | Chrysler, Corp. 
agreed here that much progress Ott spoke in place of G. L. Neely, 
has been made on a new system of | Standard Oil Co. of California, and 
service classifications for motor | Presented the views of the West | 
oil adopted by the American Pe- | Coast oil marketers. 
troleum Institute a year ago. Other than taking part on the 


Both industries also agreed | Panel oma ae Sane > 
s : separate paper ed “Some 
that their educational programs Things On Which We Can 


should be stepped up in order to Agree”, He asserted that: 


gain a more general acceptance “TS have obs d that ti 
: e observe at sometimes | 
of the classifications by users we in the technical field get so| 


and customers, wrapped up in our minor contro- 
These were two of several con-/| versies over equations, test methods 
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clusions reached in a symposium|and theories, that we appear to| Chrysler Engine for Cincinnati School— 


conducted by the API’s lubrication | forget the overwhelming fact that| Chrysler Corp., through the Greater Cincinnati Chrysler Dealer Assn., has presented 
the needs of our mutual friend and | q Chrysler 180-horsepower V-8 engine to Central Vocational High School in Cincinnati. 

The fact that the new system of |e™Mployer, the automobile driver, | at the presentation were (from left) Joseph F. Fox, regional service manager; W. F. 
classifications is a system of service makes cooperation between our | judd, president of the association; John Arundel, director of vocational education, 
classifications and not meant to be|two industries essential at all | Cincinnati public schools, and Warren F. Stuessi, regional manager. 


committee. 


motor oil designations was empha- | times and at all levels.” 
sized by the panel of five speakers: 


Oil Co.; F. H. Ott, Union Oil Co.; | said: “The motorist has consistent- | had it.” 
W. S. James, Fram Corp.; H. C.| ly shown his preference for greater 








Mougey, General Motors Research | horsepower vehicles. He has shown! could be gained by reviewing the 








Deleod Lintidional ‘new 
“Favorite Station” 


Signal-Seeking Car Radio 


Here is an entirely new idea—the nearest thing to a 
completely satisfying automobile radio ever developed! 
It’s the new Delco “Favorite Station” Signal-Seeking Radio, 
a sensational new model that combines push-button tuning 
of any five pre-selected stations with Delco Radio's 
now-famous signal-seeking mechanism. With this 
advance-type radio any five favorite local 

stations can be selected by push-button, or, by using 

the signal-seeking device, any station within range can be 
brought in. What's more, the push-button mechanism can 
be readjusted to get any combination of five stations 

in a matter of seconds! Dealers will appreciate 

how this amazing, all-new automobile radio will add to 
the driving and listening pleasure of their customers. 


DIVISION OF GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 


In discussing the much-publi-|it in the most effective manner 
George A. Round, Socony-Vacuum | cized horsepower race, Heinen| possible—by buying the cars that 





Tuning Instantly Readjusted! 

To readjust push-button tuning to 
any new combination of five stations, 
five small sliding red tabs are moved 
until each is opposite a desired station. 

As car enters new area, a new group 
of five local stations can be selected. 


sy 





Signal-Seeking Tuner Works Automatically! 
When station selector bar is depressed, 
Signal-Seeking Tuner travels across the 
dial until it encounters a station signal. 
Another touch of the finger and the 
next station comes in. . . up to 50 sta- 
tions can be received in many localities! 


Safety with Listening Pleasure! 
Owners of this new Delco Radio 
can operate its Signal-‘Seeking Tuner 
without taking their eyes from the 
road or their hands from the wheel. . . 
by depressing a foot control switch on 
the floor board! This feature is optional. 


agreements on lubrication needs 
of higher horsepower cars than 
by dwelling on the controversial 


He suggested that far more | points. 7 r 
| The meeting was presided over | °ld, he said, and were passed pri- 


by G. T. Dougherty, Standard O 
Co. (Ind.) and chairman of th 
lubrication committee. The sym 
posium was moderated by Carl W 
Georgi, Quaker State Oil Refinin 
Corp. and program chairman o 
the committee. 


Security Officials 
Discuss Thefts 


From Truckers 


TOLEDO.—More than 100 securi 
ty officials of railroads and truck- 
ing companies and state, county 
and city police met here last week 
to discuss ways of cutting theft 
from interstate transport. 

Norman H. McCabe, agent in 
charge of the FBI’s northern Ohio 
district, said the Toledo and 
|northwestern Ohio area is partic- 
cularly vulnerable to such thefts 
because of large rail and truck in- 
dustries and the nearness of Michi- 
gan and Indiana borders. 

He said thefts range from entire 
| truck-trailer outfits and their loads 
to such readily marketable items 
as radios from large shipments. 

Many laws governing theft in 
interstate commerce are 40 years 





marily to cope with thefts from 
railroads. They have to be extend- 
led, he said, to provide protection 
|for the huge interstate trucking 
| industry. 

He called upon _ transportation 
officials to report thefts to the FBI 
|immediately and to be careful in 
| preserving evidence. 
| The Toledo meeting was one of 
|a series of such sessions sponsored 
| by the FBI. Others are scheduled 
in Akron and Youngstown. 


| 
| 
| 
| 
| 
| 


Newman Retires 


As Goodrich Aide 


AKRON. — Retirement of James 
| J. Newman, vice-president of B. F. 
| Goodrich Co., has been announced 
| by John L. Coll- 
yer, president. 
| Newman joined 
| Goodrich in 1931 
|}as assistant to 
| the president. He 
|} was elected a 
| vice - president 
|two years later. 
|In addition to 
| playing an im- 
| portant role in 
|thecompany’s 
operations, he J. 3. Newman 
|has served on many industry and 
Government committees. 
| During World War II the Ko- 
rean War, while Government con- 
'trols were in effect, Newman was 
|a leading figure in representing the 
|rubber industry in Government 
matters. 
| He is a member and a former 
|chairman of the Inter - Industry 
| Highway Safety Committee and a 
| director of the Rubber Manufactur- 
| ers Assn. He also is a trustee of 
'the Automotive Safety Foundation 
land a member of its operating 
| committee. 


Custom Seat 
Tall Mass. Chief Can Ride 


In Comfort Now 


BOSTON. — Gov. Christian A. 
Herter, who stands six feet, five 
inches tall, has a new official car— 
with a “custom” back seat. 

The governor explained that now 
he can ride in the back as well as 
the front seat. 

The “custom” job on the back 
seat consisted of taking two inches 
out of the cushion so the governor’s 
head wouldn’t be banging against 
the roof. 

The state bought the car from 
Elmer Nelson, chairman of th: 
Republican State Committee, a 
dealer. 

The governor said bids wer: 
asked and both Nelson and another 
dealer bid $900 on a tradein for th: 
old office car. 

Nelson and the other deale: 
tossed a coin and Nelson won. 








Canadian Car Usage Up 

OTTAWA.—Of the 3,409,295 oc 
cupied dwellings in Canada in 1951 
the Canadian Government report 
that 1,442,595, or more than 42 per 
cent, had a passenger auto. In 194i 
only 944,591, or fewer than 38 per: 
cent, of the 2,575,744 households 
had a car, 
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Mother has a new set 
| of IRONS... 


Not so very long ago, nearly every housewife 
owned a set of irons much like those shown below. 


When these cumbersome biceps builders went out, 
Mother finally got her chance to go out, too. 


Today Mother is apt to have a different set of 
irons which (male golfers will attest to this) she uses 
with great frequency. Of America’s 4,500,000 golfers, 
it has been estimated 35°; are women. 

Yes, there has been a big change to more pleas- 


urable, more enjoyable living. All of us have more 
leisure time plus a new mobility that would shock 





yesterday’s highway, railroad or aeronautical 
engineers. Today we get out and travel, see things 
and do things never before possible. 


Holiday magazine enjoys its role as the leading 
agitator in this delightful revolution—this big change. 


And because Holiday is the leader, it is read by the 
leaders of the big change—more than 860,000 fami- 
lies who set the pace in every community, who enjoy 
“everyday holiday living’? at home and away. 


No wonder Holiday has ironed out many a press- 
ing sales problem for many an advertiser. 





HOLIDAY MAGAZINE 





A CURTIS PUBLICATION 





... its readers are leaders 
of the big change in American living! 
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FOB FACTORY 





Olds and Cadillac Rush 
Tooling for 54 Cars 


yy strenuous efforts being made by several car pro- 
ducers a contributing factor, tool and die work is piling 
up in Detroit shops. A wage controversy which has cast a 
shadow over the tool and die industry for weeks has also 
been a restricting factor. Biggest contributor, however, is 
iin your by Caaaee hed (on high gear. Recent shifts in car 


: popularity and public acceptance 
to get new tooling programs | have, of course, added fuel to the 








The Detroit Packard Dealers Assn., at the Michigan Motor Show in Detroit, combined 


its exhibit with a millinery show, “Headlines Wherever You Drive,” which displayed 


women's hats by famous designers as they conceived them for different driving needs. 
More than 100,000 passed the gates of the exhibit. 











Dope en cate Soe 





fire. Ford's forward surge has not 
gone unnoticed and GM, under new 
leadership, is probably more 
|anxious than it has been in years 
to increase its percentage of the 
|auto market. 

While it now appears that both 
Chrysler and Ford changes in 
1954 will be mostly of the facelift 
| variety, some new body lines are 
expected to be seen in GM cars if 
tooling programs can be com- 
pleted in time. 

Oldsmobile and Cadillac, it is re- 
| ported, are moving at top speed to 
complete new models designed to 
increase their share of the market. 
Two obstacles stand in the way: It 
may not be possible to complete 
these tooling programs in time, and 
the cost of tooling is rising to 


astronomical heights. 
+ * * 


| 
| 
| 
| 


‘ |New Methods Used 


— of the tooling 
program in time is probably 
only a temporary barrier. When the 
chips are down, the necessary tools, 
dies and fixtures required by auto 
makers usually get completed some- 
how. This year entirely new meth- 
ods of tooling will figure prominently 
in the results. Some outstanding 
results have already come from the 
attention the industry is giving to 
new and faster tooling methods. 
For example, a major car 
producer is now making assembly 
and welding fixtures by casting 
the supporting metal undersize 
and then building up to the de- 
sired contour with laminated 
fiberglass and resin, No kellering, 
barbering or spotting is neces- 
sary. Foundry patterns and cores 
are unchanged, except dimension- 
ally. 
With time-consuming machining 
and spotting eliminated, there is 
still another advantage using the 





*|new method: Those new fixtures 


can be duplicated quickly from the 
master model, again without re- 
quiring any machining. This saves 
a lot of tooling time—as well as 
tooling expense. 

A tooling program of this kind 
can be completed in a few weeks, 
compared with several months 
which would normally be required 
to make the fixtures that are 
needed in each of the assembly 
plants operated by the larger 


producers. 
* * * 


| Cost Second to Time 


At THE moment, the cost savings 
of such a tooling method are 


*|probably not so important as the 
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|time that is being saved. The re- 
markable accuracy of these new 
tools is also an outstanding ad- 
vantage. 

The high cost of even limited 
body changes continues to plague 
the car makers. Recently, a major 
producer planned to include a 
change in bumper design as part 
of a facelift program. When all 
estimates were in, costs ran so 
high that the program has been 
held up, temporarily at least. 

Detroit’s strongest magnifying 
glass is focussed today on its tool- 
ing methods and tooling costs. It’s 
a fair guess the most revolutionary 
changes in the history of automo- 
bile production tools will come out 
of Detroit during the next year or 


two. 
* = am 


Redesigned Belt Splicer 


Cuts Operating Time 

ANN ARBOR, Mich.—Changes in 
the Econaway abrasive belt splicer, 
designed to increase splicing speed, 
improve the quality of splice, save 
shop space and cut belt costs, have 
been announced by Aget-Detroit Co. 

Changes include an enclosure for 


arbor; mounting of cutter and press 
bars on top of the enclosure, and 
an electrical curing press to reduce 
the curing time from 24 hours to 
less than 60 seconds. Thus, there is 
not only a considerable reduction in 
the actual splicing time but abri- 
sive belts may now be spliced while 
a sanding machine waits, since the 
splicing operation is complet:d 
quickly and the newly spliced belt 
can be put into service instantly 


Hillsgrove Gets Backing 


Ralph M. Severson and Webb. r 
C. Harrington have joined Hil! - 
grove Motor Co., Hillsboro, Ore., s 
stockholders, according to Myrl 
V. McKee, president and found 
The concern is the Washingt 
County dealer for Mercury a: 1 
English Ford. 


the motor, the belt drive and the, 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





JUST received a manuscript on 

“How to Sell Used Cars at a 
Profit Through Advertising,” pre- 
pared by Paul H. Baisch, president 
of Baisch Advertising Agency, 
Cleveland. Baisch has specialized 
in used-car merchandising. 

It is simply written, well or- 
ganized and contains a number 
of down-to-earth ideas. One sec- 
tion discusses the prospect’s basic 
wants, and how to appeal to 
them. 


For example, the motive of profit | 


may be interpreted in used-car ad- 
vertising in terms of low fuel con- 
sumption, parts availability and low 
purchase price. 

* * * 


Believability 


ve of the greatest faults in| 


used-car advertising,” says 
Baisch, is the problem of believa- 
bility . . . Look at the screaming 
headlines. If you would use such 
terms of speech in your daily con- 
versations with friends, you would 
soon be known as the biggest liar 
in town.” 

The question is whether a 
longer headline with believability 
attracts as much attention as the 
shorter one that no one believes. 

Baisch says the following fools 
no one: 

“We're giving these beauties 

away!” 

He suggests this as one that 
will overcome the skepticism: 
“These cars at $25 over our cost. 
We need the room, and we need 
the money.” 
This one 

popular dud: 

“All one-owner specials.” 

Its believable counterpart might 
be: 

“Certified one-owner cars traded 
by new-car customers. Every car 
with owner’s name, occupation, 


is listed as another 


date of purchase and certified | 


mileage.” 
* * x 


Long, but... 


ye A LONG head, but do people 
interested in buying a used car 
just glance through the 
section—or do they study it to find 
something that appeals to them? 
And do they care whether the 
headline is short or long? 
Personally, I'll go along with 


want-ad | 


Baisch on the longer but believa- | 


ble headline. 

The manuscript has a 
sound common sense in its 41 
pages. It is published by Baldwin 
Co., 316 Blackstone Bldg., Cleve- 


land. Price is $5. 
* 


Farrand Study 


ANGeal of firm giving a good 
deal of study to the auto 


* * 


Selling Machine— 


Jay Kline Chevrolet is using this me- 
chanical monster to sell used cars in 
South St. Paul, Minn. A timing device re- 
duces the price so much a minute until 
it is sold. The dealer's entire used-car and 
truck stock is numbered and displayed 


lot of | 


for public inspection each Sunday morn- | 


ing. The sale starts at noon. Anyone 
may request that the car of his choice be 
brought to the block. When a car is sold, 
the buyer and a salesman drive it to the 
office where terms are arranged. Unless 
the buyer is satisfied, the deal is can- 
celled. 


| heads the firm, 


| 


| 








market and dealer business these 
days is Farrand Associates. I'd 
guess that Herman Farrand, who 
is a bit prejudiced 
toward direct mail, but he insists 
the facts bear him out. 

Farrand has conducted surveys 
of customers for 20 dealers han- 


dling different makes, On the basis | 


of these, he says that most people 
come to a dealership mainly be- 
cause it sells the car in which the 
| prospect is interested. 

Next greatest return came from 
service, This varied to the ex- 
tent that the dealer was service- 
minded. Recommendation of a 
friend and convenient location 
usually accounted for 30 percent 
of the gross business. 

The element of convenience was 











Biloxi Welcomes Miss America— 
Neva Jane Langley, Miss America of 1953, visits the Shrimp Festival in Biloxi, Miss. 


Shown with Miss Langley and her official 


car, a Nash Rambler convertible, are (from 


left) Warren Thompson, Nash's Memphis zone sales promotion manager, and W. C. 


McElroy, of McElroy Nash Motors, Biloxi. 
pageant scholarship fund. 
emphasized in replies. Some 70 per- 


cent of a dealer’s potential custom- 
ers went to a filling station for 
gas and oil because it was more 
convenient. 

* + * 


Neighborhood 


ND this survey and others in- 
dicated, according to Farrand, 
|that 70 percent of a dealer’s busi- 
|ness came from the immediate vi- 
|cinity of his dealership—in spite 


| of the volume of his advertising. 
| With — reference to advertising, 


Nash is a sponsor of the Miss America| 


|Farrand said that direct mail led 
as a source of recognition, and 


stood high. 


This led Farrand 
four-page newspaper 
personalized for 
sent to his customers. After a nine- 
month test in Detroit, Cleveland 
and Toledo, the size of the paper 
was increased to eight pages. This 
was found more effective. 


to design 





| alize the paper at least 50 percent | 


ee 


that the showroom and newspapers | 


al 
which was} 
the dealer and} 


| Dealers are expected to person- | 


25 


| —-with their own ads; specials; pic- 
| tures of shop, equipment and per- 
sonnel, etc. 

A VIP (Very Important Per- 
son) questionnaire used in the 
paper indicates that many read- 
ers like to get price lists and 
reminders on _ run - of - the - mill 
maintenance items, 


Many respondents also gave their 
names, the cars they were driving 
and the year. 


This provided the dealers with 
up-to-date information on _ pros- 
|} pects. It is rather significant that, 
|to Farrand’s knowledge, none of 
|the dealers followed up on these 
leads. 

Farrand Associates has offices in 
Detroit, New York and Chicago, 
and is offering the newspaper serv- 
ice to dealers along the main trunk 
jlines of transportation between 
Chicago and New York; New 


Haven, Conn., and Washington, 
D. C., and from Detroit to Cin- 
cinnati. 


Highie Joins Henney 


Henney Motor Co., Inc., Freeport, 
| Il., has appointed Alan L, Higbie 
|as administrative assistant to the 
| vice-president, Prior to his appoint- 
ment, Higbie was a body engineer 
for Dodge. 


160 H.P. FIRE DOME V-8 and POWERMASTER SIX 
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ON THE GOLDEN ANNIVERSARY of our entry into the manufacture of automobiles, 
... June 16, 1953 ... we are proud to pay tribute to the 6,400 forward-looking, 
. independent businessmen who own and operate Ford dealerships throughout the land. 


Several of these men became Ford Dealers when the Ford Motor Company was founded in 
1903 ... and still are! Several hundred more boast of 40 years or more association 

with us, during which time they helped to sell and service more than 15 million 

Model T Fords. Nearly 1.600 dealers now in business “joined up” a quarter-century 

ago when the exciting Model A was introduced. 


Actually, a second generation of merchants has matured in the industry and qualified by 
experience and reputation for Ford retail franchises. These younger men who joined us 
either during the 30’s or after World War II when production was resumed, have done 

so because of their faith in the strong competitive position which Ford 

products have always maintained. 


With us, they see the future as another “‘fifty years forward on the American Road” 
...asecond half-century of progress which we can enjoy together. 


50 Years Forward on the American Road! 








MOtTOR Cc OMPAN Y 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Cleveland Courts Leonard Fuerst. That is,;is the case with new cars. To move 
- : over 8,300 more than a year ago| ‘he current volume of used models 
New-car sales jumped to ae at this time. Used-car sales for the | appears to be requiring substantial 
ig for May, but used cars failed | y+ were 33,001, or about 500 more | %rice reductions in a good many | 
to Keep pace. th : se : Pere eg." f Markey.) i 
an a year ago. | instances. Sanford Markey 
The last week of the month A : 








In commercial vehicles, sales 


closed with new-car turnover . 
going over the 1,900 mark for the | are about the same as a year ago. Manhattan, Kans. 
second time this year, and fall- | Total five-month turnover in new New and used-car sales during| . 


ing only 50 short of a weekly 








commercials was 2,518 as against May increased slightly over April | Miss Universe Displays Trophy— 


9 E99 7 Ie = : : * : eas ° . 
record for the year. However, 2,620 a year ago, Used com in Riley County, according to the The reigning Miss Universe, Armi Kuusela, of Helsinki, Finland, introduces thi: 


used cars showed a drop com- | ™Mercial sales were 1,687 against | County treasurer's office. year's contestants to the Sunbeam-Talbot 


pared to the previous week, with | 1529 for the first five months of New-car sales by make were: | beauty pageant at Long Beach, Calif. Thi 
1,767 sales — lowest in three | last year. Chevrolet, 21; Plymouth, 14; | beam Alpine sports car. 
weeks. Commenting on the auto field in| Ford, 13; Pontiac, 10; Buick, 9; | enienstianientiatochatiasietstensisaiaie 


May new-car turnover soared to this area the Federal Reserve Bank| Mercury, 7; Studebaker, 7; Olds- |7; GMC, 2: IHC, 2, and Stude- 


. a; 


7,451, 1,600 above May a year ago|of Cleveland said, “Sales of new| mobile, 6; Dodge, 4; DeSoto, 3; | baker, 1. 


and the biggest month in two years | automobiles are topping previous; Lincoln, 3; Chrysler, 2, and Nash, Used-truck sales were up slightly 
for the first five months. Used-car| weeks. As compared with a year| 2, Ginn Ane Chase were 6 ste in 
sales for the month were 7,541,| ago, sales are up about 35 percent. There were 101 new units sold Ma on 98 in the preceding month. | 
about 400 under the month of May “The good showing of new/during May, compared with 93 in| (George M. Hunholz.) | 
a year ago. This also marked the | passenger cars is not, however, be-| April. Used-car registrations dur- ix oe 
first time this year that monthly|ing shared currently by other) ing May tallied 301, against 239 in 
totals for either new or used cars| motor vehicles. Partial data indi-| the preceding month. Buffalo 
dropped below a year ago. cates that used passenger car sales, There were 25 new trucks sold| New-car sales in the Buffalo area | 


d a slight in- 
crease over the March level and a| 





For the year, total new-car sales| have been ahead of last year but | in May, compared to 11 in April. 
were 32,696, according to Clerk of |by a much smaller margin that Sale by makes: Ford, 13; Chevrolet, 
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<@ New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 


>@ NO ANNOYING ORANGE PEEL! 
-@ MORE PAINT JOBS PER DAY! 


~@ ASK YOUR R-M JOBBER! 


RINSHED-MASON Co. 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN _ 


1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 
In Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 





Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 


convertible which she won in last year's 
s year’s winner will receive a 1953 Sun 


fairly substantial gain over the 


corresponding month a year ago 
| according to the Buffalo Auto- 


|mobile Dealers Assn, 

April sales totaled 3,544, com- 
pared with 3,460 in March; 2,902 in 
April, 1952, and 3,755 in April, 1951 


New-car sales during the first 
four months totaled 12,845, com- 
pared with 10,066 in the corre- 
sponding period of 1952, and 14,- 
958 in the like period of 1951. 


New-truck sales during April 


|amounted to 319, compared with 


250 in March; 289 in April, 1952, 


|and 376 in April, 1951. New-truck 


sales for the first four months 
came to 1,065, compared with 1,006 
in the first four months of 1952 
and 1,426 in the comparable period 
of 1951.—-(George E, Toles.) 

* + * 


Minneapolis 
Observers here are impressed by 


|continuing strong demand in the 
|current business situation, accord- 


ing to the weekly review of the 
Federal Reserve bank. Consumers 
with more and better paying jobs 
are still in a mood for buying and 
wanting more of such good things 
as cars and beefsteak, it is said. 

Measured by all business indi- 
cators, except farm prices, the 
postwar boom is still riding high 
in the Northwest. Car sales are 
high throughout the area. 

Lower farm prices have cut re- 
tail sales in rural communities, but 
demand for workers in basic in- 
dustries has sent employment to 


; new peaks, and stores in industrial 
j;and commercial areas have high 


sales, the bank said.—(Donald M 


| Lyons.) 


* * * 


Washington 
New car sales in the District of 
Columbia for May totaled 2,026, ac- 
cording to the Washington Auto- 


|motive Trade Assn. This is slightly 


better than the same month for 
last year, when 1,979 cars were 
sold. 

By makes, new cars’ were 
registered as follows: 

Buick, 155; Cadillac, 49; Chevro- 
let, 527; Chrysler, 67; DeSoto, 30; 
| Dodge, 'B4; Ford, 303; Henry J, 3; 
| Hudson, 16; Kaiser, 4; Lincoln, 15; 
Mercury, 65; Nash, 21; Oldsmobile, 
157; Packard, 24; Plymouth, 291; 
Pontiac, 138; Studebaker, 43; Willys, 
12; British Ford, 5; Hillman, 1; 
Jaguar, 4; MG, 5, and miscellane- 


ous, 7.—(William Ullman.) 
- * * 


Pittsburgh 

Although business in general is 
showing a fairly large decrease in 
| the Pittsburgh area, new-car regis 
trations have increased more than 
seasonally, according to the Uni 
versity of Pittsburgh’s Bureau of 
Business Research. 

The Bureau’s index at the end 
of the first June week stood at 
187.3 percent of 1935-39 average, 
compared with 192.4 a month 
earlier and 194,7 at the end of 
March. 
| Department store sales declined 
appreciably, whereas the total sales 
of these stores during the first fiv 
months were 1 percent ahead of 
the like period in 1952. 

A tighter car market in the Pitts- 
peer area seems conditioned b> 
|publicity about high prices. Nev 
cars apparently aren’t advertise: 
unless the dealer is loaded wit! 
them. 

Established dealers are selling 
more late-model used cars at bar- 
gain prices and holding onto 
older used cars even though de 
mand is low. Some dealers ar: 
following up used-car shoppers, 


(Continued on Page 29, Col. 1) 











Auto Mark 





(Continued from Page 28) 


convinced that now they are in 
the market. 


Independent dealers report rough 


times because late models aren’t 
moving unless they are cheap. 
Prospects, they say, prefer new| 


cars to late models or trade upward | 


older models, caring more for the 
low dollar than about previous 
ownership. Some dealers say the 
trend may force ’46s down to $100. 
(Leon M. Leffingwell.) 
o > * 
Mexico, Mo. 
“Big Three” sales are reported 
good in the Mexico (Mo.) area, with 
most dealers able to sell more cars 
than they can get at this moment 
but expecting to be able to ac- 
cumulate some floor stock in the 
coming months. Medium-priced cars 
are definitely slowing down, how- 
ever, and there are virtually no 
waiting lists in these makes. 
Dealers say the customer is 
holding on to his dollar more 
tightly and is buying more care- 
fully than before. Accessories are 
being selected with more thought. 


Downpayments of one-third and 


Dodge Steps Up 
Installation of 
Air Conditioning 


DETROIT.—Sparked by the ad-| 


vent of warm weather, orders for 


Dodge Coronet cars with air con-| 


ditioning have been received from 
customers in 17 states and have 
caused Dodge to accelerate its 
schedule on the factory - installed 
cooling units, the division said last 
week. 


R. C. Somerville, sales vice-presi- | 


dent, 
orders came from states 


reported that most of the 
in the 


southern belt such as Texas, Cali- | 


fornia, Oklahoma, New Mexico, 
Arizona, Alabama, Mississippi, 
Florida, Georgia, Virginia, South 
Carolina, West Virginia and Dela- 


ware. A few scattered orders also} 


have been received from states like | 
Illinois, Wisconsin, Michigan and 
Iowa, he said. 


Heaviest demand, according to 
Somerville, was coming from Texas. | 
A Dodge dealer in Tyler, has 12) 
orders on the waiting list, Somer- | 
ville said. 


For competitive reasons, Somer- 
ville declined to say exactly how} 
many Dodge cars had been shipped 
with the Chrysler Airtemp air-con- 
ditioning unit. However, he indi- 
cated that the daily installation | 
schedule was being accelerated to 
whittle down a sudden backlog of 
orders. 


Shipments of Dodge cars with 
the new air-conditioning system 
began Apr. 6. Price of the unit, 
available on the Coronet V-8 four- |! 
door sedan and club coupe, is 
$642.60, including Federal tax. 


Dealer Bumped 


Teen-Age Vandalism in Ky. 


Costs Firm $800 


LOUISVILLE. — Teen - agers in- | 
vaded the lot of Universal Car Co. 
(Chevrolet) after Saturday closing. 
hours and proceeded to run new 
ears and trucks parked there into 
one another in a regular bumping 
contest. 


Loser was the company, which 
suffered damage totaling $800, ac- | 
cording to Ben F. Long, vice-presi- | 
dent, who also is secretary of the! 
Kentucky Automobile Dealers Assn. 


Remarked Long ruefully: “We 
will not leave keys in cars here-; 
after, and we have added a watch- 
man.” 


Lowville Firm Sold 

Salmon & Widmever, Inc. (Chev- | 
rolet), of Lowville, N. Y., has been | 
sold to Teeter Chevrolet, Inc., | 
headed by LaVern Teeter. David! 
Salmon and Harold Widmeyer had | 
operated the dealership since 1936, 
when they opened in Glenfield. The 
Lowville outlet was opened in 1947. 
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kK Chrysler Institute 
Graduates 52 With 


Master’s Degree 


DETROIT.—Fifty -two graduate 
| students last week received Master 
| of Automotive Engineering degrees 
from the Chrysler Institute of Engi- 
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et Reports 





terms of 24 months are being} 
| strictly adhered to, it is said, and| 
}there are almost no repossessions | 
here and none in sight. 


Service business is steady. Soo mere at ee 
Used biem hh |exercises for the institute’s 21st 
Jsed cars pose a proble ere as | |graduating class 

elsewhere, but individual dealers | | Graduation certificates were 


awarded 35 others who completed 

courses in the undergraduate 

: | school. 

@ The diplomas were presented by 
|James C. Zeder, director of engi- 
|neering and research for Chrysler 
Ben Henley, president of Henley Nash Motors, Fort Smith, Ark., recently was | Corp. and president of the institute. 

awarded the Nosh 10-Point Select Dealer Award. Shown at the presentation of the Prentiss M. Brown, chairman of 

plaque are (from left) C. W. King, Nash assistant Memphis zone manager; Henley, the board of Detroit Edison Co., 


and G. W. Mace, district manager. The entire staff of the dealership attended the | WAS the commencement speaker. 
| Zeder said the 52 were graduate 
_| engineers selected from 29 colleges 
j;and universities throughout the 
| G Interna-| United States and Canada by 
| tional, 11, and Ford, 9. |Chrysler for the institute’s two- 
| San Antonio gains in commercial year course in automotive engi- 

vehicle sales were more than wiped | neering. 

out in losses sustained in new-car | 
sales to show a net loss in sales of | ack page : 
69 vehicles from the previous| MOTIVE NEWS contain the WANT AD 


| Section. Others are profiting from AUTO- 
month.—(J. H. Reed.) ‘MOTIVE NEWS WANT ADS! Are you? 


have been solving it in their own| § 
ways with the result that, areawise, | } 
the used-car inventory can be — 





sidered lower than normal. se a " / : 

Dealers agree that sales of new! Degler Henley Wins Nash Award— 
cars during the last quarter of the} 
year will fall to those who work, | 
make calls and demonstrate. 
(L. H. Houck.) 


* 


San Antonio 


| 

Vehicle sales in San Antonio and| to 114 in April and 133 in May. 
Bexar County continue to decline,| Chevrolet led in new-car sales, 
showing a total of 1,257 sales in| with 225, as compared with 218 
May as compared with 1,326 in| Fords and 85 Plymouths. 
April and 1,438 in March. Ford led in commercial vehicle 

The only increase noted is in | sales, with a total of 51 vehicles as 
commercial vehicles, which have | compared with 50 Chevrolets and 
increased from 100 sales in March '13 Dodges. New trucks sold were: 


* * 


award dinner. 
| 


| GMC, 17; Chevrolet, 14; 





The back pages of every issue of AUTO- 
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NOW YOU CAN KNOW THE MAKE AND GRADE 
OF BRAKE LINING ON THE SHOES YOU BUY 


You have a right to know, when you buy exchange brake 
shoes, that you will get exactly the quality of lining you ordered! 
You will know when you buy Grizzly-lined shoes! For your 
Grizzly Distributor now clearly brands each shoe with the 
Grizzly name and the Grizzly grade! 


This complete product identification is only one of the services 
you can get from your Grizzly Distributor. He brings you also 
the most expert workmanship and fast, dependable service. And 
he carries a complete stock of the finest brake linings on the 
market—Grizzly SAFTIBOND-SYNCRO or SAFTIBOND-SILVERTIP 
for bonding . . . and Grizzly SyNcro or S1LvertiP drilled and 
countersunk sets for riveting. 

Get what you pay for—buy ’em branded from your Grizzly 
Distributor! Grizzly Manufacturing Company, Paulding, Ohio. 


. 
eeeeeeee 


Bear in Mind @é ... Ask for 


GRIZZLY 


ac us Pat OFF 


BRAKE LINING 


Nationally Advertised !...Grizzly backs you up 
with “the liveliest advertising in the brake lining busi- 
ness,’ appearing regularly in The Saturday Evening 
Post and Collier's, and with the comprehensive Grizzly 
merchandising program. 
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Grizzly Drilled and 
Countersunk Sets 


Silvertip for deluxe 

or severe service... 
Syncro-Sets for standard 
duty. Individually boxed. 


Most Grizzly Distributors 
pack branded relined 
shoe sets in cartons, 
labeled with FMS Set No. 
and lining type. 











Dealer 


Charlie Roh, who has been in 
southern California for the past 
two years, has purchased a Lin- 
coln-Mercury dealership in Harris- 
burg, Pa. 

The only L-M outlet in Harris- 
burg, it is a 600-car operation. 


* * od 


Langley Chooses Platt 

Harry T. Platt, who for six years 
has been selling General Motors 
products in Jacksonville, Fla., has 
been appointed sales manager for 
Langley, Inc. (Oldsmobile), at 3494 
Philips Highway. 
+ > 


Governor Picks Raymer 
Idaho’s Gov. Len Jordan, him- 
self an automobile dealer from 
Grangeville, has appointed Nor- 
man F. Raymer, retired Boise 
auto dealer, to serve on the new 
Idaho State Fish and Game Com- 
mission. 
* 


Dealers Reelect Conroy 

The more than 200 Ford dealers 
of the Chester (Pa.) sales district 
have reelected J. J. Conroy, of 
Doylestown, Pa., as president of 
their Ford Dealers Advertising 
Assn. Conroy, a 30-year veteran 
as a Ford dealer, has served for 
many years on the FDA Com- 
mittee. 


* * 





Hamilton’s Birthday | 
The C. S. Hamilton Motor Co. | 
(Chrysler), of Dallas is celebrating 


its 25th anniversary. 
+ * 


* 


Gurdon Manager Selected 

J. L. Stewart has been named 
manager of Gurdon Auto Sales Co. 
(Ford), Gurdon, Ark., sueceeding 
J. B. Harwell. 


* 


Kaufman Nash Sold 


Earl Kaufman Nash, Spokane, 
has been sold to Dr. J. Colin Lind- 
say, formerly of Spokane, and A. | 
H. Clark, Denver. Earl Kaufman, | 
who has retired from_ business, | 
operated the dealership since 1939. 
Clark was formerly a Nash repre- 


sentative in the district. 
* * * 


McElroy to Move 

W. C. McElroy, owner of the 
new Nash dealership in Biloxi, 
Miss., temporarily located at the 
corner of Division and Caillavet 
Sts., has announced that the firm | 
will open for business in its new | 
building at 510 Caillavet St. on 
June 1. 


+ 


Wash. State Chevrolet Dealer 


Receives Safety Award 

A highway safety award, in 
recognition of the firm’s having 
furnished automobiles to Omak 
and Okanogan (Wash.) high 
school driving classes, was pre- 
sented recently to W. H. Price, 
manager of Central Chevrolet Co., | 
Omak, before the student drivers 
of the two schools. 

The presentation was made by 
the Washington State Auto 


Dealers Assn. 
* 


Gary Gets Willys Deal 
Gary Auto Exchange, 1976 Broad- 
way, Gary, Ind., has opened a 
Willys dealership. The new dealer- 
ship is open all day Sunday and | 


evenings until 9:30. 
* + 


* 


* 


* 


Smith, Stehle Appointed 


West End Motors (DeSoto-Plym- 
outh), 2127 Edmondson Ave., Balti- 
more, has appointed Ralph B. 
Smith as general manager and W. 


F. Stehle as service manager. 
+ ” * 


Eberts Selects Alpher 


Eberts Cadillac Co. has appointed 
Morris Alpher as used-car man- 
ager. He has been in the used-car 
business for seven years. 

” 


Corcoran Heads Council 


Edward 8S. Corcoran, of Tydings- 
on-the-Bay, Md., president of Balti- 
more Motor Car Co., has been | 
elected president of the Anne | 


Arundel County Trade Council. 
” - * 


* * 


Linnerberger Named 
Jerry Linnerberger has been ap- 
pointed service manager for Paul 
Swartz Motor Co., Seventh and 
Elm, Salina, Kans. He _ replaces 





Doings 


Jerry Gray, who is now in the sales 
department. Linnerberger has been 
associated with Salina motor firms 
for 12 years, mostly as_ service 
manager. 





+ + * 
Marty-Ripp Chevrolet 
Marty-Ripp Chevrolet, Inc., has | 
been formed in Monroe, Wis., with 
an authorized capital stock of 1,000 
shares of common at par value at 
$100 per share. 


* * 


Hogan Joins Calhoun 
Dennis S. Hogan has been ap-| 
pointed sales manager of Calhoun 
Chevrolet Co., Charlottesville, Va., 
according to Frank H. Calhoun, 
owner. Hogan formerly was with 
Berger Motor Sales, Inc. (Chevro- 
let), Ionia, Mich. 
* 


. 


| 
+ | 


Denver Firm Goes Nash 

Northwestern Auto Co., 549 
Broadway, Denver, which had held 
a dealership for Kaiser-Frazer 
since those cars came on the 


* 
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Museum of Speed Rising in Florida— 


Mayor Howard Buchanan, South Daytona, Fla., turns over the first shovel of dirt 
in the groundbreaking ceremonies of the Daytona Beach Museum of Speed. Watching 
(from left) are William R. Tuthill, one of the directors of the shrine to racing; Dr. 
Perry Sperber, manager of the neighboring Sea Zoo; David Leete, architect, and Bill 
Slater, contractor. Central attraction will be the late Sir Malcolm Campbell's record- 
breaking Bluebird racing car. Also exhibited will be other speed cars, motorcycles, | 


| Planes and boats. Tuthill and Sherman F. Crise, New York and Miami Beach, directors | 


by November. 


Nutt Aids Chirch 


Clifford T. Nutt, head of a Pack- 
ard dealership for the Monrovia 
(Calif.) area, is ; acting as promo- 


of the nonprofit museum, hope to open it 





market, has now become a Nash 
dealer. The business is owned and 
operated by David Schwartz, and 
Earl J. Meer. 
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tional chairman for a building proj- 
ect of the First Presbyterian Church 


of Monrovia. 
- 


* 
Beach Ups Hoffman 
New sales manager of Beach 
Chevrolet, 540 Alton Rd., Miami 
|Fla., is Robert B. Hoffman, whos« 
| promotion to the job was an- 
|nounced by Leo Adeeb, president 


+ * + 


Krell Appoints Dugger 

Henry W. Krell, president of Krell 
Buick, Pasadena, Calif., has an- 
nounced the appointment of Don- 
ald W. Dugger as used-car man- 
ager. Dugger formerly lived in Long 

Beach, Calif. 
* 


+ 


* * 


Steitz Joins Erskine 
Leigh Erskine Ford Co., Glen- 
dora, Calif., has engaged Ray Steitz 
jr., as general sales manager. Steitz 
has been selling Fords in the Los 
Angeles area for 33 years. 
* 


* * 


Brase Gets New Post 


Ed James Buick Co., Los Angeles, 
announces the appointment of Jack 
Brase as merchandising manager, a 
recently created post. Brase began 
his automotive work as a parts 

(Continued on Page 31, Col, 2) 
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What's His Line?— 


Morris Lipman, dealer in Hartford, 
Conn., points to the answer in his 1953 
license plate, whose identifying letters 
spell N-A-S-H. The Connecticut Registry 
issues some plates without numerals. Lip- 
man said he had been trying for some 
time to get this combination of letters. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
ties, buyer information and personnel data. 
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Doings 


(Continued from Page 30) 


boy, working with Hal Tuttle for 


|the old Howard Automobile Co. 


+ * * 


Boyte Joins Oak Motors 


Ernest P. Boyte, former man- 
ager of the Hull-Dobbs dealership 


in Knoxville, Tenn., has purchased | 
Oak | 
Motors, of Nashville, and has been | 


a substantial interest in 
named general manager of the 
firm, according to Lemuel B. 


Stevens, president. 
* * * 


Foxworthy Cited Again 


Cc. T. Foxworthy, president of the 
C. T. Foxworthy Co. (Ford), 819 E. 
Washington St., Indianapolis, has 
received his fourth “Four Letter” 


award. 
. * am 


Dankner Buys Nash Deal 


Dankner Motor Sales, is a new 
Nash dealership at 2695 Bailey Ave., 
Buffalo, according to David Dank- 
ner, proprietor, who bought the 
business from Rooney Motors, Inc. 
Dankner, formerly a_ used-car 


a $100,000 


dealer, says he 
expansion. 


plans 


Highland Motors Fails 


Highland Motors, Pincher Creek, 
Alta., has declared bankruptcy, 
and British Canadian Trust Co., 
Lethbridge, Alta., has been made 
custodian of the estate. 

+ * * 


Mayor Sanderson 

Joseph W. Sanderson, Anchor 
Motors (Lincoln-Mercury), Yuba 
City, Calif., has been chosen to 
serve as mayor of that city. 
Sanderson was elected to the 
City Council last year. 

* * + 


Ohio Firm Expands 
Brandon Motor Sales (Dodge- 
Plymouth), of St. Marys, O., has 
opened a branch in New Brenen, O. 
+ ~ + 
Scott Wins Shop Award 
Scott Motors, Inc. Topeka, 
Kans., has placed first in service 
operations in the Kansas City zone 


of Chevrolet for the second straight 
year. Joe M. Gardner, service su- 
perintendent at Scott Motors, re- 
ceived an award for achievement 
at a dinner in Kansas City. 

* * * 


Collette Bankrupt 


Jean Marie Collette, Montreal 
dealer, has filed bankruptcy pro- 
ceedings. 


* * * 


New Store for Donohue 


New showrooms have been com- 
pleted for the James Donohue De- 
Soto-Plymouth dealership in Daly 
City, Calif. The firm’s general man- 
ager is John Donohue, with Fred 
Gruber as service manager and 
Mrs. R. Thompson, as office man- 


ager. 
+ = * 


Duval Names Doering 
Ernest W. Doering has been ap- 
pointed service manager of Duval 
Motor Co. (Ford), Jacksonville, 
Fla. He has been with the firm for 
seven years, 
* ¢ & 


Calderwood Moves 
A, R. Calderwood, of Calderwood 
Motor Sales (Packard-WiHys), 
Greenville, O., has purchased the 
Johnston Furniture factory display 





- CHOICE OF CHAMPIONS 


S| 
(| 


' 
" 








P 


ent 











UNS vaueue uiiten 


write to The Firestone Tire & Rubber Co., Dept. D, Akron, Ohio 


BILL VUKOVICH 





The Only Tires Made That Are Safety Proved On 
The Speedway For Your Protection On The Highway 


— Indianapolis Race is more than a 
breath-taking spectacle of speed; more 
than a colorful carnival of thrills and 
chills. It is not just a stunt. On the 
contrary it is a practical, torturous test 
of new automotive developments before 
they are adopted for regular production. 
Authorities say that 500 miles on the 
speedway are equal to 50,000 miles of 
ordinary driving ...5 years of average 
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Enjoy the Voice of Firestone on radio or television every Monday evening over NBC 


service crowded into less than 4 hours! 

For many years, every driver in the 
race has bought Firestone Tires, because 
no driver is willing to risk his life or 
chances of victory on anything less than 
the safest tires that money can buy. Re- 
member that fact the next time you buy 
tires. Protect your life and the lives of 
others by equipping your car with a set 
of new Firestone Tires. 
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building on the Greenville-Dayton 
road as the new headquarters for 
his dealership. Calderwood had 
been located at 129 N. Broadway 


for 17 years. 
* * + 


N. Y. Dealer Moving 


Bardoe Lincoln-Mercury, Inc., 
will move into new $75,000 quarters 
at 214 Main St., Binghamton, N. Y., 
in August. The firm currently 
leases space at 184-190 Water St. A 
new showroom and service building 
containing 12,000 square feet of 
floor space, will be erected on the 
property and leased to the dealer- 
ship. 





* * * 


Reeves Mercury Opens 


Reeves Mercury Co. has opened 
at 1922 Roswell St., Marietta, Ga. 
It is headed by Millard F. Reeves, 
who for eight years was associated 
with Frank Graham, Atlanta Mer- 


cury dealer. 
aa +. + 


Dawson Is U. C. Manager 


Bill Dawson has been named 
used-car manager of the Gordon 
MacLachlan DeSoto-Plymouth 
dealership in San Francisco, He 


was parts manager for six years. 
* * * 


Ford Aide Buys Deal 


T. O. Ainsworth has sold his 
Willows (Calif.) Ford dealership to 
E. M. Carlile, of Walnut Creek, 
Calif. The firm, known as Ains- 
worth Motors, had recently oc- 
cupied new quarters. Carlile had 
been associated with Ford for 25 
years, most recently as assistant 
district sales manager in Rich- 


mond, Calif. 
* * * 


New Zanesville Dealers 


William Rowan and Maurice Lo- 
bell, have been named Packard 
dealers in Zanesville, O. Their out- 
let will be at Terrace Point. 

* + + 
‘Voice of Safety’ Car 

Winerich Motor Co. of San 
Antonio, has presented its second 
“Voice of Safety” Studebaker to 
the San Antonio Police De- 
| partment to promote safety among 
drivers and pedestrians. The first 
“Voice of Safety” car was pre- 
sented in 1949. 

* 





* * 


O’Meara to Expand 


Construction of a new O’Meara 
Motor Co. (Ford) plant in Denver 
|has gotten under way at a site on 
|W. Colfax Ave., between Lipan and 
| Mariposa Sts. With the main build- 
ing covering 35,000 square feet, said 
| Alfred O’Meara, general manager, 
jample space will be left for off- 
street parking and other customer 
facilities. Present location of the 


O’Meara firm is at 1314 Acoma St. 
* ~ . 


|Clements’ Silver Shovel 


Given to West Seneca 


Harvey Clements, president of 
Clements Chevrolet, Inc., has pre- 
sented to the West Seneca (N. Y.) 
Chamber of Commerce a silver 
shovel which will be used for all 
official ground-breaking ceremo- 
nies. 

The shovel was christened when 
it was used to break ground May 
27 for Clements’ new dealership 
building in Gardenville. Zone Man- 
ager B. C. Carter turned the first 


spade of earth for the new building. 
* * * 





Hoosier Honors Hannon 


C. J. Hannon, service manager 
|of Hoosier Cadillac Co., Inc., 2330 
N. Meridian St., Indianapolis, was 
honored at a luncheon by Bert 
Donovan, president of the company, 
for completing 15 years as a Cadil- 
lac service manager and for having 
been connected with the General 
Motors line in one capacity or an- 
other for 38 years. 


* * * 


Bermant Motor Moves 


Bermant Motor Co., Junction 
City, Kans., has moved to 815-21 N. 
Jefferson St., a location formerly 
occupied by Mundy Motor Co. The 
|firm will use the adjoining lot for 
used cars. 


+ ~ * 


Torricelli Gets Willys 
Torricelli Motors, 324 E. Howard 
Ave., Biloxi, Miss., has been named 
a Willys dealership. 
* *~ * 
New Kansas Buick Firm 
Spingler Buick Co., Holton Kans., 
|has opened for business, with tem- 
|porary quarters in the Kauffman 
|Plumbing & Heating Bldg. Dick 


(Continued on Page 54, Col. 1 







ONDON. - 
welcomed purchase - tax 


Industry as a whole 
con- 


cessions in the Government’s new} 


budget, but the motor industry 
particularly stands to benefit, for 
recently both home and _ export 
sales had become difficult and pro- 
duction had fallen off. 

It was felt in all sections of the 
industry that tax reduction on 
cars and truck chassis was a 
move towards the stimulation of 
home and export trade. Removal 
of purchase tax on taxis was also 
welcomed, as it brings taxis into 
line with coaches, which are not 
subject to purchase tax. 

For the smaller cars in such 
ranges as Austin, Ford, Morris and 
Vauxhall, the tax has been cut 
from 66% percent to 50 percent. 


Motor exports are rising. March 
car shipments rose to almost 25,- 
000, nearly 4,000 in excess of the 
average for the first two months 
of the year. Truck exports at more 





Lverv Dav. 
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meehanies 
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Auto News from Britain 


Industry Sees Purchase-Tax Concessions 
Boosting Home and Export Sales 


|than 9,000 showed a rise 


lthe U. 





than 600 on the same comparison. 

Car exports over the first quarter 
of this year showed a surprising 
climb. Sales of British models to 
S. more 
little short of 10,000, and the 5,300 
sent to Canada was just about 10} 


| times greater. 


* * * 


Austin Strike Costly 


a= lost perhaps as many as | 


18,000 vehicles during the 
eleven-week strike which ended 
with the gradual drift back to the 
production lines of about half of 
the 1,500 strikers. 

Sales of Vauxhall products last 
year at $133.5 million set a record 
for the company. Production of 
cars and trucks was 79,160—a 
slight increase over 1951. 


A new Daimler 2%-litre Consort | 


model has been launched. It is a 
| six cylinder engine of 2,433 cc. It 


L-MOGUL 


(Division of Federal-Mogu! Corporation) 


DETROIT 13, MICHIGAN 






of more} 


than doubled at) 
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Grentner Bros., Miami, 


closes. J. G. Grentner, 


his partner, 


| selector gearbox. 


range of Mark IV Pullmans. Price 
is $4,000. 


* + * 


Exports Hit Peak 


bbe value of British cars and 
commercial vehicle exports last 
year reached an alltime peak of 
nearly $570 million, although ship- 
ments of cars, fell almost 59,000 
and commercial vehicles over 8,500. 

Almost 70 percent of the car 
output and 53 percent of the 
commercial vehicles produced 





| retains the fluid flywheel and pre- | 


Humber has brought out a new) 


Used-Car ‘Supermarket’ in Miami Never Closes— 


Fla., has opened a used-car 
| is 300 feet deep. Approximately 250 cars are carried in inventory. In the left foreground is the sales office; in the rear cente 


“supermarket on LaJeune 


is the repair shop where cars are reconditioned before they are put on display. C. E. Grentner jr., 
is manager of the sales department. 


went to overseas buyers. Sales to 
the U. S. mounted by 11,500 to 
over 31,000. Total volume during 
the first nine months of 1952 ex- 
ceeded that for the whole of 1951. 

Since the war nearly 700,000 cars, 
trucks and tractors have been ex- 
ported from the Dagenham works 


past five years sales have topped 
$50 million in the North American 
market. 

* a * 


Auto Prices Cut 


——— price reductions 
have been made by Standard. 
Motor Co. on a limited number of 











gtARing 


Te 


Sepy\ct 


of Ford Motor Co., Ltd., and in the | 





Rd., which has 440 feet of frontage an: 


states that the lot neve 


its current Vanguards. The overal 
reduction on the basic mode! 
| amounts to approximately a 50 per- 
cent decrease on the total purchas« 
tax, a saving of $375. 

Reduction in the prices of saloon 
models also have been announced 
by Singer Motor Co, The standard 
version has been reduced $105. 

* * * 


|Manufacturers Troubled 


tie market is getting tougher 

for the United Kingdom auto 
manufacturers, as they were shown 
'quite clearly by the Geneva Show. 
A new model introduced at that 
|show was the Standard Vanguard 
Phase II. It is a considerable im- 
provement upon the earlier 
Standard Vanguard, but British 
auto firms are well behind Ger- 
many, the U. S. and France in the 
race to corner the Swiss car 
market. 


The Government's bill to put 
| the truck industry back into the 
| hands of private enterprise has 
| had to be shelved, but it should 
| become law in spite of Socialist 
| efforts to wreck it. Arrange- 

ments are being made to sell 
| back the Government trucking 
| industry to the private oper- 
ators. 

| Announcing a turnover last year 
|of 85 million, Leyland Motors will 
| fight keener competition from 
|Europe in the coach and truck 
| market overseas by reducing the 
|prices of its models over $200 a 
| vehicle. The firm has now installed 
'a pre-treatment plant for alum- 
|intum components used in body 
| work. 








‘Winners in Ford 


Crafts Program 


| DEARBORN.—A panel of 30 lead- 
{ing educators, professional men 
|and industrialists has been named 
| to judge Ford Motor Co.’s 1953 In- 
| dustrial Arts Awards program here 
| July 1-3. 
| Prizes totaling $45,000 will be 
awarded to junior and senior high 
school students entering projects 
| completed in regular industrial arts 
classes. Individual cash awards - 
|ranging from $20 to $100—total 710 
| this year. 

Outstanding achievement awards 
| will be given to the 30 best projects 
|on the final day’s judging. Winners 
,of these honors will receive three- 
day expense-paid visits to Detroit 
and Dearborn for themselves and 

their teachers. In addition, 1,562 
gold pin awards and certificates of 
merit will go to all winners. 


Winning projects will be dis- 
| played in the Henry Ford Museum 
here from July 11-26. Then they 
| will be exhibited Aug. 7—Sept. 30 at 
|the annual Industrial Arts Awards 
|Fair in the Chicago Museum of 
| Science and Industry. 


Contest entries, which must be 
|regular class projects made in 
|school shops under instructor su- 
| pervision, are rated in 13 divisions. 
Students under 21, enrolled in 
grades 7 through 12 in any school, 
are eligible to compete. 

The divisions of the competition 
j are Wrought Metal, Patternmaking 
| and molding, machine shop, wood, 
| Plastics, electrical, mechanical 
drawing, architectural drawing, 
| printing, ceramics, leather, models 
| and an open division for unclassi- 
| fied projects. 


Calresin Buys Poly-Fiber 


ARCADIA, Calif—Henry Kve«», 
| general manager of Calresin Cor 
|has announced the purchase >f 
Poly-Fiber, Inc., Los Angeles, 4 





subsidiary of Dumont. Poly-Fil «r 
has a plant for reinforced plas ¢ 
molding and fabricating. 
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The revolution that started in a shed at night 


That night he told Mrs. Ford: “Clara, I want 
to build a gas engine that will do the work 
of a horse.” 


TEAM was really his first love. That was 
how he happened to set fire to the school- 
yard fence. 

For Henry Ford was passionately curious. 
Exactly how did steam make wheels go around? 
In a boyhood experiment he made a fine 
steam boiler from an old ten-gallon lard can, 
and fired up under it. No one was in school 
to hear the explosion—and the fence was 
soon repaired. 

One day, bumping along, with a wagonload 
of hay on the all-day trip from Dearborn to 
Detroit. the teen-age tinkerer saw a steam 
traction engine chugging over the ruts. That 
was the decisive moment of his life. For that 
was Henry Ford’s first sight of a self-propelled 
vehicle rolling along on a road. 

One day in 1891 he saw a little gasoline 
engine pumping soda water into pop-bottles. 


Fifty Years 
Forward 
on The 


A merican 


Road 


Two years later he was still at work, in a 
little shed behind his Bagley Avenue house. 
A friendly neighbor moved out his coalpile 
to give Henry more room. Clara watched, and 
darned socks by lamplight. Nothing he needed 
was in existence: he had to design and make 
each part by hand. 

He got four bicycle wheels. He made two 
cylinders from a steam engine’s exhaust pipe. 
He put on a tiller, so it steered like a boat. He 
puta bicycle-saddle on top of the three-gallon 
fuel tank (the buggy seat came later when he 
could afford it). 

On a wet dark May morning in 1896, at 
2 a.m., he was ready. Then he couldn't get 
the car out of the shed. While Clara held the 


Ford Motor 


lamp he knocked out bricks to make the 
first garage-door. 

He trundled the car into the alley while 
Clara watched under an umbrella. The car 
ran—clear around the block. One of the two 
cylinders went dead. but still it ran. That 
first Ford is still running, and so are many of 
its 36,000,000 descendants. 

The revolution of those wheels on that May 
night started one of the great revolutions in 
history. A dream of mankind had come true— 
transportation for everyone. The first little 
Ford helped build the American Road. 

The American Road is more than a river 
of traffic. It symbolizes our way of life, end- 
lessly working in the service of all mankind. 


The Ford Motor Company, celebrating its 


Fiftieth Anniversary this year, is pledged to 
the ideals of the American Road. 


Company 


FORD+ LINCOLN + MERCURY CARS 
FORD TRUCKS AND TRACTORS 
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Backshop 


... by Jack Weed 





AM “crusading” 
every franchised automobile and 
truck dealer in this great country 
of ours, as well as the factory brass, 
will join me in my crusade against 
the wanton killers that are being 
sold into the vehicles that our cus- 
tomers drive. 
My crusade is aimed at perhaps 


one of the greatest menaces that | 


confronts the motor vehicle indus- 
try today. 

Just so long as spurious and 
substandard brake materials are 
allowed to be sold and put in cars 
that make them potential death 
traps on our highways, according 
to the engineers, we cannot blame 
officials and legislatures too much 
if they take the “laymans” view- 
point that greater powered en- 
gines and speed are the principal 
causes of the many accidents and 
fatalities on our highways. 

I don’t want any one to get the 
idea that I don’t realize that ex- 
cessive speed can be a party to this 
death and accident rate, nor that 
incompetent driving and lack of 
mental balance of the driver, re- 
gardless of causes, are not also 
large contributing factors. 

* 7. rt 


Watch Legislation 

UT I do want to emphasize that 

so long as we in the industry 
allow money-mad firms and gullible 
service stations to continue replac- 
ing tried and tested brake lining 
with cheap spurious products that 
won't withstand one panic stop; 
that so long as we allow manufac- 
turers of substandard brake fluid 
to market it and permit service 
stations to put 
systems of our 
fluids that the engineers claim 
won’t stand up under heat and 
pressure; that just so long as we 


customers cars 


allow the sale, for replacement use, | 
of brake cups that won’t stand up| 


in the severe service that modern 
ears and trucks demand, then we 
ean’t complain if the various state 
legislatures enact restrictive legis- 
lation that can drastically cut the 
sale of our vehicies, 
Let’s thank Divine 
that at least one state has had the 


into the braking | 


and I hope that! to be there in person and see to it 


|stop my car in a reasonable dis- 


Slips in the Shop 


| 


that I know what goes into the 
braking system of my car. 

I want to know that when I step 
on my brake in an emergency that 
I am going to have brakes that will 


tance. I’m not just going to take 
the chance that the mechanic may 
have put in quality materials that 
have withstood the tests of the 
vehicle manufacturers, who _ inci- 
dentally are very conscious of the 
danger that spurious material may 
even be sold in their own dealer- 
ships because the dealer can make | 
a little more money on the sub- 


standard products. 
+ * + 


S LONG as there is no control 

over the sale of these low-grade 
cheap products and there are 
people, who, under the stress of 
price competition, will manufacture 
and sell products they know are 
not absolutely safe in our modern 
motor vehicles, then it is high time 
we resort to legislation, much as I 
hate to suggest it, to keep these 
products off the market. 

With our modern cars, people are 
driving faster. With our automatic 
transmissions, people are putting 
more reliance in their brakes be- 
cause they are in free wheeling so 
much more of the time and do not 
have the advantage of the engine 
to help slow them down. With the 
new styling that shrouds the wheels 
to a greater degree, the wheel cyl- | 
inders of our braking systems have 
a lesser ability to throw off the heat 
generated from fast stops at the 
higher speeds, and thus the chance | 
of vapor lock is intensified. | 

Added to this is the fact that | 
due to both laxity, and a desire 
on the part of an uneducated 
public to get out of any brake 
repair at as low a cost as pos- 
sible, many mechanical “slips” 
are going through in even the 
best shops. 

Mechanics are repairing master 





| 





Providence | 


intestinal fortitude to step up to, 


this serious situation and enact 
legislation that will at least give 
an authority the right to pass on 
the brake fluid sold in that state. 

It is only too bad that Min- 
nesota didn’t also include brake 
lining and brake cups in its new 
law that clamps down on the sale 
of substandard fluid. 

The more I dig into this brake 
situation, the more I am convinced 
that when I ever need a _ brake 
reline, new fluid in my car’s brake 
system or a wheel cylinder or 


master cylinder rebuilt, I am going | 


cylinders with untested parts, be- 
(Continued on Page 35, Col. 1) 





open market 





| different brands of fluids now on 
|the market and they found tha 


Results of Brake Fluid Checks 


Chrysler Corp.'s engineering department has made it a practice to 
buy and analyze every brand of brake fluid offered for sale on the 
Detroit market. Following are the results of the last three tests (the 
1953 test is not completed as yet on all brands): 


Percentage of undesirable fluids being sold on 


Third ot Brands Substandard .. . 





Brake Fluid killers 


By Jack Weed 
Service Editor 
( NE of every three brands of 
brake fluid tested on the 
market today is a potential killer 


April R.O. Items 


Average number of items sold 
per repair order by franchised 
dealer service departments for 


if used in the brake systems of 
eden cars. sites the month of April rose to 
These are the brands that do 


1.22 


While this is a slight increase 
from the 1.19 items per R.O. sold 
in March and much better than 
the 1.12 low point of January, it 
still falls short of the two items 


not meet either the moderate or 
heavy-duty specifications de- 
veloped by the brake fluid com- | 
mittee of the Society of Auto- | 
motive Engineers. 
These engineers do not come) 
right out and say that all non- 
conforming brands of brake fluid|| per R.O. which good shop man- 
are “killers.” They word their de- | agement should produce. 
scription in a little nicer-sounding | Figures furnished courtesy of John Wolf 
language, but it means the same.|| Co., from analysis of over 1,500,000 re- 
They say, “In the judgment of | 
the members of the SAE brake fluid | 
committee, as expressed in their|/ the market and causing untold ac- 
brake fluid specifications, these! cidents and death on the highways. 
fluids are below the minimum 


pair orders per month. 


operation of present - day motor | 1, making it mandatory for all} 
“ae aneadnial a this | Prake fluids sold in the state to 
. > 1 of the com-| 
group further expresses himself: eee of Gabeens. . 
“These fluids which fail to meet! ia ae 
either SAE standard, in my) 
saul : NE manufacturer of a_ sub-| 
| h h fety | 
opinion, are a threat to the safe y | stendeséd Ould mays, “We are | 


of the motoring public, and you 
(Automotive News) will be perform- | 
ing a distinct public service in 
calling the attention of the trade 
to this matter.” 

* 


| legislatures within the next year 
that will cause brake fluids not con- 


a * 


HIS engineer, and the firm for | ©**%! coinage : 
which he is consulting chemist, | OP!™!0n, this is the only effective 


: 'way of controlling the many 
oo Sa See ee the | dangerous and low-cost fluids that 


but 29 percent of all fluids tested | during the last several years. Until 


meet the SAE heavy-duty standard, | this is done... . i 
39 percent meet the SAE moderate- | will continue to sell a low-cost fluid 


duty standard and 32 percent are|t® answer the needs of those who 


below standards. i ee 
Yet, experienced brake engi- | {uid of any other kind. 
There is one sure way in which 


neers—members of the SAE | 
brake fluid committee—are firm | every franchised car and truck 
in their conviction that no fluid | dealer can protect his customers 
of lesser quality than the SAE from using fluids which may be 
heavy-duty-standard type should the cause of vapor-locked brakes 
be used in present-day, high- | and horrible death which may re- 
powered automobiles equipped sult from the loss of braking 
with automatic transmissions and | power when it is most needed. 
certainly not in trucks. That is not to sell any brake fluid 
Evidently it will take legislation) which does not guarantee on the 
by the states to stop the sale of label that the contents of the can 
these substandard fluids and the or package meet or exceed the 
spurious linings which are flooding) SAE minimum standards. 
The Chrysler Corp. engineering 


department makes it a practice to 
check brake-fiuid quality. They 
purchase, at random, different 
brands of brake fluid on the market 
in the Detroit area and run labora- 
tory tests on these fluids. While 
tests for 1953 have not yet been 















1948 1950 1953 . ste sngineers re 

Total brands of brake fluid tested ............... 29 28 7 toe Gy ance a 

Total conforming to SAE heavy-duty specifications ... 2 4 7 all tested brands oo the Detroit 

Total conforming to SAE moderate-duty specifications 8 5 8 market contain Pome 50 percent to 

Undesirable fluids containing between 50% and 80 percent isopropyl alcohol or are 

80% of isopropyl alcohol .................... 10 + 4 so low in quality that they do not 
Fluid not conforming to any of the above conform to any quality standard 
IE Svein bap iat sencted ven etdnesees 9 15 a c ; 





These fluids are being put as re- 
placements in many high-powered 
ears which have wheels and brake 









Body Shop Helps Recoup Service Dollars 


By Bernie Thomas 
Associate Editor 


BETTER-ENGINEERED postwar | 


vehicles have sharply reduced 
the average dealer’s chances for 
service dollars on major motor 
work, but many dealers have found 
that this gap can be more than 
taken up in a modern body refin- 
ishing department. 


Dealers across the country re- 
port increasing service absorp- 
tion rates from 10 to 70 percent 
since adding a modern paint and 
bump shop to their facilities, or 


| since expanding and modernizing | 
the shop they had previously been 
getting along with, 

A surprising number of dealers 
even cite their paint and bump)! 
shops as being the major factor be- 
hind getting 100 percent service 
absorption. 

* * + 


CALIFORNIA dealer, who mod- 
|** ernized his paint and bump fa- | 
cilities back in early 1949, says he| 
has enjoyed better than 100 per- | 
cent service absorption for the last 
|three years. More than 40 percent 


of his total customer labor sales| senting bump and paint work. 
stem from body work. oe 

A Chicago dealer tells how back 
in 1949 he was doing $8,000 month- 
ly in labor sales, “with $2,500 of 
it coming from what was really 


Ts Chicago dealer says that to- 


| fewer than 20 percent of his service 





an excuse for body refinishing | employes are assigned to that de- 
activity.” | partment. 

That dealer started out 1951 with} 4 North Carolina dealer count- 

= | (Continued on Page 3s, Col. 1) 

an expanded and wholly modernized : 
paint and bump department. Dur- ze 
ing 1952, his customer labor sales | New Products 
averaged about $23,000 a month, See Page 46 





with $9,600 of that average repre- 








The Minnesota legislature on Apr. | 
standards necessary for the safe 11 passed a measure, effective July | 


|extremely hopeful that legislation | 
| will be introduced in various state | 


forming to SAE standards to be| 
eliminated from the market. In our | 


t | have been introduced to the market | 
our company .. .| 


|feel that they are unable to sell | 


day his body refinishing facili- | 
ties are still yielding 40 percent or | 
more of his total labor sales, yet | 


|eylinders so shrouded in_ sheet 
|metal that they have little op- 
|} portunity to stay cool under hard 
| use. 
i. tesus, woWwever, show 
| ‘4 that the market now is more 
|free of spurious brands of fluid 
|than in 1948, when 65.5 percent of 
| all brands tested were substandard, 
or in 1950, when Automotive News 
;}exposed the result of tests which 
showed that 67.9 percent of all 
brands tested were below SAE 
|;minimum standards. 

One substandard brand out of 
|every three is one substandard 
;brand to many. 

Who is going to make sure 
| that the spurious substandard 
| fluid is not put in the braking 


system of a high powered car 
which is being driven fast, and 
over long, steep hills? Persons 
driving modern cars, especially 
autos less than three years old, 
have a right to feel that they 
are reasonably free from any 
| mechanical defect which could 
| Cause a serious accident. 
| Engineers claim, however, 
(Continued on Page 36, Col. 1) 


that 





Longer Car Life 
Called Boon to 


Service Business 


| BROOKLYN.—An unprecedented 
era of growth lies ahead for auto- 
motive service industries, in the 
opinion of C. A. Benoit jr., presi- 
dent of Permatex Co., producer of 
transportation and industrial main- 
tenance chemicals. 

Between 1939 and 1948, Benoit 
| said, volume of automotive service 
business in the U. S. rose an aver- 
age of about 27 percent annually. 
Several factors will combine to 
| keep auto-service industries grow- 
ing at an average annual rate of 
more than 30 percent each year, he 
said. 

In the first place, he said, today’s 
more-durable cars have longer life, 
when properly operated and main- 
tained. The average scrapping age 
of an auto now is nearly 14 years 
old, compared to a scrapping age 
of about 10's years in the early 
1940s, he said. 

Mileage served by the average 
auto before being scrapped has 
doubled since 1935, he said, while 
now the average car doesn't hit the 
scrap heap until after 116,500 miles. 

The number of cars scrapped an- 
nually has remained at _ record 
highs since 1948, but peak produc- 
tion of new cars has more than 
made up for scrappage, he said. 
The 54 million vehicles currently in 
operation are providing a record 
volume of business and employ- 
ment for the service industry, he 
said. 

Benoit estimated that the 379,000 
auto-service establishments em- 
ploying two million persons in the 
nation are now doing a gross busi- 
ness of approximately $14 billion 
per year, with about $11.5 billion 
allocated to sales of parts, acces- 
|sories, fuel, lubricants, and main- 
tenance chemicals and about $2.5 
billion to labor. 

The annual average maintenance 
cost of the average vehicle is about 
$260 per year, he said. Since there 
is a service establishment for about 
every 142 vehicles in service, Benoit 
said, the average annual gross of 
the average service firm is about 
$36,920. 

If the service industry will coup) 
progressive selling with efficient 





service methods, its future growt 
;and opportunities 
| limitless, he said. 
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| Backshop . 


By Jack Weed 





‘Continued 


cause they have not been sold on 
the need to make certain these 
parts are of highest quality. Master 
cylinders are being repaired that 
should be thrown in the junk bar- 
rel and replaced with new. 

Only one wheel cylinder, the one 
that is showing the leak, is being 
repaired and the other three left 
as they are, even without a careful 
inspection in many cases. Any good 
mechanic knows that after certain 
mileage, if one wheel cylinder 
shows deterioration, the others are 
most apt to be worn out, too, and 
should be rebuilt or replaced 


* * * 
Real Action Needed 
‘ET brake service in our fran- 


chised dealer shops is down con- 
siderably from what it was even 
one year ago, and our cars-on-the- 
road population has increased by a 
million units. 

It’s high time, I think, that every- 
one in this great industry of ours 
begins to give our serious brake 
situation the thought and action 
that each is capable of. 

And, while I am talking about 
the shop end of our business, it 
may not be amiss to repeat a warn- 
ing sent out by the Minnesota De- 
partment of Health which has 
found that mechanics can get lead | 
poisoning from carbon blasting, as 
well as conventional carbon re- 
moval operations. 

In a study they have found 
that both types of cleaning oper- 
ations are dangerous, if the me- 
chanie cleans more than one 
engine a week without using a 
dust respirator. The carbon de- | 


posit in modern engines was 
found to contain about 50 percent 
lead, presumably from leaded 
gasoline, 


The Kent-Moore organization has 
redesigned its carbon-blasting ma- 
chine and is providing a conversion 
kit for its older machines. 

The problem still remains, how- 
ever, on bench or hand methods of 
carbon removal where simple hand 
scraping or wire brushing produces 


dangerous concentrations of lead 
dust in the air. 
* * + 
ASI Booth Parleys 
arene that the mid - winter 
ASI Booth Conference, to be 
held in Chicago Dec. 8-9, will be 


too big and unwieldy to be held in 
a hotel as former booth confer- | 
ences have been held, the ASI is| 
taking this year’s deal to the north 
wing of the Navy Pier in Chicago. 

Contracts for space are in the 
mail now to those exhibitors in 
the regular ASI shows who are 
expected to take space in the 
conference. Participants are. go- 
ing to be allowed to take a one, 
two or three-space booth. The 
spaces are 10 by 10-feet square. 
No merchandise will be allowed 
to be on display. 

To “trig” this year’s deal up, the 
J.O.C. is asking the sponsoring as- 
sociations to hold their annual 
meetings on Monday and Thurs- 
day, with the conference sand- 
wiched in on Tuesday and Wed- 
nesday. 

* * * 


In the ‘Iron Yard’ 


] EALERS attending the NADA | 
board of directors meeting in| 
Detroit were practically universal | 
in their feeling that the “iron yard” | 
will be the main limiting factor | 
that dealers face in attempting to 
sell all the cars the manufacturers 
will turn out this year. Those 
dealers who are retailing all of 
their trades have no worry about 
keeping the used stuff moving in 
sufficient volume to take care of 
their normal trades on new ve- 
hicles, especially if they are pricing 
their used stuff realistically. 
NADA President Armacost au- 
thored the statement that in pre- | 


Yale & Towne Appoints 
Syracuse Distributor 
PHILADELPHIA. — Appointment 
of Materials Handling Products| 
Corp., of Syracuse, as distributor of | 
Yale industrial truck products has | 
been announced by James H. W.| 
Conklin, general sales manager of | 
the Yale materials-handling di- 
vision of Yale & Towne Mfg. Co. | 


from Page 34) 


war days dealers endeavored to 
price the one-year-old car at from 
30 to 40 percent off list and 
dropped the prices on clean stuff 
about 10 percent a year from then 
on. Much of the difficulty many 
dealers are facing today is found 
in that far too many dealers own 
one-year-old and some two-year- 
old cars that stand them up to 
but a 25 percent writeoff. 

These dealers will have to take 
their losses on these jobs, and the 
sooner they do so the better off 
they will be under today’s highly 
competitive market, claim the old- 
time, experienced dealers with 
whom I discussed this problem, 





Newark Kaiser Dealer Expands— 


Newark Kaiser-Frazer, Inc., Newark, N. J., recently opened this 20,000-square-foot 
service center at 45 Earl St. as an adjunct to its salesroom operations at 999 Broad 
St. The shop employs 20 mechanics. Marty and Herb Lehroff are partners in the 
dealership, formed in 1946. 


AUTOMO 


plus many other pertinent facts concerning the 
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...thanks to Borg-Warner POWER BRAKES 





BW engineering makes it work 


BW production makes it available 


Almost every American benefits every 
day from the 185 products made by 


BORG-WARNER 
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| Show a success. 
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Plans Well Along 
For 1954 Jobber 


Show on Coast 


SEATTLE With the appoint- 
ment of committees to stage the 
event, preliminary planning for the 
1954 Pacific Automotive Show is 
well under way, reports Frank B. 
Smith, show president. 

The show is scheduled for March 
4-6 in the Seattle Civic Auditorium, 
under the sponsorship of jobbers 
from Oregon and Washington. 

A. J. Thompson is serving 
assistant to Smith. 

Smith and Thompson attended a 
meeting in Los Angeles late in 
April at which time the need was 
stressed for the northwest auto- 
motive trade to cooperate fully in 
making the 1954 Pacific Automotive 


as 





Just a light touch, an e-a-s-y pedal pressure, and Borg-Warner 


power brakes take hold. Instantly. Smoothly. Firmly. Braking 
power is stepped up—for quicker, surer, safer stops, with a 
fraction of the effort. This means more efficient braking— 
plus greater driver comfort, less strain, less fatigue. 

What’s more, Borg-Warner power brakes have a minimum 
of wearing parts, require no lubrication, 
by climatic conditions. That means longer life, lower main- 
tenance costs, greater dependability. Unusually compact, 


and are not affected 


units are easily installed in existing brake systems. 
Available for passenger cars, trucks, tractors and trailers, 


industry—and the public—every day. 


CALUMET STEEL «¢ CLEVELAND COMMUTATOR «+ 
INGERSOLL STEEL * LONG MANUFACTURING ° 
MECHANICS UNIVERSAL JOINT * MORSE CHAIN «¢ 
REFLECTAL * ROCKFORD CLUTCH «¢ SPRING DIVISION «+ 

WARNER GEAR + WARNER GEAR CO., LTD. »* WOOSTER DIVISION 


DETROIT GEAR + 
LONG MANUFACTURING CC, LTD. « 

MORSE CHAIN CC., LTD. « 
WARNER AUTOMOTIVE PARTS 


Borg-Warner power brakes are designed, engineered and pro- 
duced by B-W’s Marvel-Schebler Products Division. Another 
example of how Borg-Warner “designs it better—makes it 
better.” One more way Borg-Warner serves the automotive 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: ATKINS SAW * BORG & BECK * BORG-WARNER INTERNATIONAL 
BORG-WARNER SERVICE PARTS 
INGERSOLL PRODUCTS «+ 
MARVEL-SCHEBLER PRODUCTS «+ 
NORGE HEAT « PESCO PRODUCTS «+ 


FRANKLIN STEEL 
MARBON 
NORGE 
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Third of Brands Substandard . . 


Deadly Brake Fluids 


Continue on Market 


(Continued from Page 34) 


one shot of spurious fluid added to 
high-quality fluid in the system 
will make all of the fluid in the 
system dangerous. 

Fortunately, the SAE has stepped 
up to the brake fluid situation and | 
has set standards recognized in 
the trade. Thus, responsible dealers 
and service stations do have a guide 
which will prevent them from be- 
ing a party to the “brake killers” 
being marketed by irresponsible 


and so-called responsible — manu- 
facturers. 

* * Eo 
VHEY have the label on the 


package which guarantees that | 
the contents meet or exceed SAE 
standards, Any firm making a 
brake fluid that meets those speci- 
fications and does not so label its 
product does not deserve any 
sympathy for leaving off that 
guarantee. Manufacturers of spuri- 
ous fluids would not dare to make 
such a statement. 

There is, however, no standard 
as yet on brake lining quality 
and it is known that thousands 


Midwest Jobbers 
Expect 30,000 at 


Minneapolis Show 


MINNEAPOLIS. — The first  bi- 
annual Upper Midwest Automotive | 
Trade Show will occupy the Mu-| 
nicipal Auditorium here June 18-21. 
The show is being sponsored by 
330 wholesale firms in Minnesota, | 
Wisconsin, [llinois, Missouri, Kan- | 
sas, Nebraska, North Dakota, South 
Dakota, Montana, Upper Michigan | 
and Iowa. 

Automotive parts and equipment 
will be shown by 242 exhibitors, | 
and more than 30,000 persons are | 
expected to attend the show during 
the four days. 

A feature of the show will be| 
educational meetings at which Wes | 
Fesler, University of Minnesota | 
football coach, will speak Friday, 
June 19, and Morris Pendelton, 
president of Plomb Tool Co., Los 
Angeles, will speak Saturday, June | 
20. 

The U. S. Navy will have a big 
exhibit of five different types of | 
cut-a-way models of jet engines, | 
aerial bombs, etc., at the show. | 

The Minneapolis show is one of | 
six regional shows which are being | 
held in different sections of the 
country in odd numbered years. An 
Upper Midwest Automotive Trade 
Show is scheduled at St. Louis in 
1955. 


Nu liven Biers 
Sales Systems 


LOS ANGELES.--New sales sys- | 
tems and plans for auto dealers | 
were announced by Nu Orm Plan, 
Inc., at a meeting here. 

Discussed were methods of ab-| 
sorbing operating costs through 
new-car service operations, im- 
proved methods of service analysis | 
and followup advertising. | 

Miss Ruth Ormsby, president of | 
Nu Orm, reported on a survey of | 
conditions in the western auto sales 
field. Conditions generally are good, 
she said, and dealers have an ample 
supply of stocks, but the market is | 
becoming increasingly competitive. | 








Seminole Indians Get | 


Unique Auto Tags | 


TALLAHASSEE. — Florida’s 
Seminole Indians, who haven't 
adopted many of the _ white 
man’s ways, don’t even have 
the same kind of auto license 
plates as other residents of the 
state. 

Instead of letters and numbers, 
the tags bear the words, “Semi- 
nole Indian.” The state distrib- 
utes them free to about 170 
Indians each year. 





of sets of linings which will not 
meet one “panic” stop are being 
sold and put on cars. 


It is also known that the rubber | . 
of small Engine Repair Made Visual at Meyer’s— 


industry has a number 
companies manufacturing brake} 
cups for the 
and few if any of these companies 
have the necessary testing facilities 
to insure that they are producing 
a satisfactory product. 

As one eminent brake engineer | 
says, “We in the automotive brake | 
business fully recognize the danger | 
of using poor brake cups and boots | 
and this is the reason why we | 
have established SAE specifications 
which we are sure insure the user 
of a safe product. Unfortunately, | 
there is no way of policing or) 
forcing small manufacturers from 
putting a substandard product on | 





A display that shows the service customer what takes place when engine repairs 


replacement market | a6 made is a prominent feature in the showroom of Meyer Motor Sales, Richmond, 


Va. The exhibit explains the relative position of all major engine parts. 


the market. We in the brake cup 
committee have _ discussed this 
problem at length over the past 10 
or 15 years and so far the only way 
we know is to attempt to educate 
the public to use genuine original 
equipment replacement parts for 
all brake repairs.” 
* * * 


S LONG as the SAE has set a 


|4% standard, accidents and deaths 


caused by the use of substandard 


A Du Pont Announcement 


Now NEW DUCO 





brake parts can be greatly reduced 
by labeling the package to the ef- 
fect that the contents meet SAE 
specifications and campaigning to 
make sure dealers do not sell a 
product that does not carry this 
label. 

But there is no SAE standard on 
brake lining. 

While the dealer can partially | 
protect his customers by selling 
only brake fluid of guaranteed 





limina 





standard and cups and boots that 
meet SAE specifications, he can 
only resort to products which meet 
the vehicle factory tests for his 
brake lining. 

There is little doubt that brake 
lining manufacturers who make a 
quality product which meets vehi- 
cle factory tests would gladly label 
their product to aid the dealers 
who desire to protect customers 
from brake failure. 





Minnesota Passes 


Brake Fluid Law 


Minnesota is the first state to 
pass a law prohibiting the sale 
of low-quality brake fluid 
(House Bill 349), 

This law, which was passed 
by the Legislature Apr. 11, pro- 
vides that after July 1 all brake 
fluids sold in Minnesota must 
have the approval of the com- 
missioner of highways. 

The bill, however, does not 
cover brake linings, due perhaps 
to the fact that there is no 
present standard of quality es- 
tablished by the SAE or other 
nonpartisan body. 





REG. U.S. PAT. OFF. 


DIAGRAMS SHOWING SETTLING IN CUP 


ORDINARY 


Primer Surfacer 


16 times more uniform pigment 








distribution—good build, 


REG. U.S. PAT. OFF. 


BETTER THINGS 


no pinholing 


FOR BETTER 





Not enough pigment 
causes poor filling 


Too much pigment 
causes pinholing 
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Du Pont Refinishing | 


LIVING...THROUGH CHEMISTRY 
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Shop Is Cornerstone of Foss-Hughes Success . . . 
SST 


Beating Service Drum Pays Off 


ing it with each car sale. It 
offers 12 lubrications for $6 to the 


|cars in the morning, have them 
|serviced during the day and pick | 
them up in the evening. 


By Norman Shigon 
Staff Correspondent 





Auto-Lite Sales Meeting— 


Participating in a regional sales meeting in New York City of Electric Auto-Lite Co. | 
officials and dealers are (from left) Frank Macy, of Durham Co.; J. A. Shank, parts | 
and service manager of Auto-Lite; Richard Durham, president of Durham Co., and | 


L. B. O'Loughlin, newly named sales manager of Auto-Lite’s spark plug division. 


Reo Unit Aimed at Military Needs 


LANSING.—Reo Motors has an- 
nounced formation of a military 
engineering department for 


types of wheeled vehicles for the 
armed forces. 

William M. Walworth, engineer- 
ing vice-president, said the estab- 


primer surfacer 
ettling problems 





the | 
study and development of advanced | 


lishment of this department under 


the direction of W. A. Jensen, as-| 


sistant chief engineer, broadens 
Reo’s already extensive military 
activities. 


Jensen will be assisted by G. D. 
Tooker, development engineer, and 
H. T. Ingerson, service engineer. 


CHESTER, Pa. Aggressive pro- 
motion of its service department | 


|has helped build Foss-Hughes into | 


| 


ggest Ford dealerships 


one of the bi 
in this area. 

Owner of the 48-year-old 
dealership is Francis J. Lucas. 

After modernizing the lubrication 
and service facilities, Lucas set 
out to boost sales in those de- 

partments. 

As an example of the results, he 
| eaeenaee salesmen to sell under- 
}coating and porcelainizing at a) 
| package price with the purchase of 
jeach car. Undercoating jobs have | 
/increased from nine last December | 
|to 137 in April. 

In another step to. increase | 
service business, Foss-Hughes has | 
emphasized the convenience and | 
thrift of its free customer parking | 
lot. The lot, adjoining the dealer- | 
ship, has space for 250 cars. It 
enables customers to bring in their 





Arthur F. McIntyre, general 
manager, says personal contact 
between customers and service 


personnel has been encouraged in 
an effort to attract more business 
to the service department. 

Each time a new car or used car 
is sold, the customer is introduced 


|to the service manager or assistant 


manager. The customer also re- 
ceives a letter telling him of the 
free 300-mile and 1,000-mile_in- 
spection Foss-Hughes provides. 
McIntyre says the most _ profit- 
able phase of the service operation 
is the body shop. For each dollar 


|of capital investment, he says the 


body shop gets back five dollars a 
month, In the rest of the service 
department one dollar comes back 
monthly for each five dollars of 
capital investment. 

Foss-Hughes has built up its 
lubrication business by packag- 





16 times better in non-settling after reduction with thinner... 
gives protection against ‘‘pinholing’’ never before possible! 


Here’s hot news! Intensive Du Pont Research has come 


up with something refinishers all over the country are 
talking about. It’s the brand-new DUCO Primer Sur- 
facer that wipes out “headaches” on the job! 

New DUCO Primer Surfacer, when thinned, stays 
uniform in the spray cup. There is almost none of the 


settling that causes pinholing when the topcoat is put 


on. As a result, your jobs are fast, trouble-free and 


economical. Try it once, and you'll use it on every job! 


These other 4 outstanding qualities are 
also built into new DUCO Primer Surfacer: 


a 





plication. 





GREATER ADHESION 
AND FLEXIBILITY 
It resists chipping, peeling 
or flaking, even under the 
worst conditions. 





material. 


New DUCO Primer Surfacer is the best! 
Put the best to test today. 
For furtherinformationconsult your Du Pont 


jobber or write: E. I. du Pont de Nemours 
Inc.), Refinish Sales, Wilmington 98, 


& Co. 


Delaware. 


Materials 
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ADDED ECONOMY 
’ Primer Surfacer contains 
highsolids that fill file marks 
and pits quickly, 


LESS SANDING. Smooth, free flow-out requires less 
sanding, wet or dry, only thirty minutes after ap- 


Y HIGHER COLOR HOLD-OUT. It helps give a rich, 
smooth gloss to topcoats. 


with less arly | 


“Ite a knockout - 


a champ on the job 
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purchasers of new cars and gives 
three free lubrications to every 
used-car purchaser. The idea is 
to get the customers into the 
service department, where they 
are usually sold other services. 
To help boost used-car sales, the 
rm offers to split the bill for all 
repair charges for the first 30 days. 
It offers longer guarantees on 
particularly clean cars, 


The firm has its own monthly 
Ford-O-Gram which it mails to 
5,000 customers. This mail- out 
carries a short article on interest- 
ing scenic spots near Philadelphia, 
an almanac, service tips and other 
suggestions. Jay J. Dugan, the 
firm’s advertising agency, handles 
this mail-out. 


The firm attempts to make its 
customers depend exclusively on 
Foss-Hughes. It will deliver even 
a single bolt to a customer in 
order to keep an account, The 
firm has two special wholesale 
and fleet men on the road. These 
men also help to build up the 
parts business. 


While the basic idea of the parts 
business is to provide the best 
possible service, it is felt that by 
giving this service the firm can 
build up a big volume so it can 
compete vigorously pricewise. 


_McIntyre says, “Perhaps the 
biggest reason for our success is 
that when we say we shall co 
something, we do it. Since our 
word has been proven good, we are 
able to maintain and enhance our 
prestige.” 


The general manager is a gradu- 
ate of the Ford merchandising 
school and is vigorously applying 
methods which have proved pro- 
ductive. 


Another man well versed in 
Ford operations is Harold Hop- 
kins, general sales manager. 
Hopkins has been with the firm 
for 35 years. He has been in 
almost every phase of the 
business, but since 1939 he has 
been in charge of retail sales, 


Hopkins says the firm has very 
little turnover in personnel because 
of liberal payment policies, Sales- 
men are given 20 percent of the 
wash-out sales price on new cars 
1nd 7 percent on used cars with a 
maximum of $35 on used-car sales. 


“We try to make our salesmen 
feel as though they are in business 
for themselves,” Hopkins says. “We 
provide each salesman with a tele- 
nhone, a desk, a waste-basket and 
an inventory of cars.” 


The firm lets each salesman do 
his own appraising. It does not 
believe that salesmen should 
have to come to the owner or 
sales manager to close a deal, 
Rather, they Iet the salesman 
follow his deal through until the 
closing. The firm has found that 
few salesmen are_ backsliders. 
Generally the liberal policy has 
paid off. 

Foss-Hughes has inaugurated a 
system in which older salesmen— 
older in terms of experience—ac- 
company newer salesmen on the 
floor. The idea is that some of the 


know-how of the older hands is 
/bound to rub-off on the newer 
salesmen, who feel more at ease 


knowing they are not alone. 
Some Foss-Hughes salesmen earn 


|}as much as $20,000 a vear while the 


lowest salesman on the totem pole 
earns $6,000. All are taught to sell 
anything in the showroom-—tires, 
trucks, parts and financing. 

The firm has 26 mechanics and 
ten salesmen. Each salesman is 
expected to make 10 cold tele- 
phone calls a day, put out 10 
ecards on auto windshields and 
make five owner calls. Every 
owner who buys a car at Foss- 
Hughes is called 10 days after 
the purchase to see if the car is 
performing satisfactorily. 

The firm has been averaging 
about one used car for every new 
ear sold. This has been made possi- 
ble by the large number of 
purchasers buying their first car or 
buying a second car for the family. 
Hopkins savs the firm encourages 
this type of sale because it makes 
it possible to realize the wash-out 
vrofit almost immediately. 
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Makes Up for Decline in Engine Work .. . 





Body Shop Helps Recoup Profit 


(Continued from Page 34 


ed $24,000 worth of 
from his paint department 
1952, not including revenue from 
body work and parts, He aver- 
aged better than 15 complete 
paint jobs a week, with more 
than half of that volume involv- 
ing cars of a make other than 
the two he represents. 

A Pennsylvania dealer paints 
more than 50 cars a month, includ- 
ing sublet work from three other 
franchised dealers in his area. He 
says he hopes the other dealers 
never decide to do their own paint- 
ing and bumping. 

“I figure,” he says, “that they are 
making it possible for me to under- 
sell them on used cars by at least 
$20 a unit.” 


hee sales 
for 


* * oh 


OT all dealers do quite so well 

on paint and bump activity. 
For the average dealer, such work 
represents less than 10 percent of 
total service department revenue. 


Meanwhile, the same 


average 





dealer has watched his income from 
motor work drop to less than half 
of what it was in the closing days 
of World War II and in the im- 
mediate months thereafter 

Dealers who have been highly 
successful in bridging the gap 
created by less major motor work 
—by getting a profitable volume 
of body refinishing work—say the 
foundation of their success is 
modern equipment and materials. 
Top-notch equipment is cited as a 
must in merchandising body refin- 
ishing work. It’ seems that, aside 
from the fact that the potential for 
such work was never greater, the 
customer was never more difficult 
to please. 

SQUIPMENT must be efficient 
4 enough and materials of suffi- 
cient quality to back up any claim 
a dealer puts into his advertising. 

There is no end to the possi- 
bilities for merchandising paint 
and bump work, but some of 


STRONG AS A BULL 
... but oh, what original patterns! 


them involve problems in human 


psychology. 


For example, a large Detroit 
dealer decided to shoot for more 
volume in his paint and bump 
shop. He advertised that he was 
cutting his minimum price on a 
paint job by 25 percent. 

Instead of getting more volume, 


the 
off. 


dealer's business began to fall 


MOST in desperation, he hiked 

his price back up to where 
was only 15 
inal quotation. The increase in busi- 
ness he had been looking for began 
to flow in immediately. 

“It was obvious,” says that deal- 
er, “that the public just wouldn’t 
believe we could do a quality job 
at too low a price.” 

Before laying out money for 
expensive paint and bump shop 

equipment, dealers are cautioned 
that they should first ask them- 
selves the following question: 


“Will I be able to attract the vol- 


eee 
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Stout Celebrates 30th Anniversary— 


In the colorful setting of a ‘‘tent city,” 
Bob Stout's Garage, Inc. 


in business. 


(Dodge-Plymouth), Beaver, Pa., 
Shown are (from left) L. L. Stout, 


and with a pony offered as a jubilee prize 


has celebrated its 30th year 


father of the dealer; Bob Stout jr.; Bot 


Stout sr. holding the pony, and Ray Stout beside @ Dodge V-8. Dealer Stout is a past 


that will be 
investment?” 


k 


ume needed to justify 


my 


F A DEALER comes up with an 
affirmative answer, the further 
advice to him is to go out and ac- 
quire the best equipment possible. 
Many dealers say that a mod- 
ern paint shop, in addition to 
bringing in more service revenue, 
has been responsible for their be- 





NO WONDER LUMITE* SARAN PLASTIC 
OUTSELLS ALL OTHER SEAT COVER FABRICS 


a grociloy profits to you | 


FOR FREE SALES AIDS and further information, write: 
Dept. AN-33 Lumite Division, Chicopee Mills, Inc. 
47 Worth Street, New York 13, N.Y. 


s 
a 


LUMITE 


*Registered Trade-mark 


-~ 


woven 


SARAN 
fabric 


it president of the Associated Automotive Merchants of Beaver County and was president 
) percent below the orig- of the Pennsylvania Highway Safety Council i in 1947. 


coming the strongest kind of 
used-car merchandisers. 

Until recently, there has not been 
too great a need for refinishing used 
cars in order to make them salable 

Today, however, dealers all over 
the country are finding it neces- 
sary to recondition used cars, me- 
chanically and appearancewise 
They are making every effort to 
get the used-car buyer to feel lik« 
a new-car owner. 

A Des Moines dealer says his 
favorite tradein is a car in good 
mechanical condition, but in only 
fair condition from the standpoint 
of appearance. 

“I can usually buy such a car,” 
he explains, “for $100 less than 
if it looked halfway decent. And 
for $50, I can put it on my lot 
within 48 hours looking like new.” 

On used-car lots all over the 
country the prewar axiom that “the 
ear with the new look sells the 
fastest and at the highest price” is 
proving to be as true now as it 
ever was. 


DeVilbiss School 
Of Spray Painting 


Slates Courses 


TOLEDO.—The schedule for the 
latter half of 1953 has been an- 
nounced by DeVilbiss Co. for 
courses in automotive refinishing 
and preventive maintenance of car 
finishes in its school of spray paint- 
ing, now completing its 27th year 
of tuition-free operation for users 
of DeVilbiss equipment. 

The company said applications 
should be made as early as possible 
for enrolling shop superintendents, 
|service managers, spray operators 
and others who wish to attend the 
week-long Toledo classes starting 


| July 20, Sept. 21 and Nov. 30. 


West coast sessions of the De- 
Vilbiss spray-painting school will 
be held July 6 to Aug. 15, according 
to Emil F. Frey, director of sales 
promotion and advertising. Classes 
|will be held at the University of 
Santa Clara and the company’s 
plant at Santa Clara, Calif. 


Pa. Oil Group 
To Meet June 18 


PITTSBURGH. — The Pennsyl- 
vania Grade Crude Oil Assn. will 
|hold its 30th annual meeting here 
June 18 at Hotel William Penn, 
|according to W. C. Wenzel, execu- 
tive manager. 

Listed as speakers at the opening 
session are Dean Edward Steidle 
and Dr. J. C. Calhoun of the school 
of mineral industries of Pennsyl- 
| vania State College. 

Merryle Stanley Rukeyser, finan- 
cial columnist, will address the 
|luncheon session. Talks also will be 
;}given by F. G. Cottle, of Imperial 
|Oil, Ltd., Toronto, on Canada’s oil 
|industry, and by Arch Crawford, 
| president of the Magazine Publish- 
|ers Assn., on trends in advertising. 

The banquet speaker will be Lt. 
Gen. Ernest O. Thompson, chair- 
man of the Texas Railroad Com- 
mission. 


Spiers Gets Studebaker 

Major repairs have been under- 
taken at Spiers Motor Co., 211 %. 
Broadway, Knoxville, Tenn., f«l- 
lowing its appointment as 4 
Studebaker dealership. The ?4- 
year-old Spiers firm previou~') 

had handled both Ford and 
Chevrolet. The former Stue- 
baker dealership, Redmond \'0- 
tors, 1401 N. Central, will © >- 
tinue its used-car business. 


en 


Dealer of the Month... 





Youth’s Driving Habits 
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Slack’s Main Concern 


By Gerhardt Neumann 
Staff Writer 


|Ralph Thomas, 


MONG his many activities in 
the field of safety promotion, 
the one Lyman W. Slack (Mer- 
cury), Portland, 

Ore., found most 

interesting and} 

beneficial to the 


community was 
the campaign for 
parents - children 
agreements on 
safe driving and 
strict observance 
of all traffic rules. 

In recognition 
of Slack’s four- 
year fight for this 





L. W. Slack 
important step in the preparation 


of the young generation for its 
responsibilities on streets and high- 
ways, he has been selected as this 
month’s winner of the AUTOMOTIVE 
News Safety award. 

Slack, owner of a Mercury deal- 
ership since 1948, has had a dis- 
tinguished career in the automo- 
tive field, which he entered in 
1932. 

He was a Pontiac official; a vice- 
president, general sales manager 
and director of Packard for 13 

years, and distribution vice-presi- 
dent for Willys-Overland for sev- 
eral years until he started his own 
business. 


—- embarked on his father- 
J son agreements campaign in 
1949 almost single-handedly, but 


under his leadership it finally grew 
into @ statewide drive which 
carried on by the Oregon Automo- 
bile Dealers Assn. “automatically,” 
as Slack puts it. 

Slack 
highway 


is very active in 
work. He is a 
former chairman of the Inter- 

Industry Highway Safety Com- 
mittee and also has served on the 
public information committee of 
the President’s Highway Safety 
Conference. 

He believes that any dealer who 
is willing to put in enough time, 
work and enthusiasm “can’t help 
but make the safety campaign a 
success.” 


also 
safety 


* * * 


LACK expects that his efforts 
will result in legislation making 
driver training a requisite to high 
school graduation in Oregon. 

He also would like to see peri- 
odical vehicle inspection by au- 
thorized independent stations 
under state supervision. 


A more intelligent and concerned 
consciousness of the public in re- 
gard to safety problems, plus more 
severe penalties for law infractions, 
are in Slack’s opinion the next 
steps on the hard road to the goals 
for which all reasonable motorists 
are striving. 

x 


Pedestrian Deaths 
Reduced 45% 
Since Peak in 737 


The State of Connecticut and the 
cities of Rochester, N. Y., Charlotte, 
N. C., and York, S. C., were the 
award winners in the 14th National 
Pedestrian Protection Contest 
sponsored by the American Auto- 
mobile Assn. 

A total of 1,427 states and cities 
competed in the contest by submit- 
ting reports on their pedestrian 
programs and records for 1952. 

Connecticut has been a consist- 
ent high scorer in the annual AAA 
competition. This is the fourth time 
it has won the grand award, and it 
has been a first-place winner in its 
group of states in eight of the nine 
past years. | 

Rochester and Charlotte tied for | 
the grand award for cities of over 
100,000 population, while York took | 
the honor for cities of less than 
100,000. | 


“The marked reduction that has | 
taken place in pedestrian casualties | 
over the years is the brightest spot | 
in the traffic accident picture,” said | 


| 
| 
| 








is | 


president of AAA. 
“Pedestrian fatalities in 1952 totaled 
8,600, a reduction of 45 percent 
from the high point reached in 
1937. During that same time, all 
other traffic fatalities increased 22 
percent.” 

Among cities of more than 1,000,- 
000, Philadelphia took first place, 
repeating its victory of last year. 


Other first place winners in the 
various population groups were: 
500,000-1 million, Buffalo; 200,000- 


500,000, Rochester; 100,000-200,000, 
Charlotte; 50,000-100,000, Pittsfield, 
Mass.; 25,000-50,000, Belmont, Mass.; 
10,000-25,000, Garden City, Kans.; 
and under 10,000, York. 

In another contest conducted by 
the National Safety Council, 799 
cities with more than 5,000 popula- 
tion have won places on the honor 
roll. 


The largest no-death city in 1952 


was Evanston, IIl., with a popula-| 


tion of 73,600. 

Hobart, Okla., (5,400 population) 
has never had a traffic death since 
its incorporation in 1901 and main-| 
tained its record through 1952 for | 
the longest sustained performance | 
among cities of more than 5,000 
population. 


Among cities of more than 10,000, 
top honors for sustained no-death 
records went to Belmont, Mass. 
(27,400), with a record of six con-| 
secutive death-free years. 


* * 


Speed Limit Rules 
Get Once-Over 
In Legislatures 

Speed limit laws have received a 
good deal of attention in many 


states this year, according to the 
National Highway Users Con- 





| ference. A survey reveals that pro- 


posals for increased speed limits 
have been made in 13 states, estab-| 
lishment of limits in five states| 
where none existed before, and for | 


| decreased limits in seven states. 


Increases have been enacted so! 
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from 40 to 50 and for buses and 





' | lighter trucks from 55 to 60. 


A 
e 


A new law in Maryland requires 
trucks over 7.500 pounds to oper- 
ate at speeds 10 miles below that 
of other vehicles, except in 35-mile 
zones. An Oregon law reduces the 
speed limit for school buses from 
55 to 45 miles per hour. 

Ea * * 


H & S Shorts 


| 

| Roy Billings, 17, of Springfield, 
Mass., won first prize in the Jay- 
| 


cee-sponsored teen-agers’ roadeo 
in the state ... The Center for 
Safety Education at New York 
University is making spot studies 
of speed and driver behavior 
through the use of radar appara- 
tus . .. The model traffic ordi- 
nances for Colorado municipali- 
ties have been adopted by 47 
cities and towns... 

A senator in Pennsylvania, John 
H. Dent, who blames manufactur- 
ers for over-powering automobiles 
and thus courting accidents, said 
he would introduce a bill to pro- 
hibit the sale of autos in the state 


er rea _|that are powered to go more than 
limits from 45 to 50 miles per hour;| 149 miles above the speed limits. 


Indiana set a limit of 65 for cars| (The ceiling in Pennsylvania now is 
and 55 for buses, while Kansas in-|50 miles; on most open roads, and 
creased the limit for heavier trucks | 70 on the Turnpike.) 





Ls 
Grand-Grotto Opens— 


John M. Daubney (right), mayor of St. 
Paul, congratulates Charles Margolis, 
owner of Grand-Grotto K-F Motors, at the 
opening of dealership. 
Margolis has been in the automotive 
supply business in St. Paul for 32 years. 


the new Kaiser 


far in five states, new limits in 
one, and reduced limits in two. 


Arkansas raised truck speed 





THE LADY WITH 


This gal is happy... 


she drives in new comfort. 


Some salesman is happy 
... he made extra money. 


The lady drives with her eyes shaded from the 


glare of sun and sky, because an alert salesman 


showed her E-Z-Eyve with the shaded windshield. 


Your customers are reading about E-Z-Eye in 
TIME, The Saturday Evening Post, Collier’s, The 
New Yorker. One half a million are already 


driving ‘“‘in the cool, clear shade’, and with the 
protection of E-Z-Eye Safety Plate Glass. 
E-Z-Eye is a special blue-green glass made in 


two forms: Shaded has a darker band across the 


top and is used in windshields; unshaded is for side 





ALL L-O-F SAFETY GLASS IS GRADE-MARKED 


If the word PLATE isn't etched on car windows, they 
aren't safety Plate glass. 


THE SHADED EYES... | 


and back windows. Shaded windshields cut sky 
glare and reduce the blinding effect of driving 
against the sun. E-Z-Eye absorbs solar energy, 
keeping passengers cooler in summer. It is avail- 
able in all General Motors cars. 

So, do your customers and yourself a favor. . . 


sell E-Z-Eve Safety Plate. 
When you sell cars 


you'll make extra commissions by selling the 
E-Z-EveE option. 


When you replace glass 


you'll turn routine jobs into extra profit by 
selling E-Z-Eve. 


E-Z-EYE SAFETY PLATE 


with the shaded windshield 


“Reduceo Glare, Eyeatrain, Sun Heat 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO 3, OHIO 
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SEAL IN THE LUSTER, FOR THE 
en ee ee ee ee ee ee ee ee ee ee ee ee oe 
ee ee ee ee ee ee ee ee ee ee ee ee ee 


meron varus — FROM GRIME 10 SHINE: 


That’s right, your man can do a Lustur-Seal job in just 3 hours — less 
than half the time required for old fashioned polishes. You'll find that 
your Lustur-Seal stall will be the most profitable one in your shop. Profits 
are greater with Lustur Seal because you just squirt it on with the new 
handy plastic squeeze bottle and buff it in with a machine buffer — one 
application does the job. Increases the sale-ability of used cars, too. And 
you get additional profits from the sale of Lustur-Seal HAZE-CREAM to 


car owners for the periodic removal of road film. 





And talk about satisfied customers! Lustur-Seal contains NO wax, resin, 
glycerine or silicones to crack, chip, peel or streak. Will not rain spot! 
@ Unharmed by strong soap or washing detergents! @ Leaves no film 
or deposit! Lustur-Seal impregnates and becomes part of the car finish. 
That new ear finish lasts indefinitely. 


WE ARE PROUD TO} 
NOW BEING USED Al 
MANUFACTURERS THAI 


LUSTUR-SEAL CH 
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THE SEAL OF BEAUTY 
i ee ee ee ee ee ee ee ee ee 
ee ee ee ee ee ee ee ee ee 


IN HALF THE TIME with 


LUSTUR- 
SEAL 


CLEANER and SEALER 


ANNOUNCE THAT LUSTUR-SEAL IS 
ND RECOMMENDED BY MORE CAR 
ANY OTHER POLISH IN AMERICA 










Another FIRST for Lustur- 
Seal — now in plastic non- 
breakable squeeze bottles! 








CIRPORATION - JACKSON, MICHIGAN 
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John G. Bannister has been ap- 


pointed a director of National 
Automotive Fibres, Inc., it is an- 
nounced by J. R. Millar, board 


chairman. Bannister is sales vice- 
president. 
* * * 


Deal, Christopher, Vogt Get 


Goodrich Appointments 

Paul E. Deal has been appointed 
zone operating manager for B. F. 
| Goodrich Co, with headquarters in 
| Dallas. He formerly was manager 
| of the Kansas City master ware- 
house. 

Bert Christopher has become 
Kansas City district manager, and 
Alfred E. Vogt has succeeded him 
as Oklahoma City district manager. 
Vogt previously was general su- 

= pervisor in the Kansas City district. 
Nash Taxis for Calif. Firm— 2S 

When Texhoma Cab Co., Salinas, Calif., acquired the taxi franchise of the previous Associates Discount Names 
operators, it purchased a new fleet of Nash cabs, which have more than doubled | Jung Branch Managers 
the average daily taxi business, according to Jay D. Rowe, Salinas Nash dealer Managers for himecieies Bh 


— resent — count Corp. branches in Okla- 
homa City and Niagara Falls, 





Wondering how used-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Auto Personnel 


N. Y., have been appointed by | Co., New York; Elmer Isern, Eagle- | 
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Picher Co., Miami, Okla.; G. H. 
LeFevre, U. S. Smelting, Refining 
& Mining Co., New York; W. H. 
Leverett, National Zinc Co., Inc., 
New York; E. H. Snyder, Combined 
Metals Reduction Co., Salt Lake 
City; S. D. Strauss, American 


William F. Gaunitz, of South 


Bend, president. 


Ted R. Evans will serve as Smelting & Refining Co., New York, 
Oklahoma City manager and |and Jean Vuillequez, American 
William J. Dixon will be man- Metal Co., Ltd., New York. 
ager in Niagara Falls, a ae 

+ * # Fruehauf Ups Koelsch 
Roush Elevated To Vice-Presidency 
Paul A. Roush, senior project) The election of Carl J. Koelsch 


engineer at Flexible Tubing Corp.,' as 
Guilford, Conn., has been named 


vice-president of Fruehauf 
Trailer Co. has 


manager of product development. been announced 
A physicist and specialist in high- by Roy Fruehauf, 
temperature polymers, Roush will president. 

have charge of Flexible’s research, Koelsch had 
product development and quality- | served as. direc- 


| control activities. | 
* * * 


tor of purchases 
for the trailer- 
manufacturing 
firm since 1951. 
Previously, he 
was assistant di- 


| . ° . 
| American Zinc Institute 


Chooses 10 Directors 
Elected directors in the Ameri-| 

|can Zine Institute were: | rector of purchas- 
K. C. Brownell, American Smelt- | es for Budd Co. 

|ing & Refining Co., New York;|in the Philadelpiha and Detroit 

E. R. Dondorf, National Lead Co.,| plants. 

New York; R. E. Dwyer, Anaconda | eee 

eee Mining Co., New York;| Trailmobile Plant Aides 

Andrew Fletcher, St. Joseph Lead Appointment of L. P. Haverkamp 


|as general plant controller and of 
iJ. A. O'Toole as Cincinnati plant 
|eontroller of Trailmobile, Inc., has 
| been announced by Paul W. Heas- 
| ley, vice-president and comptroller. 





C. J. Koelsch 





17 times higher... 


_: than the 
Empire State 
-— Building 


All our 1953 ads 
would make a stack 
22,000 feet high 
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PVM 


* Progressive 
Farmer 


aarttnade 


iu r tl 


A sound selling message, told over 
and over again... that’s the story of 
the Association’s 1953 advertising 
program. More than 210,000,000 adver- 
tisements in seven of the leading 
magazines are saying “keep the power 
you bought”. They are continually 
reminding America’s car owners... 


ASK tor a brand of 


100% Pure 


ULNA TTI 


Motor Oil 
Broo%rinre 
[PENNSYLVANIA] 


PENNSYLVANIA GRADE 


HOLIDAY 













the power 
you bought! 


y 
VACATION Comino? 


; Before 
you head for the 


pen road, 


: ¢ power and 
mileage, /ess oj] waste and fewer 
repair bills, 


make Sure you Set mor, 


; Fill Up your crank. 
case with a brand of 100% pure 


Penn yly i toro 
s ya i 
Na motor ¢ il, made 


f a a 
rom Nature's finest crude oil 









CRUDE OIL ASSOCIATION CRANNSYLVANIA GRADE 
Oil City, Pennsylvania won ASSOCIATION 


Pennsylvania 





Haverkamp and O'Toole joined 
| Trailmobile in 1945. 
| * * + 


Allen in New Post 


Jack G. Allen has joined the ex- 
ecutive staff of Bingham-Herbrand 
Corp. as a vice-president of the 
corporation and general sales man- 
ager of the Herbrand division. 
| Allen was formerly vice-president 
|of Plomb Tool Co., Los Angeles. 

a * * 


Houston Post to Barzler 
Payne C, Barzler jr., formerly 
| southern Texas sales representative 
of Chase Brass & Copper Co., Inc., 
subsidiary of Kennecott Copper 
Corp., has been named _ district 
manager of the new Chase sales 


| district in Houston, according to 
J. M. Gehl jr., southern regional 
| manager. 


| * * 
Motors Insurance Appoints 


_Turnipseed to Head Branch 


John A. Turnipseed has been ap- 
|pointed manager of the Mont- 
| gomery (Ala.) branch of Motors In- 
surance Corp. Turnipseed had been 
claim manager at Atlanta since 
Jan, 1, 1949. He succeeds Arthur FE. 
Haggett, who died recently. 
| Turnipseed joined Motors In- 
pomeaee Corp. in 1934 as an under- 
writer in the Birmingham (Ala.) 
branch. All of his MIC service has 


| been in the Atlanta region. 
ae o * 


Willys Promotes Muhleck 


To Chassis Engineer 


Appointment of Earl M. Muhl- 
eck as chassis engineer has been 
announced by C. R. Paton, direc- 
tor of engineering for Will) s- 
Overland. Muhleck joined the en- 
gineering division in 1950 as as- 
sistant chassis engineer. 

* * * 


Murphy Gets Boost 


Appointment of Robert H. 
Murphy as assistant production 
control manager of the AC Spark 
Plug division of General Motors has 
been announced by George Mann 
ir.. general manager. At the same 
time, Mann announced two other 
| promotions in the production con- 
trol department. Edues E, Richards 
becomes supervisor of production 
control, the post formerly held by 
Murphy and Thomas E. Seeley be- 
comes supervisor of defense proj- 
ects. 

* * x 


Dalton Gets Promotion 
H. B. Dalton has been named 
manager of Associates Investment 
Co.’s branch in Beaumont, Tex., by 


William F. Gaunitz, South Bend, 
company president. Dalton for- 
'merly was a_ representative in 
Baton Rouge, La. 


* * 


GM Elevates Fitzgerald 
Glen R. Fitzgerald has been “p- 
pointed director of the  proc:ss 
development section of General 
Motors. Formerly assistant master 
mechanic at the AC Spark P ug 
division, Flint, Fitzgerald succe:ds 


(Continued on Page 43, Col. 1) 








‘(Continued 


Knudsen, who 
assistant manufactur- 


Semon E, 
was named 


ing manager of aircraft engine 
operations at the Allison division, | 
Indianapolis. 

* * * 


Cole-Hersee Names Two 


To Sales Organization 

Two additions to its sales organi- 
zation have been announced by 
Cole-Hersee Co., of Boston, 

Charles L. Mercer will represent 
the firm in Arizona, and parts of 
Nevada, New Mexico and Texas. 

Willis Spitzer will represent the 
company in California and 
northern Nevada. 

* r 


Leary, Hyland to Head 


Van Norman Divisions 

The appointments of Norm) 
Leary as manager of the Cleveland | 
division, and of Bill Hyland as} 
manager of the Omaha division | 
have been announced by Van! 
Norman Co., of Springfield, Mass. 

Leary formerly worked for 21} 
years in the automotive service | 


Auto Personnel 


from Page 42) 


recently |S. Johnson succeeds B. F. Gill as| 
sentative. 


Roshirt Named Officer 


At Aluminum Industries 


ibeen 
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“se 
1] | 
Philadelphia district field repre- | . ea 


* . 


Election of Randolph J. Roshirt 


as vice-president of Aluminum J : 
s es : ohn Walker is general manager and Carl n i 
Industries, Inc., Cincinnati, O., z : : centr eta in 
has been announced by John W. ‘ ‘ 
Craig, president. Roshirt, who M. Scholberg were named associate 


will be on Craig’s staff, will be | directors of the department. 
responsible for integrating the oa ae 
production and sales operations Haanan Steps Up 


of the company. He also will be 
Promotion of James M. Hannan 


in charge of new product de- 7 : 
velopment. | to assistant manager of the Detroit 
s a 4% | sales division of Standard Products | 
: 
e . |Co., Cleveland, is announced by | 
| 3M Issues Promotions Harry D. Myers, president. 
| In Central Research . = 2 


_ Promotion of three members of | Thermoid Picks Brockway 
its central research department has . ope i" 
To Head Subsidiary 


announced by Minnesota | 

Mining & Manufacturing Co. | Thermoid Co., Trenton, N. J., has 
Dr. Matthew W. Miller was| announced that Carl P. Brockway 

named business manager, and Dr.| has been elected president and di- 


Alvin M. Borders and Dr. Harold rector of its subsidiary, Asbestos 





K-F Showroom Provides Maximum Light— 


A circular showroom with 180-degree visibility and a large service center are 
features of the headquarters of El Paso (Tex.) K-F Co., new Kaiser-Frazer dealership. 


| of 


43 
factory manager and Emery J. 
Szabo has been named chief engi- 
neer. Speck joined the company in 
|1942 as a machinist, while Szabo 
| joined the company the same year 
jas a design engineer. 
| Other promotions included 
| Charles M. Heston, superintendent 
|of the King St. plant, replacing 
| Speck; Edward J. Siegwarth, super- 
|intendent of the small motor plant; 
|Joseph J. Ribar, inventory control 
|manager; Paul E. Lewis, assistant 
|chief engineer; Elmer P. Orvis, 
| development engineer, and Joseph 
Poticny, product engineer. 


+ * * 


Manufacturing Co., Hunting, Ind, 

Brockway is a vice-president of 
Thermoid and formerly was _ in| 
charge of friction division manu-|car distribution manager for the 
facturing at the company’s main | Cleveland zone of Hudson Sales 
plant in Trenton. He joined Ther- Corp. 


moid in 1941, 
* * * 


Hudson Names Prakup 
J. E. Prakup has been named 


* “& a 


Leece-Neville Appoints 8 Service Caster Expands 
Appointment of John Schippers 


In Expansion Program ; 
Sev lk jas Chicago area manager has been 
everal key appointments have|announced by Service Caster & 
been announced in the manu-| Truck Corp., of Albion, Mich., and 
facturing and engineering divisions | Somerville "Mass. A ‘building at 
Leece - Neville Co., Cleveland | 5131 W. Madison Ave., has been ac- 
automotive electrical equipment] quired by the firm to house offices 
firm. |; and a display center. R. W. Thomp- 
Herbert G. Speck has been named | 


(Continued on Page 44, Col. 1) 


equipment business in the Cleve- 

land area. | 

Hyland, who joined Van Norman | 

last February, has wide experience | 

in the automotive jobbing business. 
+ ” * 


Ford Shifts Brink 


V. Z. Brink has been named as- 
sistant general manager in charge 
of finance and contract administra- 
tion of the Ford aircraft engine 
division in Chicago, according to 
A. C. Moore, division general man- 
ager. Former controller of the Lin- 
ecoln-Mercury, Brink joined Ford 
Motor Co. in 1949 as assistant con- 
troller. 

« * * 


Calkins Honored 


More than 200 persons attended 
a testimonial dinner for Merrill A. 
Calkins, who was district manager 
for Mack Motor Truck Corp. in 
New Hampshire and Vermont for 
more than 20 years. Calkins has 
been appointed Massachusetts dis- 
trict manager for the truck con- 


cern. 
. * * 


LOF Reassigns White 


Arthur S. White, field represent- 
ative of the fiber glass division of 
Libby-Owens-Ford Glass Co. in the 
Chicago area, has been assigned to 
the St. Louis industrial area, suc- 
ceeding Mark Joseph Wells. 


* * * 


Olds Elevates Darnton 


— iia a 


Thomas E. Darnton has_ been 

appointed manufacturing manager 
of the Oldsmobile forge plant. 
Darnton formerly was _ assistant 
manager under the late C. B. 
Dakin. 


* ” * 
Aluminum Industries Names 


Schwab Purchasing Director 

Appointment of Ray F. Schwab 
as director of purchases for 
Aluminum Industries, Inc., Cin- 
cinnati, has been announced by 


DOVER PATTERN 





Eugene F. Eckerle, vice-presi- : 7 
dent. Schwab assumes the office Now, the perfect combination for auto seat covers! 
vacated when Eckerle became 


New Masland Duran Weld — with Masland 
Durasol, plastic coated fabric for skirting, side and 


vice-president. 
For the past 10 years, Schwab 
had headed the purchasing de- 
partments of Cincinnati Coffin 
Co. and its subsidiary, Queen 
City Mfg. Co. 
* 


kick panels. For beauty, harmony and smartness, 
they’re a real sales plus. Both are available in 


* 


Alkon Names Chelton many patterns and colors. Both are practical, long- 


Robert G. Chelton has been ap- , ; 5 
pointed sales manager of Alkon wearing and easily cleaned with a damp cloth. Used 
Products Corp., New York City. ° ‘ ° ‘ ‘ ‘ 
Chelton formerly was with Su- as trim material in the illustration, is the new 


preme Products Co., Chicago, and 


Cleveland Twist Driil Co. Masland Duran Weld pattern, Dover, with its lovely 
x x * 
\ 


quilted effect. Blending perfectly — on skirting 


4 Field Representatives 
and back section — is the new #1411 Masland Durasol 


Appointed by Goodrich 

Four new district field repre- 
sentatives have been appointed for 
the associated tires and accessories 
division of B. F. Goodrich Co. 

R. L. Garman assumes new duties 
as Cincinnati district field repre- 
sentative; W. G. Reid takes over 
similar duties at Indianapolis suc- 
ceeding G. A. Geer who has re- 
J. W. Peterssen will head- 
quarter at New York, succeeding 
M. F. Duffy, who has been pro- 
moted to northeastern zone man- 
ager for the division; and Robert 


Weave Grain. For seat covers that really put new 
style into a car, insist on Masland Duran Weld and 
Masland Durasol, in combination. 

The Masland Duraleather Company 

Dept. AA, Philadelphia 34, Pa. 


signed; 
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son, distributor of the C hicago | me nt and financial consultant ‘ail 


territory, will become a sales ex-/is expected to maintain offices in 
ecutive in the new _ operation.| Washington and his home city of 
Schippers, formerly headed _in-| Philadelphia. 
dustrial truck sales in the Chicago * * + 
ee Weavers Elevates Fox 

i ae sh 


Weavers Sales Co., American 
Furniture Mart, Chicago, has named | 
| Alexander L. Fox a partner in the 
firm, which acts as sales represent- 
atives for upholstery materials. 
Fox, who joined the company three 
years ago, will remain in charge of 
Boltaflex plastic sales to the auto- 
motive seat cover industry in the 
midwest. 


LOF Promotes Carver 

Thomas L. Carver, sales staff 
member of the fiber glass division 
of Libbey-Owens-Ford Glass Co., 
has been promoted to district man- 
ager, succeeding A. K,. McClay, who 
resigned. Carver was assigned to 
the fiber glass sales in the New 
York area last year. 

* * 


Fisher’s McCarthy Retires; 


Safety Director Since ’28 


M. J. McCarthy, safety director 
of Fisher Body, has retired after 


* * * 


* 
Western Highway Institute 


Names Curry President 


Neil J. Curry, Los Angeles, has 
been elected president of the West- 


27 years of service with the di- | ern Highway Institute, succeeding 
vision, according to Ralph R. | Syd B. Cook, vice-president of Cum- 
Nordyke, general director of in- | mins Service & Sales, Los Angeles, 


who became chairman of the board 
of directors. 
Other officers 


dustrial relations. 

McCarthy assumed the post in 
1928 when Fisher had 2,387 acci- 
dents. Average annual accidents 
now are fewer than 100. Mc- 
Carthy is credited with develop- 
ing the safety eyeshield now in 
general use in heavy-industry 
plants. 


elected were: 


THE 


* * * 


Ingham Joins Simmons 


E. S. Ingham has resigned as 
manager of the Albany branch of 
Wheels, Inc., to take a manufactur- 
ing position with the fastener divi- 
sion of Simmons Co., Albany. 

= * * 


K-F Appoints Malone 


Kaiser-Frazer has appointed Lee 
F. Malone as superintendent of 
plant protection, succeeding L. J. 
Jacobs, who resigned. Malone 
formerly was chief security officer 
of Peter Kiewit Sons Co. 

~ * * 


Commercial Solvents Adds 


Hamilton, Ellis to Board 


J. Albert Woods, president of 
Commercial Solvents Corp., has an- 
nounced the election of Abbott K. 
Hamilton, vice-president of product 
divisions, and Sidney T. Ellis, ad- 
ministrative vice-president, to the | 
board of directors, . 

of 


Ort Named Divisional Aide 


For U. S. Tires in West 


Chester W. Ort has been ap-| 
pointed assistant divisional man- 
ager of the western division of the | 
U. S. Tires division of United 
States Rubber Co., according to an 
announcement by H. C. Oliver, sales | 
manager. 

Ort, who had been district man- 
ager at Portland, Ore., will es-| 
tablish headquarters in San| 
Francisco. 

E. S. Morgan, formerly district | 
manager in Seattle, succeeds Ort 
in Portland. D. E. Kennedy, as- 
sistant district manager at Los 
Angeles, becomes district manager 
at Seattle, succeeding Morgan. 

* a” * 





Borman, Hastings Appointed 
To Clark Engineering Staff 


Two lift-truck engineers have 
joined the Clark Equipment Co.’s 
industrial truck division, it has 
been announced by Robert H. 
Davies, vice-president. 

John A. Borman, who worked 
with Clark from 1946 to 1950 be- 
fore joining Baker-Raulang Co., 
has returned as assistant to | 
Davies on engineering and pro- | 
duction problems, and Russell 
Hastings, who spent 18 years 
with the Lewis-Shepard Co., will 
be assistant to A. O. Williams in 
directing the activities of the 
engineering staff. 


* 


Monroe Resigns DTA Post; 
Meyer Heads Roads Unit 


Defense Transport Administrator 
James K. Knudson has announced | 
the resignation of Ronald R. Mon- 
roe as director of the Street and 
Highway Division of DTA. 

George A. Meyer, chief of the 
division’s field operations branch, 
has been named acting director of ! 
the division. 

Monroe, who had been director 
since Jan. 15, 1952, will return to| 
his regular business as manage- 


i 
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with the Jeep's normal 81 inches. 


ONE HOUR SAVED 
PER DAY per man pays 
Tae dM Ted ae 
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Jeep as Military Ambulance— 


U. S. Army Field Forces and the Army Medical Corps will use this new front-line 
Jeep ambulance. Willys has received a $3 million contract for the four-wheel-drive 


| vehicle. Kathy Grandpair (left), Willys secretary, and F. B. Reybold, director of military 


relations, inspect the ambulance. The unit is built on a 100-inch wheelbase, compared 


Francisco, and Treasurer J. A.| 
Gritsch, Oregon-Nevada-California 
Fast Freight, San Francisco. 

* 


Northwest regional vice-president 
John MacDonald, Pacific Highway 
Transport, Seattle; southwest re- 
gional vice-president—Arno Dalby, 
T.I.M.E., Inc., Lubbock, Tex.; inter- 
mountain regional vice-president 


* * 


Edwards Assigned 


James E. Goodman, general man-| 
Ray Lilenquist, Inland Freight ager of Fisher Body, has an-| 
Lines, Salt Lake City; Secretary—| nounced the appointment of Russell | 
Jess N. Rosenberg, general counsel, | P. Edwards to his staff on special | 
Western Highway Institute, San/ assignments. Edwards, who became 





GREAT WEW 


| 1941, 


| tary 


IDEA 


Bench-Rack gives 


assistant to the general manager in 
went to Washington in 1952 
to serve on the staff of the secre- 
of the Army in coordinating 
production activities. 

* 


defense 


* * 


| Johns-Manville Appoints 4 


In Friction Materials Dept. 
Johns-Manville Corp. has 
nounced four appointments in 
friction materials department. 
J. S. Doyle was named staff man- 
ager for automotive sales; R. M. 
Garrett, staff manager for replace- 
ment friction materials; J. R. Glaze- 
brook, staff manager for industrial 
friction materials, and E. F. Cra- 
mer, staff engineer of the friction 
materials department. 
ra 


an- 
its 


* a 


Dunlap Appointed to New 


| Post in Yale Auto Lock Sales 


Robert A. Dunlap has been ap- 
pointed to the newly created post 
of automotive products sales 
manager of the Yale Lock and 
Hardware division of Yale & 
Towne Mfg. Co., James D. Young, 
general sales manager, has an- 
nounced. 

Dunlap, with headquarters in 
Detroit, will be responsible for 


(Continued on Page 45, Col. 3) 
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“BENCH-RACK” COMBINES A 





**Bench-Rack"’ holds all ‘'Porto-Power’’ 
section 

All panels enameled white 

Service Merchandiser Sign 

Free Nameplate identifies mechanic or shop 

16 gauge sheet steel panel, hooks and brackets 
hold attachments. Gray silhouettes indicate 
positions 


3 Doot bar equipment anchors doors to bench 

4 Vise can be mounted here 

5 Brackets on side hold 10-ton hydraulic unit = 

6 Adjustable clamping arms rigidly hold any — 
section . . . slide out of way when not in use 

7 Drawer 

8 Steel storage shelf 

9 Bench bolts to floor 

0 ‘'Vise-grip’’ pliers chained to adjustable 


clamping arms 
Vg" steol bench top 


J 


exclu- 


HOLDING RACK PLUS ALL THIS: 


equip- 
ment necessary to roughout or align any body 


WORK BENCH AND A 
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Pin-Pointing Nash Poster Locations— 

This advertising-merchandising display was utilized in Detroit recently to dramatize 
Nash's outdoor poster showing in the Greater San Francisco area. W. F. Stevens 
(center), midwestern representative for Foster & Kleiser Co., West Coast outdoor 
advertising firm, points out locations of the 34 Nash panels on the traffic flow map. 
Shown (from left) are Howard B. Sweeney, vice-president of Outdoor Advertising, Inc.; 
Stevens; and J. B. Huntress, Nash advertising manager. 


Grundy Promoted has been appointed a vice-president. 

Gordon Grundy, comptroller and |He joined Studebaker when the 

assistant secretary since 1946 of | company bought its Hamilton plant 
Studebaker Corp. of Canada, Ltd., | from the Government. 


BODY S$ HOP 


every body m 





NOW... make more 





j | 





| 
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the sales and servicing of all 
automotive locks made by the 
| company in its Salem (Va.) plant. 
He formerly was in charge of 
the industrial sales territory com- 
prising Ohio, Kentucky, Tennes- 


see, and parts of Michigan, 
Pennsylvania, and West Virginia. 
* * 


Burns Gets Fisher Post 


| Frank H. Burns has been ap- 
| pointed assistant director of the 

Fisher Body material-handling and 
|econtrol section, and will work 
under Francis §S. Norton, who 
heads the activity. Burns formerly 
was director of material control 
and purchasing for the Buick-Olds- 
mobile-Pontiac assembly division. 

* * * 


Chanslor & Lyon Appoints 


Estribou in Fresno, Calif. 

Al Estribou has been appointed 
Fresno district manager for Chans- 
lor & Lyon Co., Roy D. Adams, 
president announced, He will head- 
‘quarter at the C & L Fresno dis- 


am 


WORK CENTER 


|trict warehouse and office, 2139 
| Stanislaus St. Dave Goerlich con- 
tinues as district sales manager at 
Fresno. 

Art Pessell, formerly located at 
Fresno, has been transferred to the 
Southern California division § of 


C & Land will manage the Bakers- | 


field branch. 
* * * 


Seward Is Olsen Rep 

Bill Seward has been 

representative of J. B. E. Olson 

Corp. in Michigan, Ohio and In- 

diana. His headquarters is at 32449 
Pardo, Garden City, Mich. 


oh * tk 
|Lou Teitelbaum Is Chosen 


To Head Universal Parts 


Lou J. Teitelbaum has 
| elected president of Universal Mo- 
|tor Parts, Inc., Marion, O., suc- 
ceeding Abe Schoen, who has re- 
| tired from active participation in 
|the business. 

Other officers elected at a recent 
board meeting were E. Teitelbaum, 


MANAGEMENT 





vital ‘“‘Porto-Power” equipment. And, most important, each 
man is armed to do all body alignment and rough-out work 


. . . both ON and OFF the car. What's more, you get the 


DOLLARS FROM DAMAGE! 


ments. 


very latest of the many startling new ‘“Porto-Power” develop- 


The cost is so small in relation to profits! You absolutely 


This revolutionary Blackhawk idea will organize your body 
shop for even greater profit. 

Heart of the idea is ‘“Bench-Rack.” It combines a work 
bench and a holding rack and includes all essential Bantam 
and 10-ton general-purpose “Porto-Power” equipment. 

The body man gets his own work center — just like 
mechanics in other service work. You eliminate delays now 
caused by mechanics waiting for others to yield the shop’s 


This is why Bench-Rack equips a man to produce 


* 





BETTER HOUSEKEEPING — ‘‘Bench-Racks’’ impress 
your customers. They also help produce more 
competitive bids and cut reconditioning costs on 
used cars. You'll find it easier to hold good 
body men, because of improved earning power. 


Only complete Bench-Rack equipment can 
handle all 20 major body sections profitably 


Here’s proof of why no one ram can do the trick — why you need | 
both Bantam and 10-ton “Porto-Power” equipment with ai// their 
rams and spreaders (as supplied in “Bench-Rack”). Body sections | 
differ in strength. That’s why compact Bantam “Porto-Power”’ is 
needed for fast work on a great per cent of jobs ... why 10-ton J 
“Porto-Power” must serve on reinforced sections. And, because of 
Spee-D-Coupler, you can change from one ram to another — for 
push or pull — in less than 5 seconds! 


Porto-Power | 


attachments in place. All ‘‘Porto-Power’’ set ups are O 
another big saving for you! 









can’t afford to miss this competitive advantage. So go after 
more “dollars from damage” this easy way. Your Blackhawk 
Jobber has a special presentation for you on the great “Bench- 
Rack” idea. Ask him for it TODAY or write us. 


MERCHANDISE YOUR BODY SHOP! 
The Blackhawk jobber will tell you how 
this attractive large metal sign can be yours. 
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UP TO 40% MORE LABOR DOLLARS 





CLIP and send 
with your letter- 
ead, card or in- 
quiry to get free 
catalog-book on 
how to get more 
‘Dollars from 
Damage."’ 





ELIMINATES NEEDLESS WALKING, BORROWING, WAITING — Note how “‘Bench-Rack’”’ 
organizes the shop. Each man has everything needed for work in his own stall. This 
helps maintain schedules. A convenient storage rack keeps all hydraulic units and 


MAN OPERATED ... 





appointed 


been| 
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| 
| vice-president; James S. Teitel- 
baum, secretary and sales manager, 
and E. Zimmer, buyer. 
Schoen had been with the 
|for 34 years. 
| * * * 


| Bolger to Head Sales Office 


| Of Boston Woven Hose 

| John J. Bolger has been ap- 
pointed sales office manager of 
| Boston Woven Hose & Rubber Co., 
according to Whiting N. Shepard, 
director of sales. 

The post was recently created to 
| strengthen customer relations, ex- 
pedite deliveries and establish effici- 
|ent controls for servicing inquiries 
and orders. Bolger has been with 
the firm for 12 years. 

* * * 


| Chicago Glee Club Makes 


McCarty Life Member 

M. F. McCarty, Chicago district 
manager of the motor truck di- 
vision of International Harvester 
Co., was honored at a testimonial 
dinner given by the board of di- 
rectors of the Svithiod Singing 
Club of Chicago. 

He was made an honorary mem- 
ber of the club and presented with 
a gold membership plate. 

* * * 


firm 





| Detroit Diesel Promotes 
6 on Engineering Staff 

Six promotions in the engineering 
|organization of the Detroit Diesel 
Engine division of General Motors 
have been announced by L. S. 
Sheldrick, director of engineering. 

John Dickson has been appointed 
chief of design and development; 
J. A. Hall, chief experimental engi- 
neer; R. L. Hulsing, chief appli- 
cation engineer; T. E. Taylor, ad- 
ministrative engineer; V. C. Reddy, 
development engineer, and R. D. 
Wellington, assistant director of the 
engineering laboratory. 

* * + 


Timken Bearing Boosts 4 


As Riley Leaves Staff 


| Timken Roller Bearing Co. has 
| announced a series of promotions 
| brought about by the retirement of 
J. A. Riley, secretary-treasurer. 
H. E. Markley, assistant secre- 
|tary, has been elected secretary; 
|G. L. Deal, assistant treasurer, was 
elected treasurer; B. R. Powell, 
|chief cost accountant, has been 
named assistant secretary, and R. 
A. Gulling, systems supervisor, has 
been elected assistant treasurer. 
j a * * 


| Johnston, Stritter and Wells 


|Named by Boston Hose 


Three key appointments have 
been announced by James N. Ma- 
son, director of the recently ex- 
panded research and development 
department of Boston Woven Hose 
& Rubber Co. 

Donald Johnston becomes man- 
ager of hose development; Edward 
E. Stritter takes over as plastics 
development manager, while Wil- 
liam E. Wells heads the belt devel- 
opment division. 

* oe * 


Wilson Joins Timken Axle 


As Sales Engineer 


Appointment of A. E, Wilson as 
a sales engineer for Timken-De- 
troit Axle Co. has been announced 
by F. W. Parker jr., executive vice- 
president. 

Wilson recently returned from 
Australia, where he served for two 
years as assistant chief engineer 
for the General Motors overseas 
| division. 





*~ * * 


Asbestos Appointments 

Asbestos Mfg. Co., of Huntington, 
Ind., has appointed Burness F. 
Sprague assistant manager of sales 
engineering, and Frank A. Colosimo 
'as sales engineer, according to E. 
H. Janes, vice-president. 

. as + 


_Bassick Elects Meyers 


Executive Vice-President 


William K. Meyers, for many 
years regional sales manager in 
|Chicago for Bassick Co., manufac- 
turer of casters, has been elected 
executive vice-president of the 
Bridgeport (Conn.) company. The 
company is a subsidiary of Stewart- 
Warner Corp. 

Meyers succeeds Walter F. Her- 
old, who recently was named a 
vice-president of the parent cor- 
| poration. 
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j St. Paul Hydraulic Hoist has re-|finish. It can be arranged for Howard Distributors, 9140 Mason 

f leased an eight-page catalog on its| grinding complex skirts where the | Ave., Morton Grove, IIll., has intro- 

i line of heavy-duty dump bodies and | degree of relief varies from the |duced a new lubricating oil ad- 

b hoists for on and_  off-highway|top to the bottom of the skirt, the | ditive, Tempo. 

i service. |company says. Tempo, when poured _ directly 

} Included is the regular St. Paul | * * * into the crankcase, Howard claims, 

| line of heavy-duty underbody arm- | soaks every metal part with an 

f type hoists as well as its Hi- anti-friction film and frees sticky 
|Dumper hoists and dump bodies. valves, pistons, lifters and piston 
| Additional facts are obtainable pins. The firm also says Tempo is 
|from St. Paul Hydraulic Hoist, effective in automatic trans- 
Customer Service Department, missions. 








Wayne, Mich. 
* 


* + 





PUSH-PULLER — OTC Push- Puller has 
been adapted to the OTC Power-Twin| 
center-hole hydraulic ram and comes in| 
four sizes. It is said to speed up mainte-| . 
nance pulling and_ installing operations | ¥'S® A E 
involving gears, bearings, sheaves, pulleys, entry simultaneously for average-sized 


Pinions and couplings. Owatonna Tool Places of business or homes, and also 
|acts as a fire alarm. Its loud alarm is 


combined with attachments for flood light- 

ing and other signal effects. Security 

Systems, P.O. Box 709, Chicago 90, Ill. 
x * * 


PORTABLE BURGLAR ALARM—This de- 
is said to protect every point of 


Co., 314 Cedar St., Owatonna, Minn. 
* 


* * | 


National Lift Catalog Offered 


On Elevating End-Gate 

A catalog covering its latest 
model Lift-O-Matic elevating end- 
gate for pickup trucks is available 
from National Lift Co., Wayne, 
Mich. ‘ 

The new Lift-O-Matic is described 
as having a 1,000-pound capacity 
for transferring bulky loads from | 
ground to truck body, with 20 to 
40 percent more capacity than| 
other pickup loading gates. 

+ * * 





M4 DEMOUNTABLE WHEEL—Rapistan MB is 
| provided with a bonded-to-steel rubber 
tread which, it is claimed, will not slip, 
stretch or creep under heavy loads and 
cuts costs up to 30 percent through fast 
tire replacement. Manufactured in six and 
eight-inch sizes with a 1%-inch width 
tread. Load rating is 400 and 500 pounds, 
depending on wheel size. Rapids-Standard 
Co., Inc., 342 Rapistan Bldg., Grand Rapids 


2, Mich. 


* * x 





PERFORMANCE CHECKER — PerfOMeter 
\ tae is an instrument to check a car or truck's 
performance and safety characteristics. 
The two-scale dial is said to function as 
an accelerometer measuring road horse- 
power and as a decelerometer measuring 
the condition and efficiency of the brak- 
ing system. Comparing readings for any 
particular make with the instrument, a 
serviceman is able to detect defects 
quickly, says Autosphere Corp., 11 E. 
Forty-eighth St., New York 17, N.Y. 

* ¢ 





STEAM CLEANER—Model KI5-A has a 
capacity of 150 gallons an hour. Accord- 
» ing to the maker, it eliminates the torch 
| and long period of fuel ‘‘generation” re- 
! quired to fire other steam cleaners, be- 





> cause it is controlled electrically. Kelite| 
F Products, Inc., 1250 N. Main St., Los| 
| Angeles, 12, Calif. 





layouts, forming, 
moulding and glass, and taking out up- 
| holstery and inside hardware. Graver In- 
dustries, Inc., P.O. Box 4027, Cleveland 
23, O. 





* 


Norton Offers Packaged Unit 


|For Piston Grinding 


Norton Co. of Worcester, Mass., 
WINDSHIELD VISOR —Filterzone is an|is offering a packaged unit for pis- 
anti-glare visor for trucks similar to these | ton grinding with its new six-by- 
used in passenger cars. It is said to filter | eight-inch semi-automatic piston 
out sun glare and overhead night glare| grinding machine. 
without distorting vision, Filterzone Auto| The machine is said to provide 
Vision Co., 641 Lexington Ave., Brooklyn | economical grinding of elliptical 
21, N. Y. | pistons to fine limits of size and 


* * 





es ele 














| factor is claimed. Lempco Automotive Co., 
2953 E. Fifty-fifth St., Cleveland, O. 


DOOR REPAIR PANEL — Available for | 
1953 Chevrolets. Comes ready for mount- | 
ing, with flanges all formed and holes | 
die-pierced. It is stated that the use of | 
the panel eliminates the need for making | 
removing window | 








* . 








FISHING KIT—Top-O-Car fishing pole 
and rod carrier is said to fasten securely 
by clamping with swing and lock nuts to 
rain trough of car. All parts exposed to 
poles are lined with Corprene, a pro-| 
tective covering to prevent scratching of 
poles or car. Progressive Enterprises, 1660 | 
N. Hobart Bivd., Hollywood 27, Calif. 


* * * 





BUG REMOVER—Bug-Go is a chemically 
treated cloth which, it is claimed, removes 
bugs, bug splatter and road film but 
will not harm the finish of a car. Ritten- 
baum Bros., 691 Houston St. N. E., Atlanta, 
| Ga. 





BRAKE COMPOUND — Designed to end | 
brake “‘fade"’ and to promote better brak- | 
ing action, the compound is said to fill pits 
and pores of the linings, resulting in a 
high-friction surface. This dissipates harm- | 
ful heat, improves braking area and can 
double the life of the brake linings, it is 
claimed. Cop-Sil-Loy, Inc., Hollywood, 
Calif. 


JET-PCOWER PUMP—When the trigger is 
pulled, the grease gun produces an un- 





filtered 
service 


clean, 
with no 


interrupted delivery of 
grease, it is claimed, 


required. Balcrank, Inc., Cincinnati 9, O. 


TRUCK STANDS —The stands propped | | 
underneath this loaded trailer are not | § 
hydraulic jacks but hollow steel tubes | & 
loaded with steel slugs. 





When the inner; ~ 
cylinder is lifted, the slugs drop through| — 
an opening in the bottom of the tube, | 
forming a solid base and thus supporting | RATCHET WRENCH—Billed as a “Do-lt- 
the stand in any extended position, ac- | 


‘ a ; \ ti 
cording to the maker. Although rated an | A : too! = work on leternel combus _ 

| engines. Fits over and around cables, wir- 
10 tons, a more than 100 percent safety | . : a . 

| ing, tubing and piping to tighten hex nuts 
and fittings. Head and sockets are center- 
less, permitting the tool’s use on spark 
plugs, long studs and other high-standing 
center obstacles. Tubing Appliance Co., 


| 10321 Anza Ave., Los Angeles 45, Calif. 


* * * 


| * * 


Compco Buys Leader Unit 
| Leader Station Master gas station 


by Compco Corp., 2251 W. St. Paul 
|Ave., Chicago 47, Ill., according to 
S. J. Zagel, president, who an- 
‘ nounced the purchase of the ex- 
s |terior and special lighting division 
of Leader Electric Co. 

Compco manufactures 
|equipment, and was organized 21 
years ago. 


* * * 


COLORED FENDER FLAPS—Offered 
pastel shades of red, green and blue. . » 5 . 
Patented quadrant-type ‘‘vice-jaw” clamp Aid to Keeping Clean 
is said to fit any fender and never A Waterless hand cleaner is the 
come loose. Tingley Rubber Corp., Rahway, | newest addition to the duPont No. 7 
N. J. | line. The cleaner contains lanolin. 





\lights are now being manufactured | 


lighting | 








TWO-LEGGED JACK—Designed for cars 
up to 5,000 pounds. Legs spread wide 
apart to prevent car from rolling forward 
or backward, while wide bases on both 
legs prevent tipping sidewise, says C. B. 
Woodworth Corp., Greene, N. Y. 


* * * 

Chicago Tool Catalog 

| Chicago Tool & Engineering Co., 
|8383 S. Chicago Ave., Chicago 17, ‘ 
|has published an eight-page cata- / 


in 1 


” 


log, “Palmgren Products Used 
|All Industries Everywhere. 
The catalog shows the complete 
line of Palmgren hand vises, angle 
vises, drill press vises, swivel ma- 
chine vises, rotary tables, milling 
attachments, adjustable angle 


plates and other machine tool ac- j 
cessories. 


Amy el 





Isol, especially 
| commended as a bug remover, dissolves 
sediments quickly, leaving body, chrome 
and windows shining bright, it is stated. 


— 


re- 


Alsol Products Co., 154 Clifford  St., t 
Newark, N. J. n 
* * * 
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AMO THIS War! 


™IS Way 





STRETCH iT THIS WaY 





RUNNING GEAR —A new, “three-way 
stretch"’ unit can be adjusted to the width c 
height or length necessary to fit any stanc 
ard wagon box, according to the maker. 
The change is made by sliding in or out . 
the steel tubes which make up the gears 
frame and bolting them into spaced hole 


American Road Equipment Co., Omahe 
Neb. 
* * * 
Muffler Catalog 
A 16-page illustrated catalo 


describing Porter exhaust syster 
| products has been issued by Port« 
Muffler Mfg. Co., 11820 W. Olympi 
|Blvd., Los Angeles 64, Calif. Th 
|catalog deals with single muffler 
| header duals and accessories. 





AUTOMOTIVE NEWS, JUNE 15, 1953 





Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker 


Attorney at Law 
A RTHUR J Hass, a lawyer with 
offices at 1910 Buhl Bldg., De- 


troit, writes: “My client, an auto- 
mobile dealer, has advised me to 
address you for information con-| 
cerning the rights of a dealer 
against the holder of a _ chattel 


mortgage, under the following cir- 
cumstances: This dealer purchases | 


a used car from another dealer, | 
where such car is subject to a 
recorded chattel mortgage and 
where such lien does not appear 
upon the certificate of title and 
where the selling dealer certifies 


in writing that the car so sold is| 
free of all liens and encumbrances. 
May I please have your reply at an 
early date, with late higher court | 
decisions on encumbered _ auto- | 
mobiles?” 

Late cases involving encum- 
bered automobiles are: Kleb, 241 
S. W. (2d) 91; Jones, 238 S. W. 
(2d) 905; Fells, 246 Pac. (2d) 362; 
Granite, 71 Atl (2d) 422; Evans, 
57 S. E. (2d) 506; Economy, 198 
S. W. (2d) 867. 

It is my opinion that if a selling 
dealer certifies in writing that the 
auto he sells is free of all liens and 
encumbrances, this dealer is per- 
sonally liable to the purchasing 
dealer for financial losses arising 
from the false or erroneous certi- 
fication. 

Higher courts hold that if a 
person negligently violates a valid 
law resulting in financial loss to an 
innocent purchaser, the loss must 
fall on the negligent person 
although he acted innocently and 
in good faith. 


* * * 


Auto Destroyed by Fire 
= Schiffman, of the 
7 River Motors, Hackensack, N. 
J., writes: 

“A customer’s car was de- 
stroyed by fire in our shop. The 
insurance company is suing us 
for the amount that was paid out 
for the damage. We have a sign 
in our shop stating that we are 
not responsible for fire and theft 
on all cars left for service or 
repairs. I would appreciate your 
sending me any legal opinions 
that have been given out on 
similar cases.” 

Higher courts consistently hold 
that signs stating that the oper- 
ator of a service station or garage 
is not responsible for loss or 
damage to automobiles does not re- 
lieve the proprietor from losses 
caused by his own negligence. 

* * * 


Negligence Is Costly 

| IGHER courts also hold that an 
insurance company may sue 

and recover, from one whose negli- 


Expansion to Cost 
$100 Million 
At McLouth Steel 


TRENTON, Mich—A $100 million 
expansion program, aimed at help- 
ing meet the need for steel in De- 
troit auto plants, has been an- 
nounced by McLouth Steel Corp. 

Company officials said a new blast 
furnace, ore docks and ingot-mak- 
ing and steel-rolling facilities would 
be added to double the present 
capacity of 550,000 tons annually. 
The expansion is expected to lower 
production costs, they said. 

Stockholders, at a special meet-| 
ing last week, approved $105 million 
in new financing to build the facili- | 
ties. They also authorized an in-| 
crease in common stock to 2,500,- 
000 shares and the issuance of a| 
new preferred stock. 





Liability Rates Pared 
By 10 Wash. Firms 


OLYMPIA, Wash. — An im- | 
mediate decrease in automobile | 
liability rates for 10 of the ap- 
proximately 200 independent 
companies doing business’ in 
Washington has been approved 
by William A. Sullivan, State 
insurance commissioner. 





gence caused the loss, all 


paid out on said loss. 

If the testimony shows that loss 
of an auto while in a garage or 
service station resulted from negli- 
gence of the proprietor, or his em- 
ployes, the proprietor must pay to 
the insurance company the amount 
it paid the auto owner. 

* 


* * 


money 


Colorado Gls Must Pay 


Auto Ownership Tax 

DENVER.—Servicemen stationed 
in Colorado, although exempted 
from paying personal property 
taxes, are still required to pay the 
specific ownership tax on automo- 
biles, according to the Motor Ve- 
hicle Division of the Colorado 
Revenue Department. 

A recent U. S. Supreme Court 
decision upheld the claims of serv- 
icemen, stationed in Colorado on 


orders, for exemption from the per- | 


sonal property tax and gave all who 
have paid such taxes the right to 
rebates. 








| Brahms Lands 500 Pounds of Fish in Day— 
Sam Brahms, president of Brahms Chevrolet Co., Inc., Palisades Park, N. J., caught 
= sailfish in a single day off Acapulco, Mexico. Each fish—so goes his story— 


| weighed more than 100 pounds and was more than 10 feet long. A 65-pound test 
‘line was used. . 


Chrysler dealer says — 


| of Basic 


47 


Materials Exhibit 


To Stress Atom’s 


Use in Industry 


NEW YORK.~—A survey of 
atomic development and the use of 
atomic energy in private business 
will be given at the first Exposition 
Materials for Industry 


| Which opens here today (June 15) 
}at the Grand Central Palace for a 





NO STICKING LIFTERS 


five-day run. 

The exhibit will give an exten- 
sive picture of all types of products, 
according to Theodore C. DuMond, 
chairman, and will be open only to 
business executives concerned with 
product design. 

A number of atomic experts will 
discuss materials in the atomic age 
and will show some of the machin- 
ery with industrial application. 

Dr. William L. Davidson, director 
of the Office of Industrial Develop- 
ment, said that within the next 10 
years many of the industries repre- 
sented at the show will realize 
benefits, direct or indirect, from 
peacetime uses of the atom. 

More than 80 companies will have 
displays at the show. 





SINCE USING PURPLE Olt 


Don Julius, Manager, 


Don Julius says: “During our forty 
years in the automobile business 
we've handled many different kinds of 
motor oil. But never have we expe- 
rienced the complete satisfaction that 
we've had with ROYAL TRITON. We 
have used ROYAL TRITON 100% in 
all Chryslers with hydraulic valve 
lifters and we haven't had a single case 
of sticking lifter trouble?’ 


Here’s how this amazing purple 
motor oil keeps valve lifters clean and 
free and combats sticking: 


1. ROYAL TRITON 


compounds that reduce the formation 
of lacquer and varnish. 


2. ROYAL TRITON’S greater deter- 
gency retards sludge from clogging hy- 
draulic valve lifters. Instead of de- 
positing on engine parts, sludge and 
gum stay suspended in the oil until 


drained. 


Inquire today about handling heavy- 
duty ROYAL TRITON motor oil in your 
automobile agency. Write your near- 
est Union Oil Company office: 


LOS ANGELES 
Union Oil Building 


CHICAGO, 1612 Bankers Building 
NEW ORLEANS 
917 National Bank of Commerce Building 
CINCINNATI, 2111 Carew Tower Building 


A. W. Julius Company 
Buffalo, New York 


contains special 


Maa at ay Le 
SiR iiiti)) BT eee 


NEW YORK 
45 Rockefeller Plaza 





2 UNION OIL COMPANY «: carom: 





XL 
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Says Consumption Keeps Pace with Supply .. . 


N. Y. Bank Sees No Recession 


NEW YORK.--A continuing high| of Commerce statistics, for a |a reasonable stock-sales ratio is not 
level of business activity for the| time reached a rate of $8 billion |the final answer to the concern 
immediate future was forecast by| annually. This was excessive and | sometimes expressed about the $75 





the National City Bank in its! if it had continued into 1953 it | billion aggregate inventory. Large Ms 
4 monthly business letter, would have been a justifiable | inventories, it added, are needed to — 
: “In the main,” the bank said, | cause of concern, carry on business at present rates. 
: “ 1c »aki “ ts cles reve : > » “sti ightening 
i the record - breaking output of It is clear, however, that some On the question of tig i . ' 
} goods appears to be moving | of the restocking was the necessary | Credit, the bank noted that busi- O'Dea Shows Teachers How It's Done 
| steadily into consumption.” replenishment of inventories drawn | Ness investment continues stable Participating in the annual Business-Industry Education Day held by the Highland 


It noted that the market for|down during the steel strike. Since| and predicted that figures for the | park (Mich.) Board of Commerce in cooperation with the City’s schools, James M 
trucks appeared to be fully sup-| the first of the year the rate of ac-| second half will hold at current O'Dea, Inc. (Studebaker), familiarized a group of teachers with the setup and 
plied and that overstocking was/|cumulation has slowed to $2.5 bil- record levels. s : problems of a dealership. Shown in the left row are Florence Ulrich (extreme left), } 
occurring in refrigerators and a few/lion annually, or less, while sales “Active automobile business and | vice-president of the firm, and Pat O'Dea (third from left), president. Among those in 
other household items, Tire inven- | have climbed. Stock-sales ratios, ac- | high retail sales generally are in-| the right row (at extreme right) is John J. Ulrich, assistant vice-president. 
tories, it said, are full, although| cording to the latest figures, were | dications that installment purchases | 
manufacturers do not consider| lower than a year ago.” ean eae still fas tgrotm the aa ° 
them out of line with requirements. ‘ : ank said. “In another area, Presi- ——e E t 
The bank said that only a few cut- | wine & a "ed Setediinn, the | |dent Eisenhower’s budget speech oming ven Ss 
backs in operations due to stock | hank said, although it admitted that | indicates that Government demands 
accumulation had occurred. icaiinatatedanainentennin ieee |for goods and services during the | 

















For April, the bank said, total | P — we fiscal year 1954 will be at almost Dealer Conventions | —. Br csaaear Fae Colerade 
retail sales were up 7 percent above | endarvis Gets Charter fiscal, the same rate as at pres- ~— 2-27. s wich on anes Dealers Springs. Colo, ; 
a year ago, with durable goods Pendarvis Chevrolet Co., Ince.,| ent.” cer en pee nae Canara | 13- is Rew York State Automob é 
sales up 15 percent and other goods | Edgefield, S. C., has been chartered In its summary, the bank saw Aug. 23-26—Automobile Dealers Assn. of taka. ie SStShSe 1, sarana 
up 3 percent. with authorized capital stock of | little significant slackening in busi- West Virginia, Greenbrier Hotel. White | Sept. i3- 15 Wyoming Automobile Deale 
“In the sharp rise of produc- | $50,000 to sell new and used cars | ness and little evidence of weaken- Sulphur Springs, W. Va. $ - a 2 Ne ag | Wyo 
tion that occurred last fall,” the (and trucks, and to _ operate . of the forces which have sup-|_ Sept. 9-10-NHAD.A. Granlidden Hotel, | Sh" sf” Dakota. Fasnecen sake ‘ 
bank said, “inventory accumula- | garage. Julian M. Pendarvis sr., is | ported trade and industrial activity Sept. 10:12 — Mai Be eee, Bate | marck NLD. ae ; 
tion, as measured by Department president. this Spring. Assn.. Samoset Hotel, Rockland, Me Sept. 7-19 New Mes co, Automot ve 
ealer ‘SsM., L onda ore santa 
— a Fe, N. M. 


Ss _20-22- Wyoming Automobile Dealers 
ONLY 50 YEARS OF DEPENDABILITY “es Hotel, Cody, Wyoming. 


Sept 20- 22 Kent ucky Automob e Dealers 


ale 
n Phoenix Hotel, Lexington 
CAN WIN SUCH Ky. 


— 21-22—W'sconsin Automotive Trade 


Sept. a - : h Dakota Automobile 
De rs sn., perdeen, South Dakota 
Sept. “Bi-22 nnesot utomobile Dea 
3 | Hotel, St. Paul. 
Sept. Ps 25.-New Jersey Automotive Trade 
A Hotel Traymore, Atlantic City 
Sept. “it. 29-—-Arkansas Automobile Dealer 


Assn. nC: Convention, Arlington Hotel 





Hot Springs, Arkansas. 

Sept. 27- 28 Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 
Oct. 4-6—Texas Automotive Dealers Assn. 

Texas Hotel, Fort Worth. 


Bs. a 


Oct. 7-9—-National Used Car Dealer Assn 
} annual convention, Beuna Vista Hote 
1 Biloxi, Miss. 
4 Oct. 9-10-—Pennsylvania Automotive Assn. 
William Penn Hotel, Pittsburgh. 
i Oct. 11-13 — Mississipp or ag rg 
; hn zalers Assn., Buena Vista Hotel, Bi 


Oct. 13 - 16- Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 17-19— Arizona Automobile Dealer 
Assn., Hotel Westward Ho, Phoenix. 
Oct. 18-20 — Tennessee Automotive Assr 

Buena Vista Hotel, Biloxi, Miss. 

Oct. 22 — Connecticut Automotive Trade 
Assn., Inc., Hotel Bond, Hartford, Conn 4 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, Bilox 
Miss. 

Oct. 25-27 — Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-l4—Montana Automobile Dealers 
Convention, Finien Hotel, Butte, Mont. 

Nov. 9-11—Ohio Automobile Dealers Assn. 
Hotel Commodore Perry, Toledo. 

Nov. 9-l1 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich 
mond. 

Nov. 18-19— Oklahoma Automobile Dea 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—idaho Automobile Dea 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

* * 
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Dealer Auto Shows 


| April 17-25, 1954 — Seattle Auto Show. Se 
attle Civic Auditorium. 
March 13-21, 1954— Chicago Auto Show 


; | ZL | #98 Se eee 
i ; De ried COLOR pivisioN inated x a 


GH 


PLATE GLASS COMPAN? 


‘ ; . ance General 

4 x : MICH. U.S.A |} Aug. 19—Annual Dealer Feast, Danville 

4 | Auto Auction, Danville, Va. . 
i Sept. 21-23 — Truck Body and Equipment ; 





es | Assn. inc. annual convention and dis 
| play, Sh eraton-Gibson Hotel, Cincinnat 
| Nov. 1-2 ~ Texas Independent’ Automobile 
| Dealers Assn., Ninth Annual Convention, . 
Plaza Hotei, San Antonio, Tex. 
| Nov. 9-12— American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago 
Jan. 9-13, 1954—NADA convention, Miar 
Beach, Florida. 
March 4-7, 1954—Pacific Automotive Show 
Seattie Civic Auditorium. 
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: © OTHER manufacturer can duplicate Ditzler’s 
i record of producing automotive finishing materials 
F that have proved to be so consistently dependable. 
That is why Ditzler Finishes have been used for more 
1 than fifty years by most of the builders of passenger 


DITZ-LAC TWO STAR** 
LACQUERS OFFER YOU 
THESE 3 GREAT FEATURES 





Pontiac Schools 


‘ 

cars, trucks and buses. This continuous acceptance has Higher solid content — more film- 8,949 Mechanics Study 

raised Ditzler to its present position as the leading forming material that ~~ oe Power Steering | 

i exclusive manufacturer of automotive finishes. Because ae . ane a le es PONTIAC.—As part of Pontiac's 
. Se ; ou to do more jobs per dollar. ead sielns ini ; 

i Ditzler Finishes are rated as best by those who build y =e ee ell fee gory el | 
1 automotive vehicles, it is reasonable to conclude they More accurate color matches. ship mechanics completed special! 

should also be the most efficient, most economical and These lacquers have the same re, eee ee eo 

' most satisfactory for all of your refinishing needs. pigmentation that is furnished to on mai. ee es , 

motorcar manufacturers. 


Preventive maintenance, ope 
ation and repair of the unit, firs’ 
used on 1953 Pontiacs, occupied 35.- 
796 man-hours of mechanics’ tim: 


Higher lustre and greater color 
retention assure better-looking and 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 
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‘ Detroit 4, Michigan ‘ A ‘ 7 go 7 
i ° longer-lasting work that is more jat 657 separate schools conduct ( 
i satisfactory to your customers {ty Sactenpsoaines Taetrueters t 
f yey . | across the country, Hales said. 
H | Currently getting under way a 
; You save polishing time and get the maximum out schools covering Pontiac’s Hydr: ; 
P of these quality lacquers by thinning them with | Matic transmission used-car Ir 
L3 Ditzler's famous High Gloss Lacquer Thinner, DFL-113. a itioni 4 ic Ex 
; PAINTS + GLASS © CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS ” ” | conditioning and the Autronic EE: 
automatic headlight-dimming d 
SLEEVE eS Yee eer ee eee eee a ee celica 











. do you know about a 


country called Malaya, pro- 
ducer of about one-third of the 
natural rubber used in the world— 
most of it purchased by its biggest 
customer—the U. S.? 
Not much, I ’spose. Neither did 
I until a bunch of scientists, con- 
nected with the Natural Rubber 
Research Bureau, at their labora- 
tory in Rosslyn, Va., began con- 
vincing politicians that the mix- 
ture of natural rubber particles 
and asphalt gives promise of one 
of the greatest advances in 
American road building. 


Not long ago the words “rubber 
roads” would have had little mean- 
ing in America. Now, stretches of 
roads using natural-rubber powder 
have already been laid in New- 
foundland, 13 provinces of Canada | 
and 17 of the United States, in-| 
cluding California, Virginia, Texas, 
Ohio, New York and Maryland. 

The basic material comes from} 
Malaya, a peninsula roughly the 
shape of Florida, the size of Ohio 
and with a population of almost 
6,000,000 Malays, Chinese, Indians, 
Europeans and Eurasians. Malaya | 
is just south of Thailand (Siam) | 
and has a warm climate and a| 
terrain which is four-fifths — 
jungle. 

+ * . 


War Rocks Malaya 


T THE moment there is a full- 

fledged defensive war, against | 
the Communists, going on in 
Malaya. It’s a guerilla, hit-and-run 
war ... the Communists striking, 
then hiding in the jungle. They 
want to knock out the rubber in- 
dustry, the basic economy of the 
country, and are concentrating on 
the rubber planters (one in 15 of | 
the European planters have} 
already been killed). 


_ About 4 40 percent of | the rubber | 


hii Old Timers 
Organize Chicago 
Council; Pick May 


CHICAGO.—The Chicago Metro- | 
politan Council of the Automobile | 
Old Timers was organized here 
at a meeting and elected George J. 
May, of May Motor Sales (Oldsmo- | 
bile), as president. 

Four vice-presidents elected were 
John Brugaletta, of Archer Motor! 
Sales (Ford); M. F. McCarty, of | 
International Harvester Co. truck | 
division; Leo Huff, of Franklin- | 
Webber Motors (Pontiac), and| 
Frank W. Haase, of Illinois Bell | 
Telephone Co. Edward L. Cleary, | 
general manager of the Chicago} 
Automobile Trade _  Assn., was | 
elected secretary-treasurer. 


At the meeting, Frederick H.| 
Elliott, founder and Old Timers’ | 
executive vice-president, announced 
that William S. Lampe, editor of 
the Detroit Times, had accepted | 
the chairmanship of the organi- 
zation’s highway committee. The 
members endorsed the Hearst 
Better Roads campaign. 

Membership in the Automobile | 
Old Timers is open to men who 
have been active in the industry | 
for at least 20 years. 

At a recent meeting of officers 
of the Automobile Club of Buffalo) 
and the Buffalo Automobile Dealers 
Assn. with Frederick H. Elliott, 
executive vice-president of the Au- 
tomobile Old Timers, plans were 
laid for the establishment of a 
permanent Niagara Frontier Coun- 
cil of AOT. | 

Marjorie M. Baker, executive sec- 
retary of the dealers’ group stated 
that the council would be formed 
“in the near future.” 








supply comes from small farmers 
operating an average of four 
acres—just as independent as our 
own Vermont farmers. Last year 
Malaya shipped America 304,000 
tons of natural rubber with an 
approximate value of $249,700,000. 
How did this “rubber road” idea 


| start? 


The first road of this character 
was constructed about 13 years ago 
outside of Amsterdam. The Nazis 
used it for their invasion of The 
Netherlands. Then the Allies used 
the same road to drive out the 
Nazis. Other roads in Holland have 
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been torn to ribbons by the wear| = 


and tear of military traffic. The 
Amsterdam road, the only one that 
used that natural-rubber powder, 
is today in excellent condition. In 
over 14 years of gruelling use it 


has had no maintenance. It still 
requires none. 
That knowledge inspired the 


scientists of the Natural Rubber 
Bureau to conduct experiments, in 
cooperation with the technological 
heads of the various rubber com- 
panies, to establish whether similar 
results could be obtained with sub- 
stitute materials. To the best of 
their present knowledge, there is 
no other type of rubber that will 






Equally thorough, carefully conducted tests prove the 
high quality and performance of other MoPar parts and 
accessories. No wonder MoPar parts work better, last 
longer and bring more real satisfaction. 


MoPar parts are engineered especially for Plymouth, 
Dodge, De Soto and Chrysler cars and for Dodge 
“Job-Rated” trucks. Expertly designed, 


thoroughly tested, MoPar parts and accessories are right 
in every way. To get the results you want, install parts 
.. rely on MoPar! 


that fit right and work right . 


Display the 


to let people know you 
recommend and install MOPAR 


parts. For complete details, 
write Chrysler Corporation, 
Parts Division, Advertising 
Dept., Detroit 31, Michigan. 


CHRYSLER CORPORATION - 


|Many Types Tested 





and a broad range of specifications 
that have not been used in Europe. 
The outcome, 
been more than gratifying. The 


Old Racers Never Die— 


This 1915 Hudson race car owned by Lindley Bothwell, Los Angeles, was burning up 


the tracks long before the Hudson Hornet made its mark in stock-car competition. Kept 
in top condition, 
an earlier day. It once set a record of 108 miles per hour in a 250-mile race. 


“Number 5" still is used in exhibition races against other cars of 





duplicate the results of the natural | scientists, conservative as they are, 
powder. 


do not promise that your car will 
ae never “skid” on a “rubber road,” 
but they imply advantages that 
should not be overlooked. 

The stretches already com- 
pleted have come through ex- 
tremes of cold and warm weather 
in splendid shape. With this 
special type of natural-rubber 


MERICAN paving engineers 
now use many types of asphalt 


to this point, has 


(TRADE MARK) 


MPLE 


MILLION TIMES 


three different speeds. 


inspected, 





PARTS DIVISION - DETROIT, MICHIGAN 
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a 


powder added to the asphalt, the 
pavement becomes less brittle at 
below - freezing temperature and 
less soft in summer, The natural- 
rubber powder tends to minimize 
the effect of seeping surface 
water, an important factor in 
paring maintenance costs. 

In addition, there is the safety 
factor. The mix seems to have a 
tendency to resist the formation of 
surface ice. The ice film forms at a 


|lower temperature when natural 


rubber is added to the paving ma- 
terial. There are other benefits as 
well. Dutch engineers report that 
the rubber roads gather very little 
dust, traffic shock and vibration 
are materially reduced and, of 
course, traffic tieups due to repair 
work are much less frequent. 


With road repair costs running 
into billions each year and acci- 
dent figures skyrocketing even 
higher, maybe the Dutch have 
found a word for it — “rubber 
roads.” 

Those words may stretch both 
dollars and lives. 

P.S. I can assure you .. . upon 
the best authority, that the Com- 
munists did not invent natural 
rubber. Naturally, they may try 
to steal thunder take the 
| credit away from God. 


Rugged tests prove performance 
of MoPaR 


GENUINE CHRYSLER CORPORATION 
PARTS AND ACCESSORIES 





SHOCK ABSORBERS TESTED TWO 


With special equipment, Chrysler Corporation technicians prove 
the endurance and long life of MoPar Oriflow shock absorbers 
by operating them, full stroke, two million times. In another 
rigid test, the performance of every shock absorber is proved at 
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Used-Car Auction Prices 


4-dr., $2,125*, $2,075*, $1,950, 
Market Trend 


Both activity and prices fell off last week on wholesale used cars, 
according to Automotive News’ used-car index. The overall average 


Wagon, $1,650*%; Custom (8) 2-dr., $1, 
500*, $1,485*, $1,450*; 
$1,365. °51 conv., $1,125, 
tom (8) 2-dr., 
$850; Deluxe (8) 2-dr., $830; Custom (8 
2-dr., $810, $775, $770. ’49 Custom (8 
2-dr., 2 at $770. '48 SD (8) club coupe 
$310. '47 Deluxe (8) 2-dr., $575, $450. 
HUDSON~—'51 Commodore (8) club coupe 





$1,100; Cus 


price of used cars fell $6 to stand at $1,008—another new low. $1,100. 
x ~ : SE ‘51 4-d 2 at $706 
Some strength, however, was shown for ’52s and '53s, according to | PNChiy esa" ei see" ‘i 
the index, with a gain of $2 and $4, respectively. Only other models coupe, $260 


MERCURY 52 sedan, $1,725*. °51 4-dr 
$1,250*, $1,050; 2-dr., $1,150. ‘50 4-dr 
$875; 2-dr., $740. '42 4-dr., $265. 

NASH — ’'53 Rambler station wagon, $1, 
950. ’'51 Rambler conv., $950, $850. 

OLDSMOBILE—’53 Holiday coupe, $3,100* 


to gain were 49s, up $13. 

Biggest loss was shown for ’46s, down $34 for the week. The price 
of ’51s was off $22; 50s, $7, and °48s, $1. A price of $425 for ’47s 
remained unchanged. 

Sales ratio of cars at the auctions dropped 4 percentage points, Super ee ae. is “one 4-dr., $2, 
according to the index. At 12 representative auctions last week, $1,438 a ‘el came LSD COURS, 
cars were sold from 2,402 offerings (60 percent), as compared with 260*, $1,130. °50 (S88) 4-dr 
1,605 cars sold from 2,501 offerings (64 percent) a week earlier. 2-dr., 2 at $1,000°. 


$1,200* 


$1,925. 
$1,900; Main (8) 4-dr., $1,725. '52 Ranch 


Main (8) 2-dr., 


$1,100. °'50 conv., $975, | 


$1,580°*; (88) 2-dr., $1,- 


, 1953 
| 





) 
) 


$1,008 $1,017 


it 


June May 


$1,054 





. . ai se . . . ‘. PLYMOUTH '51 Cambridge 4-dr., $975 
Prices marked with an * indicate a unit equipped with an automatic 41 2-dr., $125 aia ee , deth ecien sebented tate, Bele 0) care ot 
transmission or overdrive, and (ps) indicates power steering. PONTIAC — '53 Chieftain (8) 4-dr., $2,-| o¢ 135 offerings.) 
120*. ‘52 Catalina, $1,925* Chieftain BUICK—'53 Super 4-dr., $2,690*, 2 at $2,- 
ois ne no (8) 4-dr., $1,530*. '51 Catalina, $1,560"; | 735*. ’51 Super Riviera oe $1,425° 
VALDOSTA, GA. ar’ §1,300° ol Bel Air, 1 280°. conv., $1,375*; Chieftain (8) 4-dr., $1,-| 1 4g5*. +50 RM 4-dr., $1,205*. 49 Super 
(Tom Hewitt Auto Auction. Sale every aan $1 165 FL. Deluxe 2-dr $1 135: oese. "50 conv., $1,000; SL (8) 4-dr., 4-dr., $875 ‘46 Super 4-dr., $435, $400. 
Thursday. Prices are for sale of May 28.) SL Deluxe 4-dr., $1,125, $1,100, $1,075; STUDEBAKER—'53 Champion sport coupe, eae eeeee. * - — ee oas* 
(Market =, average, Sold 173 cars gene’ ge20, eis. 4 or Sanuee ro’ $1,925. '51 Commander (8) 2-dr., $850. 149 (62) ‘>. $1 385°. 2 at $i 525° 46 
out of 349 offerings.) 95, » $775. g 4 -dr., . a. ie pie * ,385*, e ° 
BUICK "53 RM 4-dr., $2,860*; Special] $775; 2-dr., $700, $695, $665; SL Deluxe | WELLYS—’53 4-dr., $1,550. °52 2-dr., $910. (61) 4-dr., $600. 


sedan, $400. 


4-dr., $2,625*. '52 Special 2-dr., $1,300. 


’51 station wagon, 2 at $900. ‘48 station | CHEVROLET — ’53 (210) conv., $1,965; 


’51 RM Riviera coupe, $1,510*, $1,500*, | CHRYSLER ’51 Windsor Deluxe 4-dr., wagon, $525 Bel Air sedan, $1,860. "52 SL Deluxe 
$1,215. '50 Super Riviera sedan, $1,215*. $1,300*, $1,150. ™ 2-dr., $1,175, $1,185, $1,210", $1,305 > 
'49 Super 4-dr., $660. ’48 RM _ sedan, | DODGE—'53 Coronet (8) 4-dr., $1,800, '51 MINNEAPOLIS | ’50 SL Deluxe 2-dr., $780, $900. 49 SL 
$425. '41 sedan, $300. Coronet 4-dr., $1,005*; Wayfarer 2-dr., (Mi li must ti Kate wee | Deluxe 2-dr., $800, $780, $675. *47 SM 

$750, $650. °50 Coronet 4-dr., $670. '47 Minneapolis Auto auction. Sale y club coupe, $345, $380, $390. °46 FL 


CADILLAC '51 (62) 4-dr., $2,400*. '49 
(62) club coupe, $1,800*; conv., $1,550*. 
CHEVROLET—’'53 Bel Air 4-dr., $2,115*, 


Monday. Prices are for sale of June 1. 
(Clean cars bringing fair prices. Re- 


Custom club coupe, $415; Deluxe 4-dr., 


$350. 











) | 2-dr., $280, $335, $375. 
| CHRYSLER-—'49 Windsor 4-dr., $705* 





SERVICE PIN... for you, too 


Chances are you've seen this pin. It represents 15 years of service 
with Socony-Vacuum, Six out of LO of our automotive salesmen wear 
it. Four out of 10 have served over 20 years. In fact, the average 
length of service of all Socony-Vacuum representatives calling on car 
dealers is almost 17 years! All this petroleum experience, the world’s 


greatest, is yours when you call on Socony-Vacuum. Why accept less? 


The Sign of ; 





SOCONY-VACUUM Oll COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


Friendly Service 
e 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





















June 1953 May April 
Model (to date) 1953 1953 
1953 $2,291 $2,294 $2,305 
1952 1,638 1,620 1,670 
1951 1,192 1,185 1,255 
1950 939 955 7 
1949 729 747 791 
1948 503 543 584 
1947 425 434 461 
1946........ 347 360 368 
Overall oe 
Average $1,008 $1,017 $1,054 






DODGE—'53 Diplomat, $2,025*. '52 Coro- 
net 4-dr., $1,215, $1,275. ‘51 Meadow- 
brook 4-dr., $980, $1,000. ‘50 Coronet 
4-dr., $805. 


FORD—’53 Victoria, $2,185*, $2,190*. '52 
Main (8) 2-dr., $1,305, $1,325. '51 Cus- 
tom (8) 2-dr., $990, $1,005, $1,080. ‘50 
Custom (8) 4-dr., $790, $810, $820, $825 
"49 Custom (8) 2-dr., $605, $620, $645 
$725. °48 SD (8) 2-dr., $315, $425. °47 
SD (8) 2-dr., $280, $345, $450. 

MERCURY — '52 4-dr., $1,705. °51 2-dr 
$1,365. '50 4-dr., $1,115. °47 2-dr., $385 
’46 4-dr., $295. 

OLDSMOBILE—’53 (98) Holiday, $3,120* 
*51 (88) 4-dr., $1,285. °48 (76) 2-dr 
$655. '47 (76) sedanet, $275. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,890 
*52 Cranbrook club coupe, $1,210. '50 SD 
4-dr., $740. '48 Deluxe 2-dr., $490. °47 
Deluxe 2-dr., $310. 

PONTIAC—’52 Chieftain (6) 2-dr., $1,470*, 
$1,440. ‘51 Chieftain (8) 4-dr., $1,180. 
"48 SL (8) sedanet, $530. 

STUDEBAKER—’53 Commander 2-dr., $2, - 
140. '50 Champion 2-dr., $585. ’48 Cham 
pion 4-dr., $475. 

WILLYS—’51 station wagon, $845 


DENVER 


(Denver Auto Auction. Sale every Tues 
day. Prices are for sale of June 2.) 
(Prices continued downward, fewer 
| cars offered and smaller percentage sold. 
| Sold 120 cars out of 249 offerings.) 
BUICK—’53 RM Riviera 4-dr., $2,850*. '49 
| Super 4-dr., $835*, $605. ’47 Super 4-dr 
| $275. ’46 4-dr., $100. 
| CADILLAC—’53 (62) 4-dr., $4,470*. ‘52 
(62) club coupe, $3,820*. '51 (62) club 
coupe, $2,825*. '48 (62) 4-dr., $895. 
CHEVROLET—’'53 (210) 4-dr., $1,915" 
$1,770; %-ton pickup, $1,295, $1,280. '52 
Bel Air, $1,600*; SL Deluxe 4-dr., $1, 
505*; FL Deluxe 2-dr., $1,330, $1,250 
’51 SL Deluxe 2-dr., $865. '49 SL Deluxe 
4-dr., $715, $700. °48 conv., $545. 
CHRYSLER—’53 Windsor 4-dr., $2,500* 
’52 Saratoga club coupe, $1,900*. ‘51 
Saratoga 4-dr., $1,450*, '50 Royal 4-dr 
$935. 
| DeSOTO—’52 Custom 4-dr., $1,230*. ‘49 
| Deluxe club coupe, $485*. 
| DODGE—’53 Meadowbrook suburban, §2, 





200*; Coronet (8) 4-dr., $2,195*. °50 
Wayfarer 2-dr., $675; Coronet 4-dr 
$655. 


FORD—’53 ranch wagon, $2,290*; Custom 
(8) 4-dr., $2,100*; 2-dr., 2 at $2,050* 
Deluxe (8) ‘%-ton pickup, $1,350; §$1,- 
275. '52 conv., $1,830*; Victoria, $1,565* 

| °51 conv., $1,385*; Victoria, $1,235*. 50 

| conv., $945, $940. °49 Custom (8) club 

| coupe, $700, $620. °46 conv., $455. 

HUDSON—’51 


Hornet 4-dr., $1,240. ‘47 
Super (6) 4-dr., $240. 
MERCURY—’'52 2-dr., $1,630*. ‘51 4-dr 


$1,315, $1,245, $1,220, $1,135; club coupe 
$1,285. °50 4-dr., $1,030; club coupe 
$845, °49 club coupe, $710, $695; 4-dr 
$600. 
NASH—’51 Rambler station wagon, $855 
OLDSMOBILE—’53 (98) Holiday, $3,580* 
(88) Holiday, $3,050*. ’51 (98) Holiday 
$1,810*. '50 (88) 4-dr., $910. ’49 (88) 
4-dr., $845*, $780. '46 (76) 2-dr., $305 
PLYMOUTH—’52 Suburban, $1,580; 
; Cranbrook 4-dr., $1,165. '51 Cranbrook 
| club coupe, $930. '50 Deluxe 4-dr., $550 


’49 Suburban, $980. ‘47 Deluxe 2-dr 
$290 
PONTIAC—'53 Chieftain (8) 4-dr., $2 


| 405%, $2,400*, $2,355*; 2-dr., $2,300*. °52 
Catalina, $1,935*. °51 Catalina, $1,600* 
°49 SL (8) 4-dr., $785. 

STUDEBAKER-+’62).Champion 2-dr., $1 
075. '51»Land Criifeer, $1,010. '50 Cham 
pion club coupe, 65. 

WILLYS—’51 pickup, $665, $550. °46 Jee; 
$350. 


ALBANY, N. Y. 


(Tim Anspach’s Auto Auction. Sale 

ery Monday. Prices are for sale of June 1 
(Market steady over last four weeks. 
but rough and fixed-up cars still harder 
to sell. Sold. 113 cars out of 138 offer- 
ings.) 

BUICK—'53 Super 4-dr., $2,586*. '51 RM 
4-dr., $4,540*. '50 Super Riviera sedan 
$1,410*; Special 4-dr., $950, $1,000. ‘49 
Super 2-dr., $840. °48 Super 2-dr., $300 

| '46 RM sedan, $260. 

CADILLAC—’53 (62) $4,325*. ‘51 

| (62) sedan, $2,640* $2,325*. °50 (62) 

| conv., $2,560*, $2,400*. '49 (61) sedan 

| $1,350*. '47 (60) sedan, $585. °46 (60) 

| sedan, $690. 

CHEVROLET—’53 (150) sedan, $1.700 
$1,685; (210) sedan, $1,750. ’51 SL Spe- 
cial sedan, $1,075; SL Deluxe sedan, $1, 
185, $1,155, $1,175. ’50 SL Deluxe sedan 
$1,000, $1,010, $1,020, $1,050*, $900. FL 
Deluxe sedan, 80, $850, $995, $775 ‘49 
SL Speciak B@@an, $600; SL Delux: se- 


sedan, 


dan, 2 at $700, $920*, $690. ‘48 FM 
| sedan, $650. 
| DeSOTO—'51 Custom sedan, $1,186 39 


sedan, $100. 
| DODGE—'53 Meadowbrook sedan, $1 °25* 
| °50 Coronet sedan, $950*; Meadow rook 
sedan, $710. '48 2-ton dump, $41 ‘46 
2-ton platform, $290. 


| FORD—'53 Main (6) sedan, $1,77: 52 
| Custom (8) sedan, $1,560*, $1,50/ 51 
Deluxe (8) 2-dr., $960; Custom ( se- 
dan, $1,025, $1,020; %-ton (6) pi-xuP 


| 

$770. '50 Custom (8) sedan, $900, £910; 

Custom (6) 2-dr., $760. ’°49 Delux (6) 

sedan, $685; Custom (8) sedan, * ‘70 

Deluxe (8) sedan, $750, conv., $900 ‘46 
Deluxe (6) sedan, $380. 

MERCURY—’51 sedan, $1,350. 

NASH—’51 Rambler station wagon $1, 
100, $1,080. '50 Ambassador sedan 50 
‘46 (600) club coupe, $240 


(Continued on Page 51, Col. 1 
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OLDSMOBILE—’'50 (88) sedan, $1,190*. 
’48 (76) sedan, $550 

PACKARD—’47 Clipper (6) sedan, $260. 
PLYMOUTH—’'53 Cranbrook sedan, §2,- 
175*; club coupe, $1,950. '52 Cambridge 
sedan. $1,280, $1,310. $1,200. °51 Con- 
cord business coupe, $850 Cranbrook 
sedan, $900; Belvedere, $1,030. '50 SD 
conv., $1,190 

PONTIAC—'53 Chieftain (8) conv., §$2,- 
835*, $2,880*; sedan, 2 at $2,680; Cata- 
lina, $2,940*. ‘52 Chieftain (8) sedan, 
$1,650*. °51 Chieftain (S) sedan, $1,630*; 


SL (S) sedan, $1,430. 
STUDEBAKER—'53 Champion sport coupe, 


$2.250*; sedan, $2,010 ‘51 Champion 
sedan, $940. '50 Champion sedan, $705, 
$750, $780; Commander sedan, $730. '48 
Commander sedan, $500 
WILLYS—’'50 (4) station wagon, $610. 
MISCELLANEOUS—’52 Hillman Minx 


conv. sedan, $1,000 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday 

Prices are for sale of May 29.) 

(Prices steady—holiday season having 
some effect on sales, Sold 107 cars out 
of 193 offerings.) 

BUICK—’52 Super Riviera sedan, $2,140*; 
conv., $2,125*. '51 Super sedan, $1,490*, 
$1,150. '50 Special sedan, $900, $1,050; 
Super Riviera sedan, $1,230. 

CADILLAC—’51 (60) sedan, $2,855*. 

CHEVROLET—’52 conv., $1,565*; SL De- 
luxe sedan, $1,425*. '51 SL Deluxe sedan, 


Used-Car Auction Prices 


(Continued from Page 50) 





$1,155. °50 SL Deluxe sedan, $735, $625, 

$805. | 
CHRYSLER—’51 Windsor sedan, $1,450*. | 
DODGE—’50 Coronet sedan, $750. 


FORD—’53 Victoria, $2,415". 


| 


‘52 Custom | 


(8) conv., $1,780*%; sedan, $1,445*, $1,- | 
500*; Victoria, $1,695*. ‘51 %-ton pick- | 
up, $560; Deluxe (8) sedan, $985; Vic- 
toria, $1,310*. ‘50 Deluxe (6) sedan, 
$605, 2 at $620. 
HUDSON—’51 Hornet sedan, $1,155 
KAISER—’51 Traveler sedan, $800. 
LINCOLN—’'50 Cosmopolitan sedan, $815 
MERCURY—’53 sedan, $2,265, §2,555*. 
"51 sedan, $1,130, $1,265* ‘50 sedan, 
$875. 


NASH—'51 Rambler conv., $995; Ambas- 
sador sedan, $965 


OLDSMOBILE—'52 (SS) sedan, $1,825*, 
$1,875*. °51 (88) sedan, $1,625*, $1,- 
510*. ’'50 (88) sedan, $1.00). 

PACKARD—’51 (300) sedan, $1,210 

PLYMOUTH—’'52 Cambridge sedan, $1,- 
160. '51 Cambridge sedan, $995. '50 SD 
sedan, $795. 

PONTIAC—'53 Catalina, $2,345*. '52 conv 
$2,020. °51 SL (6) sedan, $1,370*, $1,- 
100, $1,200. ’50 Chieftain (8) sedan, §1.- 
100. 

STUDEBAKER—'53 Champion sedan, $2 
035. '51 Starliner, $1,100 

CLEVELAND, O. 
‘(Cleveland Auto Auction. Sale every 

Wednesday. Prics are for sale of June 3.) 
(Wholesale prices still on decline— 
dealers buying cautiously. Sold 41 cars 


out of 90 offerings.) 






BUICK—’'49 RM 4-dr., $680*. ‘48 Super 
4-dr., $430. '47 Super 4-dr., $350. 

CADILLAC—’52 (62) 4-dr., sedan, §$3,- 
350* (p.s.) 

CHEVROLET—'51 SL Deluxe club coupe, 
$1,000. °50 SL Deluxe 2-dr., $800. °49 
SL Deluxe 4-dr., $580; 2-dr.. $760. ‘46 
FL Aerosedan, $250. 

CHRYSLER—’50 NY 4-dr., $1,000*, Wind 
sor, 4-dr., $930*. 

DeSOTO—’51 Custom 4-dr., $1,225*. 

DODGE—’51 Coronet 4-dr., $1,030*. ‘50 


Coronet conv., $980*. 


FORD—’51 Custom (8) conv., $1,140*, $1,- | 


255*; Country Squire, $1,050. '49 Cus- | 
tom (8) club coupe, $440; 4-dr. at $410 
’"48 SD (6) club coupe, $490. 

KAISER—’51 4-dr., $930. 

LINCOLN—’47 club coupe, $110 


MERCURY—’49 2-dr., $730*. 
NASH—’52 Rambler country 
748 (600) club coupe, $385 


club, $1,195*. 


OLDSMOBILE ’50 Deluxe (S88) 4-dr., 
$870*. °49 (88) club coupe, $895*. ‘46 
(76) 4-dr., $310. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,125. 
"51 Cambridge 4-dr., $850. ‘50 Deluxe 
club coupe, $790. ‘48 SD club coupe, 


$540. ’°47 SD 4-dr., $400. 


PONTIAC—’'51 Catalina, $1,450*. °50 Cat 
alina, $1,275*. 
MISCELLANEOUS—-'52 Jaguar Mark VII 


sedan, $2,450. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 3.) 
(Market steady, with most activity in 


$500 to $900 class, and in sharp °52s 
and °53s. Sold 82 cars out of 129 
offerings.) 

BUICK—’'50 Super sedan, $940; Special 
sedan, $940* '49 RM _ sedan, §$5840*, 
$790*, $650*; Super sedan, $770. ‘48 
Super sedan, $670. '47 RM sedan, $490. 

CADILLAC—’49 (60) sedan, $1,380*. ‘46 


(62) sedan, $380*. 
CHEVROLET—’53 (210) sedan, $2,050 


"52 





Bel Air, $1,72 SL Deluxe sedan, §$1,- 
470*, $1,360. ’51 Bel Air, $1,410*; SL 
Deluxe sedan, $1,170, $1,110. '50 SL De- 


luxe sedan, $965, $940. '49 SL Deluxe se- 


dan, $770, $750, $680. '47 SM _ sedan, 
$400. 

CHRYSLER—-'52 Windsor sedan, $1,690* 
‘51 Windsor Newport, $1,550*; sedan 
$1,360*. °50 Windsor Newport, $1,360* 
°49 NY sedan, $875*. '47 NY sedan, $320 

DeSOTO—'52 Custom sedan, $1,500*. ‘51 
Custom sedan, $1,210. '50 Custom sedan 
$995, $960. ‘49 Deluxe sedan, $750. ‘48 
Custom sedan, $625. 

DODGE—'50 Meadowbrook sedan, $1,075* 
’47 Deluxe sedan, $500 

FORD—’'53 Custom (8) sedan, $2,195*. ‘52 
Custom (8) sedan, $1,510. '51 Custom 
(8) sedan, $1,210*, $1,120. ‘50 Custom 
(8) sedan, $870, $750. ‘49 Custom (6) 
sedan, $590, $580. '47 Deluxe (8) conv., 
$400 

FRAZER—’51 sedan, $700 

LINCOLN—'51 sedan, $1,270* 6 sedan, | 
$125 | 

MERCURY—’50 sedan, $955, $920. ‘49 se- | 
dan, $870. ’46 station wagon, $410. 

NASH—'52 Rambler country club, $1,260 

OLDSMOBILE—’51 (SS) sedan, $1,410*. 
"50 (88) Holiday, $1,140*; (98) sedan, 
$930*, $890*. °49 (88) Holiday, $940*; 
(88) sedan, $825*, $770*, $720*. '48 (98) 
sedan, $735*. 

PACKARD—'48 sedan, $320 





Vic- 
$1,- 


395°. '52 (8) %-ton pickup, $985; 
toria, $2,000*. '51 Custom (8) conv., 
350, $1,410*, $1,200. ‘50 Custom (6) 
2-dr., $970; Deluxe (6) 2-dr., $960; club 
coupe, $810. '49 Custom (8) conv., $790; 





station wagon, $755. ‘47 Deluxe (8) 
4-dr., $410, $470*, $425. '46 (8) conv., 
$395. 


HUDSON — '51 Commodore (8) 4-dr., $1,- 
045. '°49 Super (6) 4-dr., $480. 


MERCURY—’51 4-dr., $1,395, $1,350; club 


PLYMOUTH—’52 Cambridge sedan, $1,210. 
’51 Belvedere, $1,195; Cranbrook sedan, 


$905. '50 Deluxe sedan, $760. '49 conv., > . 
790. '47 Special Deluxe sedan, $450. coupe, $1,375. '50 club coupe, $1,145, 
PONTIAC—’52 Catalina, $2,170*. '51 Chief-| $1,240*. ‘49 club coupe, $970, $795. 
tain (8) sedan, $1,400*. '49 SL (8) se-| NASH —'50 Statesman 2-dr., 720. °49 
dan, $960*. '47 SL (8) sedan, $550, $500 (600) 4-dr $530; Ambassador 4-dr., 
STUDEBAKER—’51 Commander (8) sedan, $640. 
$1,030*; Champion sedan, $995. '50 | OLDSMOBILE—'52 (88) 4-dr., $1,830. °51 
Champion sedan, $740. (98) Holiday, $2,005*; 4-dr., $1,675*. °49 
(88) 4-dr., $950*. '48 (76) 4-dr., $580; 
J (98) 4-dr., $665. '47 (98) 4-dr., $615. 
OAKLAND, CALIF. PACKARD — '49 2-dr., $570. ‘47 4-dr., 
(Pollock's Used Car Auction. Sale every $445. 
Wednesday. Prices are for sale of June 3.) | PLYMOUTH—’53 suburban, $2,210*. ‘52 
BUICK—'53 Super Riviera sedan, $2,900°*. Cambridge, $1,230. ‘51 Cranbrook club 
'52 Super Riviera coupe, $1,965*. '49| Coupe, $1,090, $1,055, $1,050; 4-dr., $1,- 
Super 2-dr., $950; RM 4-dr.. $800*, °48 085. ‘50 suburban, $1,180. ‘49 station 
4-dr., $505. °46 RM 4-dr., $300. wagon, $905, Deluxe coupe, $550; 2-dr., 
CADILLAC—'51 (62) club coupe, $2,975: | pamaiAGety Gute oe wat, $310. 
: "$2670". 50 61 ca” 3950". PONTIAC—’51 Chieftain (8) coupe, $1,- 
Sdr., $2,670. 50 (G1) A-dr.._ $2,250; | 400; Catalina, $1,570°, 49 Chieftain (8) 
eer $2,410*. ‘49 (62) 4-dr.,} club coupe, $975. '48 Chieftain (6) club 
CHEVROLET—'53 Bel Air 2-dr., $2,250°; | _COUPe, $465. "47 SL (6) 4-dr., $290. 
$2,295; (150) 2-dr., $1,670. '52 SL De- STUDEBAKER—’52 Commander (8) 
luxe 4-dr., $1,300; club coupe, $1,360. coupe, $1,310; 2-dr., $1,225. ‘51 Cham- 
‘51 SL Deluxe 2-dr., $1,055; club coupe, pion 2-dr., $915; Commander (8) club 
$1,050. '51 4-dr., $1,185*. '50 SL Deluxe| Coupe, $1,100; 4-dr., $1,060. ‘47 Com- 
2-dr., $905; 4-dr., $965, $1,080. '49 club| ander club coupe, $400. 
coupe, $750. °48 sport coupe, $610. 
DeSOTO—'52 Fire Dome (8) 4-dr., $1,- FLINT 
*. * ® 
820°; Custom 4-dr., $1,500°. ’51 Deluxe (Flint Auto Auction, Inc. Sale every 
4-dr., $1,210%, $1,150; Custom 4-dr., $1,-| weanesday. Prices are for sale of June 3.) 
250°. ‘50 4-dr., $1,105; Deluxe club ee é S 
coupe, $930. (Buyers appeared eager, and cars were 
DODGE—'52 %4-ton pickup, $960. '49 Cus-| im Short supply. Sold 66 cars out of 94 
tom 4-dr., $660. offerings.) 
$2,- ' BUICK—'52 Super $2,090*; RM 2- 


FORD—'53 Victoria, $2,400*; conv., 2-dr., 


1953 


dr., $1,960*, $1,880*; 4-dr., $1,850*. °51 
Super 2-dr., $1,625*; Special 2-dr., $1,- 
280; 4-dr., $1,160. '50 Special 4-dr., $1,- 
090, $1,030, $1,020; 2-dr., $910, $865, 
$875. 

CADILLAC—’48 4-dr., $1,100* 

CHEVROLET—’52 Bel Air, $1,640. '51 Bel 
Air, $1,300; SL Deluxe 2-dr., $1,060, $1,- 
025, $1,020, $920; 4-dr., $1,050, $1,025, 
$1,020. '50 SL Deluxe 2-dr., $905, $860, 
$865, $825; 4-dr.. $830, $815. ‘49 SL 
Deluxe 4-dr., $645, 2-dr., $625. 

CHRYSLER—’51 NY club coupe, 
NY 4-dr., $1,365* 

DeSOTO—’53 Powermaster club coupe, §$2,- 
400*. '51 conv., $1,415* 
DODGE—’49 Coronet 4-dr., 

tom 2-dr., $475. 

FORD—’'52 Custom (8) conv., $1,930*; 
Station wagon, $1,670; Custom (8) 2-dr., 
$1,475, $1,275. °51 Custom (8) club 
coupe, $1,345*, $1,275*; conv., $1,155; 
4-dr., $1,145, $1,130. "49 Custom (8) 2- 
dr., $625, $620, $615. '48 4-dr., $490. 

HUDSON—’46 Super (6) 2-dr., $160. 

MERCURY—’50 club coupe, $965, °49 club 
coupe, $735. 

OLDSMOBILE—’52 Deluxe (88) 4-dr., $1,- 
750. °51 Super (S88) 4-dr., $1,550*. °49 
(88) club sedan, $850; (98) 4-dr., $750*. 
"46 (66) 4-dr., $290. 


$1,400*; 


$815. '48 Cus- 


PONTIAC—’52 Catalina, $1,875*. ’51 Chief- 
tain (8) 4-dr., $1,310*%; SL (8) 2-dr., 
$1,230*. '50 Chieftain (8) 4-dr., $1,000*; 
2-dr., $920. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales Auction. 
Sale every Tuesday. Prices are for sale of 
June 2.) 

(Prices level with last week. Activity 
increased with shortage of used cars. 
Sold 109 cars out of 134 offerings.) 
BUICK—’53 Special 4-dr., $1,970*. °47 RM 

4-dr., $420. °46 Super sedan, $260. 




















NEW 


President 

John H. Thompson, 
Thompson Motors 
of Great Neck Inc. 


dealer says: “The 


GLOBE Srome-Kentact HOIST 


is the greatest step forward in years.” 


51 


CHEVROLET—'52 SL Deluxe sedan, $1,- 
410*, $1,400*, $1,380*, $1,315*, $1,250, 
$1,245, $1,240, $1,180; SL Special sedan, 
$1,160, $1,130, $1,120, $1,070. °51 Bel 
Air, $1,325*; SL Deluxe sedan, $1,150*, 
$1,040; SL Special sedan, $950. '50 SL 
Special, $950; SL Deluxe sedan, $960; 
FL Special sedan, $895, $775; FL Deluxe 





sedan, $925, $900; sedan delivery, $600. 
$535. °'49 FL Special sedan, $475. °48 
conv., $450; FM sedan, $410. ‘41 sedan, 
$180. '40 sedan, $190. 
DeSOTO—'48 Custom sedan, $590. 
DODGE—’'53 Meadowbrook sedan, $1,100. 
‘49 Wayfarer sedan, $500. ‘48 Custom 


sedan, $610. '47 Custom club coupe, $380. 
‘46 Deluxe sedan, $310. '37 sedan, $150. 


FORD—’'52 conv., $1,925; Main (8) sedan, 
$1,270, $1,260, $1,195, $1,150. '51 pickup, 
$850. °49 conv., $715; Custom (8) sedan, 
$540; Deluxe (8) coupe, $650; Deluxe 
(6) sedan, $600. '47 SD (8) sedan, $550, 
$425. 


MERCURY—’53 sedan, $2,325*. 
$650; conv., $460. 


NASH—'52 Ambassador sedan, $1,500*. °50 
Ambassador sedan, $840. '49 (600) sedan, 
$450. '48 (600) sedan, $290. '47 (600) 
sedan, $120. '46 (600) sedan, $170. 


OLDSMOBILE "51 (98) $1,550*, 
$1,430*. '50 (88) sedan, "49 (98) 
conv., $900*; (76) conv., "46 (98) 
sedan, $385°. 


PLYMOUTH—’52 Cambridge sedan, $1,185, 
$1,165, 3 at $1,160, 2 at $1,150, $1,140, 
$1,125, $1,120, $1,100, $1,095, 2 at §$1,- 
090, $1,080, $1,075, $1,070, $1,050, $1,030. 
‘51 Cambridge, $930, $920, $910, $900, 
$980. '50 suburban, $900. '49 SD sedan, 
$890, $850, $810; Deluxe sedan, $860. '48 


'49 sedan, 


sedan, 
$970. 
$760. 


Deluxe sedan, $640, $520. °41 sedan, 
$150. 
PONTIAC—’51 Chieftain (8) sedan, §$1,- 


(Continued on Page 52, Col. 1) 





President John H. Thompson of Thompson Motors, suc- 
cessful Ford dealer of Great Neck, New York, is really 
service minded. He knows the service dollar is one of the 
most important earnings of any car dealership. So he makes 
the most of his shop floor-space with five Globe Frame- 
Kontact Hoists. 


Mr. Thompson wrote in a recent letter: ‘“The service dollar 
return (from his Globe Hoists) has increased to such an 
extent that we are now adding a new building to our shop 
and this space will accommodate six more of the Globe 
Frame-Kontact units.” 


*Globe Frame-Kontact Hoists are manufactured under one or more of the following patents: 2593630-2593635. Other U.S. & foreign patents pending. 








Y THE BEST LlFTY 


Globe Hoist Company, 1000 E. Mermaid Lane, Phila. 18, Pa. 


Factories at Des Moines, lowa and Phila., Pa. 





Use the coupon to get the full story of the 


revolutionary Globe Frame-Kontact Hoist. 


GLOBE HOIST COMPANY 
1000 E. Mermaid Lane 
Philadelphia 18, Pa. 


Name 
Address. . 


City and Zone 


| 
| 
| 
| 
| want to know all about Globe Frame-Kontact Hoists. 
| 
| 
| 
| 
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Used-Car Auction Prices 


Custom (8) 2-dr., 
Custom (8) 4-dr., 
| 300*, 


$1,285*, $1,360*. ‘51 
$1,155*; conv $1,- 
'48 SD (8) 4-dr., $535 








welcomed thousands of visitors 
South Pasadena, Calif. Civic leaders hailed 


| FRAZER ‘4S 4-dr $125* 47 4-dr 
$145* 
HUDSON —'51 PM 2-dr., $915. ‘50 Com- 
5 mander (S) 4-dr., $900* 46 4-dr., $130 
(Continued from Page 51) oe 
KAISER 49 4-dr., $475 
335°. '50 Catalina sedan, $1,300*; Chief-; (8S) 2-dr., $950. ‘46 (88) 2-dr., $300 | MERCURY—'52 2-dr., $1,605*. '51 2-dr 
tain (8) sedan, $1,125*; SL (8) sedan, | pLYMOUTH—'48 SD 2-dr., $610. '47 SD | $1,320*. '50 2-dr., $885. 49 2-dr., $835* 
$810. '47 SL (6) sedan, $460. | 2-dr., $505. '41 SD 4-dr., $225 | 4-dr $560" 46 2-dr., $145 
STUDEBAKER—’50 Champion sedan, $760. | PONTIAC—'53 Catalina, $2,655*. ‘49 SL |NASH—'51 Rambler station wagon, $815 
‘47 Commander sedan, $340 (8) 2-dr., $930 "49 (600) 2-dr., $585* 
| STUDEBAKER — ‘51 %-ton pickup, $500. | OLDSMOBILE—'51 Super (88) 2-dr., $1.- 
, 7 - Thee ‘ ® 420*. '5 a 75¢ QR) a . . . : 
DANVILLE, VA. | 50 Champion 2-dr., $570 Soles ae ca a tas eee South Pasadena Hails Colliau Building 
anv Se / Wed- | WILLYS —'49 Jeepster, $465 ‘ : : f 
ogy Ac ay ng mage 2 | : = loaeuee © der. S080 E. H. Colliau, president of Colliau Chevrolet Co., 
. bes Sa > . " 50 4-¢ , 350 . a . 
(Sale excellent. Sold 65 cars out of 93 MASON CITY, IA. PLYMOUTH —'52 Cranbrook 4-dr., $1,365*. | to his new building at 711 Fair Oaks Ave., 
- 3 - $755, ’ Ss . 580. 
offerings.) (Lapiner Used Car Auction. Sale every 49 SD 4-dr., $755. "48 SD 4-dr., $55 


. . an entetens ay P 
Wednesday. Prices are for sale of June 3.) PONTIAC | catetiams th) a ; y hy } 
r 555: RM 4-dr., $320. ‘ 335*. 52 shie tain ) 4-dr., $1,9 

2-dr., $555; Ri , ” (Market steady, Sold 112 cars out of | sTUDEBAKER—'52 Champion 4-dr., $1,- 
CADILLAC—'49 (62) 4-dr., $1,405. 147 offerings.) 050*. ‘47 Champion 2-dr., $375 | 


BUICK—’49 Super 4-dr., $905. ‘47 | 
CHEVROLET ‘52 SL Deluxe 2-dr., $1,- | RUICK—'52 Special Riviera sedan, $1,835°. 


Super in several years. 


| DODGE 


9 1G 49 Coronet 4-dr., $710* 

520°; 4-dr., $1,505*; FL Deluxe 2-dr., 50 Super 4-dr., $940*. '49 Super 4-dr., ‘RE Y : ae er 

$1,130. '51 FL Deluxe 4-dr., $1,060; SL $835; Special 2-dr., $620. EBENSBURG, PA. FORD 53 Victoria, Dae ; Main (8) | 
Special 2-dr., $960, $790; SL Deluxe CADILLAC —'53 Coupe deVille, $5,200°. (Ebensburg Auto Auction. Sale every Ranch Wagon, $2,400 51 Deluxe 758. | 


2-dr., $1,075, $1,065; 4-dr., $1,040. '50 50 (62) club coupe, $2,530° Thursday. Prices are for sale of June 4.)| 2-dr., $875. '50 Custom (8) 4-dr., $755; 
SL Deluxe 2-dr.. $780, $800; FL Deluxe - ' ’ . 


‘3ErW 7 ope re (Dealers holding for higher prices. Re- | club coupe, $915* Custom (6) club | 
2-dr., $1,020. '49 SL Deluxe 2-dr., $560. | CHEVROEET 05 Bel Att gost.’ Bel air, | tail demand reported good, Sold 63 cars | coupe, $775. '49 Custom (8) cony., $725; 
. anaes ioe a : 2- 720. ’ SD (8 r., $415. °46 
DODGE—'51 Coronet club coupe, $1,000°. $1,605". ‘51 SL Deluxe 2-dr., $1,000,| out of 97 offerings.) ao ae vas ade ‘sn00. ) conv., $415 
"50 Meadowbrook 4-dr., $845. $975; Bel Air, $1,370*. ’50 SL Deluxe | BUICK—'51 RM Riviera 2-dr., $1,800%. '46)  * : vores —_ 
FORD —’ 52 Custom (8) 4-dr., $1,630*; 4-dr., $975, $960; club coupe, $720. °49 RM sedanet, $470. '40 Special 4-dr., $250. | FRAZER—’51 Manhattan, $820*. 








560*, °51 Custom (8) SL Deluxe 2-dr., $685; 4-dr., $760. '48 CADILLAC—’49 (62) 4-dr., $1,460*. HUDSON—’48 Super (6) club coupe, $460*; 
a a ta fits: 4-dr., $1,100. '49 conv., $595. 47 FL 2-dr., $445. 46 FL a a “ae a een ohh cn Commodore (6) sedan, $450. 
O 745. '48| 2-dr., $310. 50; 2-dr., $1,225. °° 4- ckup, | a wi . 58 

1) ~ > Cn tt = (3) 5 ar., okfat '53 NY 4-dr., $2,875, '51| $710. 50 SD 4-dr., $950*, $910*; 2-dr.. —— ee o SOP — = . 

$505. '35 4-dr., $120. Saratoga 4-dr., $1,390*. 49 Royal club $955, $915; SL Special coupe, $800. | 49 | MERCURY = 51 4-dr., $1,315*. °47 clu 
KAISER—’48 2-ar $155. coupe, $780; NY 4-dr., $880*. SL Deluxe 2-dr., $875; club coupe, $580; coupe, $295. er ae 
MERCURY —°50 4-dr., $845. °49 2-dr., | DeSOTO—’51 Custom 4-dr., $1,165*. %-ton panel, $550. ‘48 FL aerosedan, | OLDSMOBILE—'53 (98) 4-dr., $2,500*. '51 

$805, $640. °48 4-dr. $505. °47 2-dr., | FORD--'53 Main (8) 2-dr., $1,935*; Vic- $600; SM coupe, $495, $425. '41 SD 4-dr., (98) conv. $1,800*. "50 (88) club coupe, 

$530. ; : toria, 2 at $2,320*, $2,310*; Custom $145. '40 2-dr., $300. ai $1,100°. 48 station wagon, $410 
OLDSMOBILE—’52 (88) 4-dr., $1,810. ‘50 (8) 4-dr., $1,945°. "52 Victoria, $1, 795°; CHRYS UE ‘48 Windsor Hylander, _$670 PACKARD—'47 4-dr., $475. 

















| 


| 


| it as a beautiful business building and the biggest single real estate development 
It has 22,000 square feet of floor space and nearly doubles the 
space in every department over previous facilities. 


PLYMOUTH —'53 Cranbrook 4-dr., 
club coupe, $1,615. 


$1,675 
‘51 Cambridge 4-dr., 


$1,080; Cranbrook conv., $1,065; club 
coupe, $990. ’50 SD club coupe, $990 
‘49 SD 4-dr., $745. '48 SD 4-dr., $625. 

PONTIAC — '50 SL (8) 2-dr., $1,115. °49 
Chieftain (8) 4-dr., $810*; SL (8) 4-dr., 
$675*. '48 Chieftain (8) 4-dr., $550*. ‘47 
SL (8) 4-dr., $535. 

WILLYS—’50 station wagon, $735*. 


Buick Dealer / Ads 
Signal Long-Range 


Pittsburgh Drive 


PITTSBURGH. Buick dealers of 
Allegheny County have launched 
an advertising campaign, using 


|metropolitan newspaper, signboard 


and radio program advertising, to 
promote the sale of new and used 
cars and service work. 


The dealers feel, according to Ed 


| Hirshberg, a member of the Buick 
| Dealers Assn. Advertising Commit- 
jtee, that to “keep ahead of the 
;economy dealers may be facing in 


|the next three to six months, they 


| 


| 











wy, 






TEXACO 


FIRZ-CHILF 


GASOLINE 


ra 


—- 5 most 
famous gasoline salesmen! 


Miutions of America’s car owners know these famous 
Fire-Chief pups... meet them again and again in national 
on billboards coast-to-coast . . . in direct mail campaigns. 


wD 


magazines... 
These lively pups do a terrific selling job for Texaco Dealers everywhere... 
bring motorists in to their stations . . . help turn gasoline 

customers into regular customers for the many other 

Texaco Dealer products and services. 


Ay, he, 


“Cason wily TEXALO DEALERS 9 such busy dealers 7 
Vl? bi Va 


THE TEXAS COMPANY 


must establish themselves as_ the 
jdealership to which the public 
|Should go for better buys.” 


As part of the campaign, a sign 
in Pittsburgh’s downtown business 
district carries the name of one 
particular auto dealer. This dealer’s 


|name is replaced by another deal- 
|er’s name every three weeks. 


The drive marks the first time in 
;recent years that newspaper, sign- 
|board and radio advertising have 
|been used here extensively and si- 
multaneously in promoting used 
cars for dealers. 


Radio advertising includes spon- 
sorship of a 15-minute sportscast 
by Bob Prince three times a week. 


The ad program is flexible, and 
no time limit for any phase of the 
drive has been set. Rather, the pro- 
gram will be directed week by week 
where it will do the most good and 
be subject to change as the need 
arises, Hirshberg said. 

The campaign is financed solely 
by Buick dealers. The dealers’ ad- 
vertising committee includes Frank 
A. Ogilvie, of Crafton Motor Co., 
chairman; F. L. Barnes, of Barnes 
Buick, Inc., and H. G. Samson, of 
Samson Buick Co. 


ODM Names Reid 
Manpower Aide 


WASHINGTON. —Thomas R 
Reid, director of civic affairs for 
Ford Motor Co., with wide experi- 
ence in the labor-management 
field, has agreed to act as assistant 
manpower director for the Office of 
Defense Mobilization, it was an- 
nounced last week. 

In his ODM post, Reid will be 
responsible for developing 
measures which will insure maxi- 
mum use of the national manpower 
supply during the present defense 
mobilization period and in _ the 
event of total war. He also will 


| coordinate the Government’s mobi- 


lization manpower activities with 
| management and labor. 

An employe of Ford since 195: 
Reid organized and was first chair- 
man of the Personnel Policy Board 
of the Department of Defense. He 
was a member of the official United 
States delegations to the Inter- 
national Labor Conferences in 194% 
1947 and 1948 and a member of th 
United States delegation to th 
International Management Cor 
gress at Stockholm in 1947. 


Knoll Buys Dealership 


Joseph Knoll, since 1946 gener»! 
manager of Steven Chrysler-Plyrm- 
outh, Tacoma, Wash., has pur- 
chased Doellefeld Motor Co., Hoo! 
River, Ore., from Henry A. Doelle 
feld. 


\ 
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Models by 


BERKELEY, Calif. Reinforced 
plastics eventually will make _ it 
possible for major manufacturers 
to offer customers “hundreds of 
body styles instead of a dozen or 
two,” in the opinion of a plastics 
engineer. 

“This glass-plastic material has 
properties which make it a ma- 
terial that the automotive in- 
dustry can’t ignore,” M. B, Craw- 
ford jr., western plastic sales 
manager for the Naugatuck 
chemical division of U. S. Rubber 
Co., told West Coast sections of 
the Society of Automotive Engi- 
neers, Society of Plastic Engi- 
neers and Society of Plastic In- 
dustry. 

In the 17 months since the first, 
announcement of commercial pro- 
duction of a reinforced plastic car | 
body, he said, two auto companies | 
have announced production plans| 
for plastic cars and every other) 
auto maker is taking a close look 
at the new material. 


In addition, he said, about 20) 
small firms are manufacturing} 
custom sports car bodies from the) 
material. 

Plastic bodies, Crawford said, 
are strong, dent-proof, rust-proof, 
light, dimensionally stable, easily | 


Fruehauf to Make 
Haulaways Again; 
Moss Heads Sales 


DETROIT.—Fruehauf Trailer Co. 
has reentered the haulaway trailer 
field, C. L. Schneider, sales vice- 
president, announced last week. 


Fruehauf is establishing a haul- 
away trailer division at its head- 
quarters office in Detroit and has 
appointed Mel W. Moss as sales 
manager of the division, Schneider 
said. 

“Production of Fruehauf haul- 
away trailers will round out the} 
company’s product line,” he said. | 
“Purchasers of the new trailers 
will, for the first time, be assured | 
of nationwide factory service) 
through the company’s 79 branch | 
factories.” 


The car-transporting trailers will 
be manufactured at the company’s | 
Fort Wayne (Ind.) factory. The 
first pilot model of the trailer will 
be available in September, Schnei- 
der said, and the company is ac- 
cepting orders now. Sales will be 
handled only at the haulaway 
division’s office in Detroit. 





Lever Promotes Wilson 


George Wilson, formerly automo- 
tive assistant for Lever Brothers 
Co., has been promoted to automo- 
tive manager, it is announced by 
R. C. Waehner, general distribution 


manager. 








Meet ‘Mrs. California'— 


Chosen in Burbank, Calif., last week to | 
compete for the title of “Mrs. America” 
next September was Mrs. Martha Jean 
Daniels, wife of a transportation officer | 


at one of the movie studios. Cars for the | 
national contest will be supplied by Lin- | 
coln-Mercury. With Mrs. Daniels, who is | 
27, weighs 125 pounds and stands five/ 
feet six inches tall, is George Byrum, L-M 


dealer in Burbank. 
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the Hundreds? 


Reinforced Plastics Offer Such a Possibility 
To Auto Industry, Engineer Says 





fabricated and adaptable to free- 
flowing design. However, he said, 
improved production techniques 


are needed to adapt reinforced 
plastics to mass - production 
methods, 


Methods currently in use, he said, 
are satisfactory for the production 
of as many as 15,000 units of a 
single body design. At that point, 
he said, costs compare favorably 


| with the cost of producing a similar 


number of units in steel. Beyond 
that figure, steel construction costs 
decline, he said, while plastic pro- 
duction costs remain at about the 
same level. 


Tough..but oh so Gentle 2 
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Rupley Sells Fleet of Logging Crew Buses— 


53 


Taint in Tint? 


2 | Buffalo Checks Accident Link 






The first of a group of 17 logging crew buses for Weyerhaeuser Timber Co. has 
been delivered by Rupley Chevrolet, Castle Rock, Wash. The vehicles, built on Chevro- 
let one-ton panel chassis, were converted by Pacific Body Builders, Inc., Portland, Ore., 
by putting in full-length seats on each side made in half-length sections so that! to cases in which a pedestrian has 
each section folds up individually. The vehicles also can be used for other transport 


services. On the extreme right is W. M. Porter, of Chevrolet, and to his left, Forrest | 


Rupley. . Lie i <santianesion 


Wondering how used-car and truck production and sales are making out 
TIVE NEWS gives you the entire story every week throughout the year. 


Tough on Oil-Pumping, Gentle on Cylinder Walls 


Regular or Chrome Sets for All Passenger Cars—Hastings gives you both a regular and 
a chrome-faced piston ring set for all popular passenger cars— Motor Engineered around 
the famous Steel-Vent oil control ring for each make and type of engine, for each engine 
condition and operating need, for all replacement service: re-bore, re-ring and re-sleeve. 





Gentle because Steel-Vent’s two wall- 
contacting steel sections have rounded 
edges which provide hairline contact 
and reduce drag to a minimum. 





Result: maximum life, minimum wear. No wonder 
Hastings Steel-Vent is nationally known as the 
ring that stops oil-pumping, checks cylinder wear, 


restores engine performance. 








Gentle because the Steel-Vent spacer 
has extra wide vents that let oil flow 
through freely for extra cylinder wall 
lubrication. 


| 





To Colored Glass 


| BUFFALO.—Acting Mayor Elmer 
|F. Lux has launched a survey to 
| determine the relationship, if any, 
| between traffic accidents and tinted 
windshields and windows. 

In a memorandum to Police Com- 
| missioner Michael C. Noeppel, Lux 
asked that all police precincts be 
directed to include in their traffic 
|accident reports information on 
whether the cars involved had 
tinted glass. 

Particular attention is to be given 


been killed or injured. 
If the survey indicates that tinted 
windshields contribute to traffic ac- 


> auromo. | Cidents, Lux said, legislation may 


'be sought to bar them in the city. 






Gentle because Steel-Vent’s flexible, 
low-tension innerspring works only 
against the steel sections—holds them 
on the cylinder wall with soft pressure. 
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Dealer Doings 


(Continued from Page 31) 


Spingler, formerly with a Buick} chase of Cavar Motor. E. C. McAl- 
dealership in Topeka, Kans., is/lister is vice-president and secre- 
owner of the firm. The company tary; Geneva ©. Day, treasurer, 
will erect its own building on/ and Rose Ella McAllister, assistant 
Highway 75 at the South edge of | treasurer. 

Holton. * * «& 


, aie end a Pletcher Takes to Radio 
North Opens New Lot — Pletcher Motor Co. (Buick-Olds- 
North & Co. (Buick), Junction | mobile), Nappanee, Ind., is sponsor- 


City, Kans., has opened a new used- | ing the daily 9 p.m. newscast over 

car lot at 1019 N. Washington St.| Radio Station WRSW, Warsaw, 

Mel Day is manager of the lot. Ind. Pletcher has been in business 
* * + 


|in Nappanee for more than 25 
Noller Aids Baseball 


years. 

Willard Noller, general manager 
of Mosby-Mack Motors (Ford), 
Topeka, Kans., has served as co- 


* * * 


Ball Expands Office 
Vernon M. Ball, Inc. (DeSoto- 
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chairman of the baseball ticket 
drive sponsored by the Topeka 
Chamber of Commerce. Goal of 
the campaign was to sell 8,000 


Plymouth), 159-174 E. Marion, Elk- 
hart, Ind., has doubled its office 
facilities. An “Expansion Sale” of 
used cars marked the opening of 


books of tickets to Topeka Owl 


the enlarged building. 
home games. ‘. 2 2 
* 


* * 


Packard Deal Shifted 


Alexander Farm Supply, Junction 
City, Kans., has taken over the 
Packard dealership formerly held 
by G@. B. Mundy, operating as 
Mundy Motor Co. 

~ 


Reeves Buys Out Neal 


In Kansas Dealership 
George Reeves, for six years a 


* 


Parish Motor Moves 
Parish Motor Co, (Dodge-Plym- 
outh), Great Bend, Kans., has 
moved to a building at 1012 Kan- 
sas St., formerly occupied by Schu- 
macher Implement Co. The 
structure has a half-block frontage. 
The new site includes a truck lot 
and a used-car lot. 
* + + 
Hicks Buys Out Partner 
Stephen R. Hicks, president of 
Hicks-Flerlage, Inc. (Lincoln-Mer- 
cury), Grand Rapids, Mich., has 
purchased the interests of his part- 
ner, George H. Flerlage. Hicks 
assumes sole ownership of both 
the new-car division at 141 S.E. 
Wealthy, and the used-car division 
at 1040 S. E. Division. 
+ * x 
Henning Appointed 
Ed Henning, former truck sales 
manager for Southern Chevrolet 
Co., Decatur, Ga., has been named 
sales manager for Highway Service, 
Inc., 260 S.W. University Ave., 
Atlanta. The firm is a distributor 
of Diamond T trucks for north 
Georgia. — 
* 


Wood Appointed Chairman 


Of Allentown Fund Campaign 
John K. Wood, president of Twin 
City Motors, Inc., and Dahl Motors, 
Inc., Allentown, Pa. has been 
named chairman of the 1954 Red 
Feather campaign in Allentown. 
Wood’s appointment as general 
chairman of the fund drive was 
announced by a spokesman of the 
Lehigh County Community Chest. 
He headed the automotive division 
in the 1953 Red Feather campaign. 
* x *~ 
McAlonan, of Akron, Gains 


Ford Award for 4th Time 


John A. McAlonan, president of 
Universal Motors, Inc., Akron, 
has received Ford’s “Four Let- 
ter” award for the fourth con- 
secutive year. McAlonan has 
represented Ford for 37 years, 

Long-time associates of Mc- 
Alonan who shared in the award 
are Earl Dunbar, vice-president; 
M. B. Seitz, treasurer; Orval 
Johnson, secretary; Carl Barton, 
parts manager, and Alvin Willi- 
son, assistant parts manager. 
* ~ ” 


Soeder, Husek Chosen 


Harlan Soeder has taken over 
as manager of Tomlinson Cadillac- 
Oldsmobile Co., Bartow, Fla., suc- 
ceeding George Husek, who has 
been named assistant general man- 
ager of M. P. Tomlinson Co., Lake- 
land, Fla. 

7” x a 
Foreign Cars for Wood 

Wood Motor Co., 108 N. Lafay- 
ette, Marshall, Tex., has taken on 
dealerships for five foreign cars. 
They are the Cowley, Austin, MG, 
Morris Minor and Jaguar. 

. - . 


Day Purchases Cavar 
William E. Day, president of 
Day-McAllister Motor Co. (Dodge- 
Plymouth), 5901 E. Colfax Ave., 
Denver, has announced the pur- 


| purchased the interest of G. O. 





Nordeen Buys Kaiser Distributorship— 

Clifford J. Nordeen signs franchise papers for the acquisition of Don Hutson Mo- 
tors, Inc., Kaiser distributorship in Green Bay, Wis. A former Chicagoan, Nordeen 
purchased the distributorship, which covers Wisconsin and northern Michigan, from 
John Brice (left). At right is R. E. Carlin, Kaiser's Chicago city manager. 








1936 as Neal-Stuart Motor Co. 
Reeves purchased an interest in the 
business in April, 1947, and later 
Neal in the firm. Included in the | purchased an equal interest in the 


partner in Neal-Reeves Motor Co. | 
(Ford), Whitewater, Kans., has! 








transaction were two buildings. | real estate. 
Neal opened the dealership in| Neal, who has also been in the 


What’s Bringing in 


HONEY! 





real estate and insurance business, 
|will maintain an office in the 
| George Reeves Motor Co. building 

| * + 


* 


Millheim Opens Deal 


F. M. Millheim has announced 
the opening of Millheim Motors, a 
Pontiac dealership, in Merced, 
Calif. Both new and used cars will 
be featured in his showrooms. Mill- 
heim had been the Pontiac repre- 
sentative in Coalinga, Calif., for 
| the last five years. 

+ + 


| 
| 
| 
| 


| 


Haney Joins Gatchett 
Gatchett Motor Co. (Dodge-Plym- 
outh), Cincinnati, has announced 
the appointment of Norman Haney 
as manager of its used-car lot at 


4720 Reading Rd. Haney, formerly 


was with the used-car sales staff 
of John Reising, and with new and 
| used-car sales at Fuller Automobile 
Co. 





Second Cadillac Dealership 


Planned at Minneapolis 


A new Cadillac dealership, the 
second in greater Minneapolis, has 
been organized by Victor E. Ander- 
son, Reuben L. Anderson and A, L. 
Cherne. Known as Anderson-Cadil- 

(Continued on Page 55, Col. 3) 
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> | suburb. 


|imately 16,000 square feet of floor 


Dealer Doings 


(Continued from Page 54) 





| lac, Inc., the firm will be housed in| Jack Berman, father and son, has 


a building to be erected at 5100 
Excelsior Blvd., St. Louis Park, a 


been opened at 9820 West Pico 
Blvd., Pico, Calif. It is said to 
have one of the most modern serv- 
ice departments for foreign cars in 
the west. The firm will specialize 
in Rootes cars, including Sunbeam- 


The building will contain approx- 


space, with a glass-enclosed show- 


| room. Talbot, Hillman Minx, Rover, Hum- 
: Victor Anderson, president of the| ber, and Commer Van _ delivery 
| firm, has been a dealer in St. Paul) trucks. 
+ * * 


$3." 


Taylor Acquires Ford Dealership— 


Signing his Ford franchise is Frank Taylor, who bought W. D. Dunham Ford, Los 
Angeles. From left are Walter J. Cooper, Ford district sales manager; Taylor; Paul 
Burford, general manager of the new firm, which has been named Frank Taylor Ford, 
and W. M. Corwin, field manager of the Los Angeles district. The Dunham firm was 
established in 1916. 


Beaupre Serving 


Robert Beaupre, owner of Beau-|has been elected treasurer of the) arte ; 
|dealership owned by Barney and/ building. Stuart stated that his re- 


pre Motor Sales, Rochester, N. H.,| Rochester Athletic Assn. 


| for 28 years, and is a past president 





\J. W. 


of the St. Paul Automobile Dealers 
Assn. and a former director of the 


Minnesota Automobile Dealers Assn. 
* * * 


Cedarville Robbery 
Burglars broke into the offices of 
the Stokes Motor Co., Cedarville, 


P O., and stole $75. 
Pa. Dealer Boosts Beihl a ae 


The appointment of Edwin D. Ujsed-Car Building Opened 


Beihl as general manager of Motor i ‘ ‘ 

Sales Co., Inc. (Chevrolet), Johns-| By Stuart in Indianapolis 
town, Pa., has been announced by| Charlie Stuart, Indianapolis 
Rose, secretary -treasurer.| Studebaker dealer, has opened a 
Beihl has been with the firm for 22| used-car sales building at 2215-17 
years. E. Washington St. George Held is 

ny ae manager. 

Foreign-Car Dealer | In addition to inside display 
British Motor Car Co., a new) quarters, a sales lot adjoins the 





4 for Michigan Farmers? 


EVERYTHING! 


Advertise in MICHIGAN 


where it’s 





Ret debi y | 


all year ’round! 
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East Lansing, Michigan 
THE OHIO FARMER, Cleveland, Ohio 
PENNSYLVANIA FARMER, Harrisburg, Pa. 


One crop after another...every month during the year... keeps money 
coming in continuously for Michigan farmers. 


It’s unusually broad diversification of agricultural products in this prosper- 
ous peninsula state that holds farm income high and steady all year long. 
From fruit to grain, beans to sugar beets, dairy products to beef, pork and wool. 


There’s where a versatile farm paper—MICHIGAN FARMER—comes in. 
Farmers find that following practices featured by MICHIGAN FARMER pays 
big dividends. No wonder MICHIGAN FARMER is preferred by 4 out of 5 
rural Michigan families! So, take advantage of the se/ling power in the one 
publication that reaches more buyers—with cash—in this big, choice market! 


Two other states like Michigan, also among the top third in national farm 
income, are Ohio and Pennsylvania, served by THE OHIO FARMER and 
PENNSYLVANIA FARMER. For full facts on all three write to T1013 
Rockwell Avenue, Cleveland 14, Ohio. 


(Percent Farm Cash Income Received Each Month) 
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Based on eight-year study of Michigan Farm 


Income—1940 through 1947 
(Government payments not included) 
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conditioning plant also will be lo- 
cated at the E. Washington St. 
address. He has another used-car 
|outlet at 1129 N. Meridian St. 

* 


# * 





Hutson Appoints Travis 
E. E. Travis has been appointed 
manager of the Hutson Auto Co. 
(Ford), in Newport, Ark., succeed- 
ing Bob Webb, who resigned to 
join a dealership at Mountain 
Home, Ark. 


* * * 


Century for Blaettner 

Blaettner Automobile Co. (Buick) 
in Pomeroy, O., recently celebrated 
its 100th anniversary. It was found- 
ed by Michael Blaettner, who came 
to America from Germany in 1830. 
The Blaettner family carried on the 
business after Mr. Blaettner’s death 
in 1906. In its infancy, the firm 

handled buggies. 
+ * 


* 


Daray Buys Property 

Bob Daray, Natchitoches (La.) 
Pontiac dealer, has purchased the 
building and property occupied by 
Daray Pontiac Co. since 1948. Lo- 
cated at the corner of Williams 
Ave. and Highway 20, the property 
was owned by Jared Jordan. Daray 
announced plans for remodeling the 
building, construction of a body 
shop and alterations to the service 
department. 

* * * 


McCain Heads Shop 
McCarty Motors, Inc. (Willys), 
301 W. San Antonio St., El Paso, 
Tex., has appointed Irvin E. McCain 
manager of its service department. 
* . * 


Ky. Ford Dealer Sponsors 


Baseball Broadcasts 


Bud Cordes, St. Matthews (Ky.) 
Ford dealer, has taken over the 
radio and television broadcasting of 
baseball games. 

Don Hill, who for many years has 
broadcast American Assn. baseball 
games in Louisville, will do the 
play-by-play. 

* + * 


Mitchell Builds After Fire 


S. C. Mitchell Motor Co. (Stude- 
baker) has started*construction on 
a $21,500 building at 1006 S. Tim- 
berland Drive, Lufkin, Tex. Its old 
building was destroyed by fire. 

* * x 


Gas Routs Kansas Yeggs 

Burglars attempting to loot May 
Chevrolet Co., Hugoton, Kans., were 
foiled by tear gas, released when 
the culprits knocked off the knobs 
of a safe. The gas forced them out 
of the building. A car radio was the 
only loss. 

* * * 


Ex-Olds Aide Heads Deal 


Sadlo-Faber Motor Co., St. Louis, 
has been succeeded by Klees Olds- 
mobile Co. Harold A. Klees, a 
former Oldsmobile zone manager in 
St. Louis, is head of the newly 


organized firm. 
~ * * 


Clark Sells to Associate 
John E. Clark, former director of 
the Dodge-Plymouth dealership in 
Clayton, Mo., has sold his interest 
to Koyus J. Fusz, who has been 


associated with him. 
” * * 


Chevrolet Cites Ofstein 


Joe Ofstein, service manager of 
Bilgere Chevrolet Co., St. Louis, 
for 18 years, was guest of honor at 
a “recognition dinner” given by the 
Chevrolet St. Louis zone office. 

* * * 


Papineau Joins Son 

Ashley Papineau sr. has joined 
his son as co-owner of Michigan 
City Motors, 1914 Franklin St., 
Michigan City, Ind. The elder Papi- 
neau was a salesman for the Mich- 
igan City Chrysler-Plymouth deal- 
ership. 


* * x 


L-M Deal Goes to Sharp 

Jones-Stannard Motor Co. (Lin- 
coln-Mercury), Concordia, Kans., 
has been purchased by Bill Sharp, 
of Albuquerque, N. M. Sharp has 
been a Lincoln-Mercury dealer at 
Albuquerque for four years. Bill 
Stannard was the former owner of 
the Kansas dealership. 

~ * * 

Yorkville K-F Firm Buys 
Utica Willys Dealership 

JSW Motor Sales Corp., of York- 
ville, N. Y¥., Utica area dealer for 
Kaiser-Frazer, has purchased Utica 
Willys Sales & Service. 

John S. Wolkonocki, JSW presi- 


(Continued on Page 56, Col. 1) 
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Doings 


(Continued from Page 55) 


dent, said that JSW facilities on| 


the truck route in Yorkville have 
been expanded to accommodate the 
Willys dealership. 


+ * * 


Garland Ups Capital 
According to records in the Sec- 
retary of State’s office, 
Buick Co., 
is increasing capital 

$1,000 to $50,000. 


* * + 


stock from 


Jarrett Promotes Hayes 

John J. Hayes jr., manager of the 
used-car division of Jarrett Auto 
Sales, Inc., Albany, has been pro- 
moted to vice-president of the firm. 
His election was announced by 
Donald E. Jarrett, new president. 
Hayes has acquired an interest in 
the company. 
. * * 


Reese Sells to Weyands 
Delbert T. Reese, McArthur, O., 











Garland | 
Inc., of McAllen, Tex.,| for Fort Pierce, Fla. The new firm 
Dixie 
Highway. Bruce E. Tibbo, president | 


his son, Howard Weyand. The con- 
cern will be known as the Weyand 
Motor Co. Reese had operated the 
business 33 years. 

+ * * 


Bruce Gets Fla. Deal 


Bruce Motors has been awarded 
the DeSoto-Plymouth dealership 
will be located at 1416 S. 
and treasurer, previously operated 
a Dodge-Plymouth dealership in 


Dover, N. H. 


* * + 
Rommel, Shallock Team 


ee 


| Kent Motor Gets Cadillac Distributorship— 


A former Ford dealer, Frank Kent has taken over the Cadillac distributorship in 





year transferred to Birmingham, 
Ala., as general manager of the 
Hull-Dobbs dealership there. 


* * * 


Cooke Honors Employes 

V. V. Cooke, president of Cooke 
Chevrolet Co., Louisville, has pre- 
sented pins to 50 employes, denoting 
| five or more years of service, with 
|either Cooke Chevrolet or Cooke 
|Pontiac Co. Sidney B. Taliaferro 
|received a 25-year pin, while five 
employes received 15-year pins. 

* * * 


McGahee Heads Service 

Boardman Motors, Inc. (Stude- 
baker), Augusta, Ga. has an- 
nounced the appointment of W. 
| Hugh McGahee as service manager. 
|He has worked on Studebaker cars 
and trucks for six years. 

* * * 





Alvin Rommel and William Shal- | west Texas. The firm, Frank Kent Motor Co., is located in Fort Worth. The former owner | Pipes Chevrolet Marks 


lock are the new partners oper- 

ating a Ford dealership in Bur- 

lington, Wis. The business was 

purchased from Norman Bakke. 
* + * 


Hull-Dobbs Aide Shifted 


| of the distributorship was Roy C. Gaines, who lost the franchise after his conviction 
in Federal Court on income tax evasion charges. Watching the signing ceremony are 
(from left) Mrs. Frank Kent; Mrs. Wayne Waynock, Kent's daughter; Mrs. T. R. Fenley; 
| her husband, T. R. Fenley; Dallas district sales manager, and E. F. Upson, assistant 
general sales manager of Cadillac. 





| Biggest Sales Month 

The biggest month in the sales 
history of Pipes Chevrolet was 
April, according to J. E. Hayden, 
|general manager. 


A special campaign was carried 


Henry Bolton, has been named | previously was general manager of |moted to sales manager of the | out among employes, which was to 
has sold his automobile business to| manager of the Knoxville (Tenn.)|the Mishawaka (Ind.) dealership. | Knoxville company, succeeding | be climaxed with a two-day fish- 
Howard Weyand, of Hamden, and|dealership of Hull-Dobbs Co. He|Thomas E. Martin has been pro-|Erin L. Sanders, who earlier this 





This is 


a rubber-and-metal sandwich... 





Note that the D-nuts were actually torn out 
by the testing machine! These rubber-to- 
metal sandwiches, in a variety of designs 
and sizes, are made for the automotive in- 
dustry at United States Rubber Company’s 
great plant at Fort Wayne. They are just one 
example of the many different products 
available to you at this centrally located 


plant. 


Just as important is the great “U.S.” lab- 
oratory at Fort Wayne, where scientists and 


UNITED 


Automotive Sales, Mechanical Goods Division «+ 


STATES 


are the “U.S. 


RUBBER 


As a lab “pulling” test shows, 





the tenacity of the rubber bond is so great 
that the metal must be badly 
bent or twisted before 


separation occurs. 


engineers are at work developing new ways 
to help your product operate more effi- 
ciently. And right on your doorstep, at New 
Center Bldg., 7430 Second Ave., Detroit 2, 
* sales engineers who act as 
liaison between you and Fort Wayne. Maybe 
“U.S.” already has the answer to a problem 
of yours. In any event,”U.S.” engineers will 
be happy to tackle it. They know their job, 
and they have all the help that modern sci- 
ence can give. Write to address below. 





“U.S.” Research perfects it 
“U.S.” Production builds it 


COMPANY 


New Center Bldg., Detroit 2, Michigan 


| ing trip as a reward for the work 
‘during April, Hayden said. 


- * s 


Bredenberg Opens Lot 
| Bredenberg Auto Co. (Dodge- 
Plymouth), 204 Poyntz, Manhattan, 
Kans., has opened a weather-pro- 
| tected used-car lot at 124 Poyntz. 
! * * * 


Pioneer Buys Abilene 


Abilene Auto Sales Co. (Pon- 
tiac), Abilene, Kans., has been sold 
to Pioneer Equipment Co., of 
Abilene. John Dull, manager of 
Abilene Auto Sales, and John Weak 
jr.. chief mechanic, will continue 
with the dealership under the new 
managerial setup. C. A. Engel is 
general manager of Pioneer Equip- 


ment. 
- + + 


Karcz Cited for Sales 


Stanley Karez, Longmeadow, 
|Mass., has been awarded member- 
lship in the Chrysler - Plymouth 
Salesmans League. An employe of 
|Kelleher & Mixer, Inc. for the last 
|eight years, Karcz placed fourth 
|in Plymouth sales for the Chrysler 
|New England division during the 
\first quarter of 1953. 

* + . 


|Sadler-Ross Buys Tract 


For Wholesale Center 


Sadler-Ross Motor Co. (Dodge- 
Plymouth), of Little Rock, Ark., 
has announced plans for a whole- 
|sale center and jobbing house on 
an ll-acre tract on West Roose- 
| velt Rd., which was purchased from 
| county officials on competitive bid- 
ding. 
| The new structure will cost ap- 
proximately $125,000, and 60 addi- 
tional persons will be employed. 

* * * 


Dingeman Receives 


‘Four Letter Award 


A. J. Dingeman (Ford), of Ox- 
nard, Calif., has received Ford 
Motor Co.’s Four Letter Award. 
The award represents sound fi- 
nances, efficient management, com- 
petitive spirit and modern facili- 


ties. 
| . * * 


Fisher Appoints Rasch 
John B. Rasch jr. has_ been 
'named new-car sales manager for 
Joe Fisher (Dodge - Plymouth), 
|Portland, Ore. Rasch was recalled 
|to duty by the Air Force two years 
| ago. He served as commanding of- 
jficer of the 403d Maintenance 
|Squadron until last October, when 
he rejoined Fisher. 

* 


4 * 
2nd Lot for Buick Firm 
Braley & Graham (Buick), of 


| Portland, Ore., has opened a second 
|used-car lot with space to display 
|40 units. George Allen, for years 
|with the firm, and Chuck Bleeg, 
|recently with General Motors, are 


| staffing the new location. 
| + » * 


| ; 

Spiers Ups Eggers 

| J. F. Eggers has been named 
sales manager for Spiers Motor 
Co., recently reorganized Stuce- 
baker dealership at 211 S. Broed- 
|way, Knoxville, Tenn. Eggers has 





|been associated with Studebaker 
|sales for the past three years, and 
has been active in car sales and 
financing in Knoxville for the past 
| 18 years. 





























Affecting Factories and Dealers... 





Auto Advertising 


Detroit will become the direct- 
mail capital of the world next Sep- 
tember and October with two con- 
ventions focusing attention on the 
Motor City’s importance in this 
field. 

The first conclave will be that 
of the Mail Advertising Service 
Assn., which will meet Sept. 26-29. 
It will be followed by the Direct 
Mail Advertising Assn. meeting 
Sept. 30 - Oct. 2. 

Important factors stressing the| 
importance of direct-mail advertis- 
ing as a business builder will be 
brought out during the two conven- 
tions. 


One of the highlights of the 
DMAA session will be a report by | 
Elmer Roper on the continuing 
study of direct mail. This study is| 
being financed jointly by Ford! 
Motor Co., J. Walter Thompson Co. | 
and R. L. Polk & Co. 

William G. Power, 
manager of Chevrolet, 
convention chairman. 

Postmaster General Arthur E.| 
Summerfield is one of the scheduled | 
speakers. 


advertising | 
is general 





* * * 


Patterson Joins O’Mara 

Ray Patterson jr., has joined the 
Detroit office of O'Mara & Ormsbee, 
Inc., newspaper representatives. 

Patterson had been with the 
Cleveland office of Capper Publica- | 
tions covering the Michigan and} 
Ohio territories and previously 
spent two years as the Detroit 
sales representative of the Bassick 


|Hall Industrial Publicity, Inc., is 


division of Stewart-Warner Corp. | 


Lindley Named 

Charles E. Arnn, executive vice- 
president of the Los Angeles Daily 
News, announces the appointment 


* 


of Hal F. Lindley as advertising 


director of the paper. 


Lindley joined the Dailey News| 


17 years ago in the classified de- 


partment and worked his way up) 
through the display department to} 


the post of national advertising 
manager, a post he held until his 
most recent promotion. 

* * * 


American’s Circulation 


Despite an increase in price last | 


year, circulation of the American 
Magazine for the first quarter of 
1953 reached an alltime high, with 
an average of more than 2,652,000 
copies, the publication reports. 

The January total exceeded 2,- 
700,000, the magazine said, noting 
that advertisers were being charged 
for space on a rate basis of 
2,450,000. 


+ * * 


Names 

Pfe. Maynard (Mac) Gordon, as- 
sociate editor of Automotive News 
on military leave has been pro- 
moted to managing editor of the 
Rambler, Camp Gordon, Georgia. 

James V. Fletcher has joined the 
ChryskLer Corp. public-relations 
staff. At the United States Depart- 
ment of Commerce, he helped to 





Ners Marcharad 
Jouriers 


eu 








For! Dealers of New England 


Vacation Lure— 


Attractions in the New England states | 
are illustrated in the first of three full- 
page, four-color ads which the Ford deal- 
ers of New England will run in Holiday 
magazine as part of a $250,000 tourist 
Promotion program. Their action is be- 
lieved to be the first ever taken by dealers 
to ‘sell’ New England to motorists. | 
Hitherto, other travel media did the bid- | 
ding. | 


direct and edit a study of obstacles 
to private foreign investment. Prior 
to that he had been special assist- 
ant to the Secretary of Commerce 
of the United States Government 
1948-51 and deputy director of pub- 


|lic relations for the International 


Bank for Reconstruction and De- 
velopment 1951-53. 


Michael J, Batenburg has been 
appointed general advertising man- 
ager and Richard W. Dittmer has 
been named assistant director of 
public relations for Pittsburgh 
Plate Glass Co. Both positions are 
new. 


W. R. Walton, public relations 
director of Studebaker, has been 
named co-chairman of the 1953 
fund-raising campaign for the Lo- 
gan School for Retarded Children 
in the South Bend-Mishawaka area. 


Formation of a new 
publicity and public relations firm, 
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| announced by Stuart P. Hall, of 


Detroit, who has served as a trade 
publication editor and advertising 
agency executive. Offices are at 426 
Maccabees Bldg., Detroit 2. 


Bernard W. Crandell has been ap- 
pointed director of publicity for the 
GMC Truck and Coach Division. 
He formerly was in the publicity 
department of Kudner Agency, Inc., 
assigned to GMC for the past three 
years. 


Per O. Hogestad has joined the 
Detroit staff of Ross Roy, Inc., as 
an art director. 


Norman J. Greer, a veteran in 
the advertising business, has been 
appointed a sales group head on 
the New York staff of the bureau 
of advertising of the American 
Newspaper Publishers Assn. 


Shepherd Spink, advertising man- 
ager of Collier’s magazine, has been 
elected a vice-president of Crowell- 


|Collier Publishing Co. 


Ben Lochridge has been named | 
sales manager of the Detroit office | 
|of the CBS Radio Network. 


industrial 


Stewart J. Wolfe, editor of Hud- 
son Motor Car Company’s Dealer 
News and Hudson Triangle, has 
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EVER CONSIDER what that Quaker State Motor 
Oil sign out front does for you, besides selling a 


fine quality oil? It builds confidence in you! That’s 
because motorists everywhere have confidence in 
Quaker State ... because they know from expe- 
rience that it gives them long-lasting lubrication 


and complete protection. And this confidence 
reflects on you—makes your customers come 


back for other things you sell, and all your services. 
Yes, it’s good business to sell Quaker State! 


QUAKER STATE 


| 





Ditzler Gains Ad Laurels— 


Dick Johnson (center), president of the Detroit Art Directors Club, presents a gold 
medal to Harold Hill (left), general manager of the Ditzler color division of Pittsburgh 
Plate Glass Co., for the best art work in industrial advertising. At right is Lloyd R. 
Vivian, Ditzler advertising manager. 





| been elected first vice-president of| Ed Powell and Philip C. Whit- 
the International Council of Indus-|man have joined the public re- 
trial Editors. |lations staff of Elliott, Goetze & 
Boone, San Francisco ad agency. 

Richard C. Page has joined the Powell formerly was _ assistant 

| Detroit staff of Ross Roy, Inc., in| public relations director for the 
|a@ writer-contact capacity. Page)Port of Oakland and the Oakland 
formerly was with the photo-| Municipal Airport. Whitman previ- 
| graphic division of General Motors| ously was with Benton & Bowles, 
!as an assistant account executive. | New York agency. 














MOTOR OIL AND 


SUPERFINE LUBRICANTS 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. @ MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Fort Worth Cooperative Effort Aids Fund... 


U. C. Group Pays Hospital ‘Debt’ § 


FORT WORTH, Tex.—A group of 
used-car dealers here has com- 
pleted a venture in public relations 
that paid off handsomely in good- 
will, 

Beneficiary of the dealers’ good- 
will effort was the Greater Fort 
Worth Hospital Fund, which is 
raising $3,965,000 to provide 400 
additional beds. 

Members of the Fort Worth 
Independent Automobile Dealers 
Assn. decided to conduct a bene- 
fit auction of old cars, proceeds 
from which would go to some 
charity. 

At about the same time, public 
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charge. They were J. W. Ragland,| to her husband if he completed con- 
lof Mansfield; Bill White, of Cle-| verting the jalopy into a “hot rod.” 
burne, and Earl Muirhead, of Wax-| It was the car she and her husband 
| ahachie. bought on their honeymoon. | 
| City councilmen gave permission The dealers also thought that | 
|for a downtown parade, The hospi-| new-car dealers should have a 
|tals participating in the fund| chance to help. So they gave a 
| agreed to supply nurses. The news-| friendship dinner, and most of | 
|papers and the television station| the new-car dealers came. 
promised publicity. | Several donated old cars. | 

All that was needed was cars. | The man who provided the “star” 

And in they came. Some of | of the parade and auction was San- 
them rolled in under their own |ford Webb, Buick dealer in Fort} 
power, some were towed in. But | Worth. He announced at the dinner | 
every one was donated without a | he’d contribute a 40-odd-year-old | 
string on it. |Renault town car. 

Harry Rubin, who operates| The Renault—with French-made 





announcement was made that the| American Auto Salvage Co., offered| motor and chassis and an Ameri- | 


Hospital Fund was to be completed.|to store the cars in his yard. 


can-made aluminum body — cost 
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Fort Worth U. C. Dealers Bolster Hospital Fund— 


Climaxing a cooperative effort of the Fort Worth (Tex.) Independent Automobile 
Dealers Assn. to strengthen the city's hospital fund was an auction, the big prize of 
which was a 40-year-old Renault town car. At the microphone is Mrs. Shirley Muse, a 
nurse. Behind the wheel is Roy Blackwell, service manager for Sanford Webb, a Buick 


So the dealers decided to hold the 


Texas Auto Wreckers, an associ- 


|around $16,000 new. 


dealer who donated the cor. The man in the derby, John Kinnaird (president of the 


auction as a benefit for the fund.|/ation of wrecker operators, Webb said he’d start bidding at | 
Hospital Day, May 12, was chosen|promised to tow any cars that | $500. 


Fort Worth used-car group), got the car for $1,100. 
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as time for the sale. 

J. F. Faulk offered use of his 
auction setup, which accommodates 
hundreds of buyers. 

The “colonels” (every auctioneer 
is a colonel) who work with Faulk 
offered their services free of 











wouldn’t run when parade time On May 11, on the eve of the sale, 
came. tornadoes hit neighboring cities. 

Most of the cars were given by} Rain was indicated throughout the 
dealers. One notable exception was|day and night. So, the parade and 





46 cars to be sold, 





More cars have been obtained, | this antique. 


* * * * * * 
ment and redoubled their efforts. |over the gavel for sale of the 
They finally closed the books at | Renault. This amateur “colonel” 


coaxed $1,100 out of Kinnaird for 


| a : 
Kinnaird promptly 


a 1941 Chevrolet sedan, contributed | auction were postponed for a week.| said John Kinnaird, president of|moved it to his lot, where it oc- 


by a nurse. Mrs, Ira C, Davis said The 


promoters managed to | the association. 
she was afraid what might happen 


overcome the jinx of postpone- 


Every driver is a 
ready prospect for the 


WICO Autostop! 


It happens on hills. Even on /ittle hills. It happens to you! 
Whether you are on the receiving end, or the backslider, the 
results are the same. Riders in both cars are shaken up. . .sometimes, 
bumpers are locked . . . other times, damage is considerable. 
There’s no backsliding in a car equipped with a Wico Autostop. 
When you stop ona hill—or on the level—the Wico Autostop makes 
the car stay put. It just can’t roll backward. Or creep forward. 


Suppose you drive with a Wico Autostop. You brake to a stop 
as usual, and touch the magic switch on the gearshift or selector 
lever. The car stays put! When you're ready to go, step on 

the gas and the brakes release automatically. 


You don’t have to keep your foot on the brake. 
And there’s no need for riding clutch or accelerator. 


Practically every car owner is a prospect for a Wico Autostop. Here is 


A nurse, Mrs. Shirley Muse, took | 


| cupies the spotlight position. 

One feature of the sale was that 
|some of the running old cars were 
purchased by people who desper- 
|ately needed cheap transportation. 
| Dealers looked the other way when 
|the bidder appeared to be buying 
|a car for actual use. 

| When the “clunkers” came up, 
bidding activity picked up. Many 
were bought by dealers and given 
{back for resale. Some were sold 
three or four times, 


When all the sales were made, 
the take came to $4,243.50. A week 
later the dealers presented a 
check to the secretary-treasurer 
of the fund, 

“These men have set an example 
for the rest of our city,” said J. Lee 

Johnson jr., general campaign 
chairman. “The unselfish work 
has been invaluable to this cause 
because they brought the city’s at- 
tention to it in an effective way.” 
x * 


Milwaukee BBB, 
Dealers Agree 


On Ad Moderation 


MILWAUKEE.—Recent claims in 
used-car advertisements are to be 
toned down by agreement among 
the dealers involved. 

William Lutter jr., president of 
the Milwaukee Used Car Dealers 
Assn., and other used-car dealers 
led the way toward the agreement 
when they complained to. the 
Better Business Bureau about cer- 
tain ads. BBB itself had cautioned 
some dealers that ads_ either 
violated the Milwaukee advertising 
code or made assertions which 
could not be proved. Dealers ap- 
proached, BBB said, promised to 
cooperate. 

Assertions by a dealer that he 
undersells the market are not de- 
sirable, BBB said, because he can- 
not know all prices at all dealers 
Statements that a dealer will “fi- 
nance anyone, anywhere,” are ex- 
aggerations, it said. A statement 
like “no down payment required” 
should be modified to read no down 
payment required “of acceptable or 
qualified risks,” BBB said. 

Similarly, such lures as “take up 
to 30 months to pay, as little as 10 
percent down,” should be qualified, 
it added. With finance companies 
tightening up on loans, BBB said, 
a customer must be a “super 
special, extra good risk” to get a 
|30-month loan on a used car. 
| Offers of free gasoline, insurance 
| and the like as inducements to buy 
|a@ car are harmless when validated 
by performance, BBB said. 


Lockwood Elected to Head 


| Statesboro (Ga.) Lions 


STATESBORO, Ga. — Max Lo:'k- 
wood, City recreation director : nd 


| 
| 





Each Wico Autostop kit contains 
complete, illustrated instructions. 
Average installation time 12 hours. 


makes it easy to show your customers a// the 


Manufacturers of Magnetos and 7O DOW EM & TO Sk ON 


the ‘' Puff-a-lite’’ Automobile Lighter 


a brand new opportunity for you to sell a profitable item—not a gadget, 
but a real necessity. And one demonstration can make the sale. Write 


us now about the MONEY-SAVING DEMONSTRATOR OFFER that 





WICO ELECTRIC COMPANY West Springfie’d, Mass. 


used-car dealer, has been nar ed 
| president of the Statesboro Li ns 
| Club. 
ok * + 
Daniels Opens Ga. Lot 
AUGUSTA, Ga.— Claude Dan els 
has opened a _ used-car lot at 
Twelfth and Telfair Sts. The ot 
will display about 15 cars and ° ill 
be open until 9 p. m, 


Autostop advantages. 
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By Ed Brown 
Staff Correspondent 

NEW YORK.—The proposed city 
legislation to extend the 3 percent 
city sales tax to include 30 or more 
previously exempt trade services, 
including all services performed by 
new-car dealers, is being called 
“one of the most outrageous raids 
on the pocketbooks of every 
citizen, high and low, that has been 
plotted at City Hall in many a 
year.” 

Dealers here are up in arms at 
this newest suggestion for im- 
posing another tax upon the over- 
burdened motorist. They declare 
that this latest raid upon him, 
and the resultant effect of this 
proposal upon business in service 
establishments, is tantamount to 
killing the goose that laid the 
golden egg. 

Joseph W. Farlow, executive 
vice-president of the Automobile 
Merchants Assn. of New York, said 
at a meeting of the Joint Con- 
ference for Better Government in 
New York City that a survey he 
had conducted showed that an 
average of “17 percent of the 
service business of dealers in New 
York City is business with out-of- 
city residents. Along the border 
regions of the city, where dealers 
are close to the Westchester, 
Nassau and New Jersey lines, the 
percentage of service volume ear- 
marked for out-of-city residents in- 
creases sharply.” | 

He warned that out-of-city resi- | 
dents will balk at paying a 3 per-| 
cent tax on service bills and would | 
take their car to their local dealers. | 

Enlarging on the potential loss 
of service business, Farlow re- 
minded his listeners that the 
more than 400 dealers in New 
York City do an annual customer 
labor volume of about $50 million. 
A sudden 17 percent drop in 
service business, he said, would 
mean $8.5 million would be lost to 
city dealers in gross income for 
the coming year. 

Adding labor sales of independent 
repairmen and gas station repair-| 
men, Farlow estimated the labor 
sales volume would reach $100 mil- | 
lion, A 3 percent tax would amount | 
to $3 million. 

City authorities are estimating | 
that the tax will net them $15 mil- 
lion. 

Dealers emphasize other factors | 
which are highly relevant to the} 
present situation. There are ap-| 
proximately 3,000 gasoline stations | 
in New York City delivering an 
estimated 1 billion gallons of gaso- 
line per year. The city sales tax on 
these sales amounts to $7,500,000 a_| 
year. The state tax amounts to $40) 
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Aluminum for Hy-Drive— 


Plymouth is using aluminum castings as 
a quality feature in the manufacture of 
Hy-Drive, now available on 1953 models. 
President John P. Mansfield holds com- 
bined torque converter and clutch hous- 
ngs. Use of aluminum permits a more 
afficient design, simplifies machining and 
improves performance, according to Mans- 
field. Production of Hy-Drive now exceeds 
3,300 a week he said. 


N.Y.C. Plans Another Tax 


Dealers Protest Proposal to Make Service 
Subject to 3 Percent Levy 
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million a year. The city sales tax | 
on tires totals another $3 million. | 


On new cars alone, the city 
sales tax is $8.5 million on $268 
million. The sale of city use tax 
stamps on motor vehicles brings 
in another $9 million per year, 
plus the fact that motorists con- 
tribute $32,200,000 to the state 
motor vehicle bureau for number 
plates and licenses, 25 percent of 
which is returned by the state to 
the city for its own use. 

Dealers also point out that al- 
ready the cash extracted from 
motorists exceeds $100 million for 
state and local taxes. 

There is a feeling that these 
problems are bound up with New 
York’s traffic snarl. 

A recent editorial in the New 
York World Telegram stressed 
dealers’ feelings succinctly. It said 
in part: 

“While the (subway) fare 
question is highly important, it is 
just part of a larger issue that 
must be settled if this city is to 








Model 60962 
ARO DU-ALL 
CONTROL 
HANDLE 
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ARO ADAPTO 


CONTROL 
HANDLE 
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Also...AIR TOOLS...HYDRAULIC EQUI 
AIRCRAFT PRODUCTS...GREASE FITT 
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Wilkie Buick's ‘Shadow Box'— 


One of the windows in the showroom of Wilkie Buick Corp., Philadelphia, has 


| 


been converted into a gigantic shadow 


|artistic expressions to convey the ideas 
| president of the firm. 


prosper. This big, overall problem, 


around town by car, bus or subway, 
that the city is being throttled 
commercially. 

“Traffic paralysis here has 
played a major role in sending 


business and retail stores as well 
as individual families to the 
suburbs. 





is 


fe 


EQUIPME 


|some politicians, industry is de- 


in our opinion, is Traffic Con-/| 
gestion. 

“The unhappy truth is that it 
has become so difficult to get 


“Despite the wishful thinking of ! 


Ci es 


. +. €asy Operation. 
makes of hydraulic fittings. 
SELF-SERVICE ADVANTAGES. . . with fewer working 
parts and unique simple design valves can be easily 
cleaned or reconditioned by user. 


box for periodic displays of an unusual 


| character. The current exhibit was inspired by General Motors’ Motorama and uses 


of beauty and usefulness. M. H. Bury is 





serting in significant mumbers. 
Many factors—high taxes and rents 
among them—admittedly influence 
decisions to move. But traffic con- 
gestion, with its continual adverse 
impact on employes, customers and 
flow of products, must be recog- 
nized as a major cause. 

“Some parking meters have been 
put in. Others are planned. Some 
lots are in the works and some 
one-way-street programs have been 
adopted. All this helps. But even 






COST 
bl 


DU-ALL CONTROL HANDLE. .. has pressure-boosting 
feature for hard-to-crack fittings . 
power to low-ratio chassis pumps. One pull of trigger 
passes grease at line pressure for normal lubrication. For 
tough fittings, squeeze trigger several times to build up 
pressure—max. 12,000 Ibs. For all makes of air-oper- 
ated chassis pumps. 
ADAPTO CONTROL HANDLE... a specially designed 
low-cost replacement unit for all makes of air-operated 
high-pressure pumps. Light weight—yet strong enough 
to pass grease at highest line pressure. Hand-grip trigger 
Both models service all standard 


Without weg ore , send bulletin giving complete details on the new 
Aro Du-All and Adapto Control Handles. 


-. 
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more sweeping reforms are neces- 
sary. 

“And adequate enforcement of 
existing laws could do wonders. 
The way it is now, buses frequently 
stop in the middle of streets in- 
stead of at curbs. Slow drivers are 
allowed to block high-speed lanes. 
Turns from wrong sides of the 
street are commonplace. No-park- 
ing signs generally are treated as 
jokes. 
| “All this can be corrected. But 
| before it will be, the city will have 
|to adopt and enforce a courageous 
| policy on traffic.” 

To this dealers only add that if 
the latest attempt to rush a new 
tax through, the recent rash of big 
business moving to the suburbs 
| will look like a spring shower, in 
comparison with the downpour 
which will follow such a move, 








McKown Open House 

Fred McKown (Cadillac - Olds- 
mobile-GMC trucks), Warsaw, Ind.. 
has held an open house to acquaint 
the public with his new quarters 
on the courthouse square, Twenty 
new cars and trucks were on dis- 
play. The dealership also has a 
used-car department with all trade- 
ins under cover. 


CONTROL HANDLES 
for CHASSIS LUBRICATION! 
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Oberling's New Showroom— 


This knotty-pine paneled showroom was created by M. D. Oberling, president of 
Oberling Motor Sales, new Hudson dealer in Quincy, Ill. The showroom fronts a 
completely equipped service and parts department occupying more than 8,000 square 
feet. Vernon Butts is service manager. 


N. H. Sales Tax Proposal Deferred for 2 Years 
A 2 percent sales tax proposal| Malley, of Somersworth, was re- 


has been sidetracked by the New|ferred to the Legislative Council 


hire Legislature f th 
gp mene a. ae oe ee for a study between now and the 
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South Philadelphia and Gloucester, 
N. J. 


* + * 


Nebraska Ups Gas Tax 


ments include Nebraska enact- 
ment of a bill increasing the state 
gasoline tax from 5 to 6 cents a 
gallon to raise an estimated $4,- 
500,000 in additional highway con- 
struction revenue... A bill enacted 
in Pennsylvania extends for an- 
other two years the state’s “tem- 
porary” 
ie 6 6 
creases state matching grants for 
rural road construction. 


both branches of the Ohio legis- 
lature approved a bill creating a 
new State Department of Highway 
Safety. The measure gives the di- 
rector cabinet status and divorces 
|the State Highway Patrol 


| State Highway Department. 





A bill sponsored by Rep. James F. | next biennial session in 1955. 


Legislative Roundup 


‘Continued from Page 20) 


a bill 


uniform 
traffic code regarding rules of the 
road, 


setting up a 


In the first major affirmative 


highway financing develop- action this year on the periodic 


inspection issue, both branches of 
the Texas Legislature approved a 
bill modifying the state motor vehi- 
cle inspection law. Providing for 
less extensive inspection in a move 
to salve the storm of complaints 
which followed enactment of the 
original law two years ago, the 


two-cent added gasoline|new measure limits inspections to 
A new Missouri law in-| brakes, lighting equipment, horns 


and warning devices, mirrors and 
windshield wipers. Under another 


In the field of highway safety, |"€w provision an inspection sticker 


will no longer be required for an 
owner to license his vehicle. 
Receiving final legislative ap- 
proval in Oklahoma was a bill pro- 
viding for the creation of a new 


and |seven-member State Motor Vehicle 
Bureau of Motor Vehicles from the |Commission to 


license new-car 
dealers, salesmen, distributors and 


Missouri lawmakers approved 'manufacturers doing business in 


Detour . . . Road Under Construction. The signs are up again, 

the signs of progress! And the big machines are on the 

move, swarming over the land, clearing the way for new and 
better roads. It’s a big job, but it’s a job made much easier by 
Hyatt Roller Bearings. That’s because the machines that build our 
highways—like the cars, trucks and buses that roll over them—are 





WAT 








Hyatt-equipped. Hyatt bearings are at vital load-carrying positions, 
fighting friction wherever shafts turn. And, Hyatts are the ideal 
bearings for the job because they’re engineered for bigger loads, 
for longer life, and for lowest maintenance costs! Remember, 

“If it’s built with Hyatts it’s built to be the best! 


ROLLER BEARINGS 


HYATT BEARINGS DIVISION + GENERAL MOTORS CORP. « HARRISON, N.J. 


the state. The measure was said to 
be necessary to stop the practice of 
auto manufacturers from requiring 
dealers to buy a heavy inventory 
of unnecessary parts and accesso- 
ries which, in turn, have been 
forced on purchasers of new cars. 


Besides banning such practices, 
the new act also would prohibit the 
selling of a used car or demon- 
strator as a new car. Another pro- 
vision is intended to protect the 
dealer’s franchise on a new-car 


firm for his estate in case of death. 
* * . 


R. I. Gets License Agency 


NEW Rhode Island law es- 

tablishes the State Automobile 
Dealers Licensing Commission in a 
status that will make it inde- 
vendent of the State Registry of 
Motor Vehicles. The new measure 
gives the commission, rather than 
the registrar, the power to revoke 
or suspend licenses of dealers. 

A Michigan law of doubtful con- 
stitutionality forbids Sunday sale 
of automobiles in the state’s eight 
most populous counties. The state 
attorney-general raised  constitu- 
tional doubts on the grounds that 
the new act does not apply uni- 
formly throughout the state. 

Oklahoma has a new law rais- 
ing the height limit on trucks to 
13.5 feet. Under the former 
statute, the limit was 12.5 feet, 
with the exception of a 13-foot 
allowance for trucks transporting 
automobiles... Delaware’s Senate 
approved a bill increasing the 
| maximum height for automobile 
transports to 13.5 feet. Maximum 
height for other vehicles in the 
state is 12.5 feet. 

A bill enacted in Vermont makes 
the owners or lessees of trucks, 
rather than the drivers, liable for 
violation of overload laws. A suit 
attacking the validity of the Illinois 
overweight truck law has been 
taken under advisement by the 
State Supreme Court, with a final 
decision not expected before the 
fall court term. 

A new Delaware law broadens 
the powers of municipal parking 
authorities to permit them to lease 
space in off-street parking facilities 
for gasoline, automobile accessories 
sales and other purposes. 

Connecticut enacted a bill in- 
creasing maximum weekly unem- 
ployment benefit payments from 
$26 to $30... Rhode Island created 
an interim commission to study the 
possibilities of installing a merit 
rating system for employers under 
unemployment compensation and 
allowing higher jobless benefits for 
employes. 

Connecticut, Michigan and New 
Jersey have enacted bills to liber- 
alize workmen’s compensation 
benefits. 





| In the Hopper 


| With a Wisconsin law that had 
| been in force for some time de- 
|clared unconstitutional in a state 
circuit court, the trucking industry 
| of the state has agreed on a pro- 
|posed law which would raise ap- 
| proximately $11 million. 
| For single-axle trucks the tax 
| would be increased from $6 to $30, 
|and for straight tandem three-axle 
| trucks from $35 to $50. 
| Combinations of tandem - trailer 
— which paid the ton-mile tax 
under the old law, would in the 
future get a reduction, but those 
that did not pay the ton-mile tax 
would have to pay higher rates if 
| the proposed law were passed. 


* * * 
| Ohio Bill Would License 


Dealers on Insurance 


The Ohio House has passed and 
sent to the Senate a bill which 
would require auto dealers who s=ll 
reciprocal auto insurance to take 
;out a license from the State /i- 
— of Insurance. 

Under such a license, the |i- 
censee would not be permitted to 
write insurance principally on 
| autos in which he deals. 
Out-of-state reciprocal insurance 
|}companies which write other than 


|physical-damage auto insurar ce 
|are exempt. The House also passed 
|a bill providing for a single lice: se 
plate for dealers. 
* x * 

| Fla. Keeps Drunk Penalty 

The Florida House has rejec'°d 
}a bill which would have lighter 4d 


|the penalty for a drunken dri’ °r 
(Continued on Page 62, Col. 5) 
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On the Financial Front .. . 
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Leveling Off Expected 
Toward End of °53 


HILE business reports continue 

preponderantly favorable, there 
are signs that the boom is begin- 
ning to lose its steam, Standard & 
Poor’s Corp. reports. 

In its Business Outlook, S & P 
says a leveling-off in activity 
seems likely in the immediate 
future, followed by a moderate 
dip late this year as major in- 
dustries cut back production in 
line with the indicated level of 
consumption, Higher money rates 
may exercise greater restraint on 
business planning as the year 
progresses, S & P says. Leading 
vankers, it adds, foresee the pos- 
sibility of a 4 percent rate on 
prime loans, compared with 3% 
percent at present. Meanwhile, 
the Treasury, because of a dis- 
appointing response to its latest 
refunding operation, will offer a 
new variation of tax anticipation 
bills to offset the heavy drain on 
its cash, The new tax bills will 
mature Sept. 18, 1953, the first 
time that a payment date other 
than March 15 or June 15 has 
been used. 

Bernhard Hengerer, editor of 
S & P’s Industry Surveys, says one 
of the complications in attempting 
to pinpoint a turn in business ac- 
tivity is the question of how much 
allowance to make for longer vaca- 
tions and plant shutdowns. Another 
factor he cites is the Korean situ- 
ation. 

a * +. 
ENGERER, however, sees 
downward adjustments in the 

second half in autos, appliances, 
construction and shipbuilding. Re- 
duced demand in these fields in 
turn would mean lower activity for 
the steel, tool and die and railroad 
industries. 

Auto makers who have been 
using 20 percent of the steel out- 
put, Hengerer says, will produce 
about 3.3 million units in the first 
half, Second-half production, he 
estimates, will about equal that 
of 1952, when the Federal Re- 
serve index of industrial produc- 
tion averaged 222, compared with 
240 in the first four months of 
1953. 

Despite reduced inventories, 
S & P says, existing stocks of heavy 
trucks are still excessive and out 


of balance. Correction of this con- | 


dition may not be achieved until 
the third quarter, thereby barring 
any price increases, it adds. 

om * * 





TIRE and rubber companies are | 


getting something of a back- 





Briggs Announces 
Seven Changes in 


Executive Posts 


DETROIT.—Seven changes in top 
executive posts of Briggs Mfg. Co. 
were announced last week by W. D. 
Robinson, chairman, and Everett 
E. Lundberg, president, after a 
meeting of directors. 

George W. Drysdale was named 
vice-president and assistant to the 
president. Joseph D. Quinn re- 
places him as manufacturing vice- 
president. 

Vice-president Fred W. Hofmann 
was elevated to executive vice- 
president. A. D. Blackwood, former 


secretary-treasurer, was elected fi- | 


mance vice-president. Walter B. 
Connolly was made vice-president 
in charge of labor relations, 

The treasurer’s position is to be 
filled by Daniel J. Convery, with 
David B. Hinchman as secretary. 

Lundberg also announced other 
appointments, which he described 
as adhering to Briggs’ policy of 


developing younger executives, and | 


the establishment of a new public 
relations division to be headed by 


W. E. Landis as director of indus- | 


trial and public relations. 

Dean Clark was appointed as- 
sistant manufacturing manager 
and William R. Fannin and Glen 
A. Prosser were named assistant 
treasurer and assistant secretary. 





door windfall from the growth of 
plastics, S & P says. Machinery 
used by the rubber industry to 
make rug underlays and mats can 
also be employed to make 
appliance covers, curtains and 
sheetings. This has created an 
active market for old equipment, 
much of which has already been 
fully written off. Some of these 
machines are being sold at close 
to their original cost, S & P says. 

From a long-term standpoint, 
S & P says, indications that 
money rates will remain higher 
than in the past 15 years are of 
considerable significance to 
banks, Results of banking oper- 
ations will continue to reflect 
general business conditions, but, 
with permanently higher returns 
available on earning assets, the 
banks will be in a position to 


vinyl | § 
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New Mexico Dealer in New Home— 


J. B. Hayes Buick Co., Hobbs, N. M., has a new building containing 13,500 square 
feet of space. Adjoining is a 14,000-square-foot car lot, while a parking area covers 


| 17,500 square feet of space. 


achieve better earnings than in 
earlier years. Meanwhile, dividend 
rates may well remain unchanged 
| at least until business prospects 
for late 1953 and early 1954 are 
more clearly defined, 


| Expenditures for plant and equip- | 


{ment appear to be headed lower, 
|S & P says, because of business 
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appeal when excess profits taxes 
are dropped, the firm says. 
* * + 


Minnesota Mining Acquires 


Electronics Subsidiary 
Minnesota Mining & Mfg. Co., of 
St. Paul, Minn., has acquired Amer- 
ican Lava Corp., Chattanooga, 
Tenn., as a wholly owned subsidi- 
ary through a $5 million stock 
transfer. 
Terms call for Lava stockholders 
trade common and preferred 
|shares for Minnesota Mining com- 
|mon. Herbert P. Buetow, Minne- 
sota Mining president, said his 
firm’s primary interest in acquir- 
ing Lava was to broaden Minnesota 
Mining’s participation in the elec- 


tronics field. 
* * * 


Lee Rubber & Tire 
Lee Rubber & Tire Corp. has 


—~]announced a net profit of $815,- 


uncertainties, the increased cost 


|and difficulty of raising money and 


the huge increase in industrial 
capacity. Perhaps a third of pres- 
ent construction is being made 
under certificates permitting accel- 
erated amortization over a five- 
year period, it adds. These tax de- 
ductions will lose much of their 


807.72, or $3.08 per share of capital 
| Stock, for the six months ended 
| Apr. 30. This compared with a net 
lof $943,667.96, or $3.56 per share, 
|for the same period a year earlier. 
| Net sales for the six months ended 
| last April were $20,991,667.06, com- 
| pared to $20,769,954.64 for the like 
|neriod of 1951-52. 
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QW! wer Carbon Blast Tune-Up Service 


for you! 


“New Pep! New Power! New Improved Perform- 
ance!” That’s the action-packed theme of our brand 
new national consumer advertising campaign .. . a 
campaign designed expressly to help you make more 
money with your “Head-On” Carbon Blaster. 


Yes, take a good look at these first four “Carbon 
Blast Tune-Up” ads. They’re beamed to the self- 
interest of millions of performance-minded motorists 
. . . your best service customers! And they’re based 
upon these well established facts: (1) In just 10,000 


miles of operation, 


the average car’s engine loses 


11.7% of its original torque due to accumulation of 
combustion chamber deposits. (2) This rapid and 
inevitable loss of horsepower can only be overcome 


NEW “PROFITS” PLAN BOOK for ‘‘Head-On” 
Carbon Blaster Owners! Contains 
complete information on a brand new 
promotional program developed to help 


you tie in locally with the national “Car- 
bon Blast Tune-Up” consumer cam- 
paign. Send for your FREE copy today! 








a 


Backed by National Consumer Advertising! 
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by periodic removal of these objectionable deposits. 
And (3) thousands of progressive automobile service 
garages are now equipped with Kent-Moore “Head- 
On” Carbon Blasters... a revolutionary new 
machine that enables them to blast-clean combustion 


chambers without removing 
amazing new service operation 


cylinder heads. An 
that actually restores 


“Jost” pep, power, performance to any car’s engine! 


So if you already own a “Head-On” Carbon Blas- 
ter, make sure it’s in tip-top shape . . . ready now to 
ring up new profit records for you. And if you're 
not yet equipped to perform Carbon Blast Tune-Up 
Service, call in your nearest Kent-Moore Equipment 


Distributor . . 


. order your Carbon Blaster today! 


Kent-Moore 


ORGANIZATION, INC. 


5-105 General Motors Building © Detroit 2, Michigan 


Engineers and Manufacturers of Special Automotive Service Tools and Equipment 
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Skid Tests Check Tire Efficiency— 


Cars equipped with different types of tires are tested on polished concrete skid slab 
at the U. S. Rubber Co. desert proving ground at Lancaster, Calif. Car at left has 
stopped safely while car at right crashes out of control through wood barrier. 

* 


‘Hell on Wheels’ Test Crew 
Hunts Flaws in New Tires 


LANCASTER, Calif. — “Hell on 
Wheels” testing at a desert proving 
ground here is helping to make| and will last the life of the car. 
modern tires safer and longer last-| The company even envisions a 
ing. combination tire and wheel, with 

At the same time, gruelling | rubber molded directly to the 
tests by U. S. Rubber Co. are | rim, to be sold and serviced as 
dedicated to the development of | a unit. 
the tire of tomorrow. This tire, At present, the proving ground 
the company says, will give a |has a team of 26 men and two 





quieter, smoother, safer ride at 
speeds of 100 miles and hour 


wn EE on 


_— \ 


= waar 242 IFRS DO TO 


YOUR CUSTOMERS’ DOLLARS IS ° 


CECH VO FILTER WHEN VOU CEC VoeR OM | 





women operating a testing pro- 
gram to prove on the road labora- 
tory results obtained at U. S. Rub- 
ber headquarters in Detroit. 

The test area, 75 miles northeast | 
of Los Angeles, is flat as a table, | 
although within a few miles of | 
mountains. It is blistering hot by 
day, often below freezing at night. 
Dry as talcum powder, it is sub- 
ject to flash floods during rainy 
seasons, 


Severe tests on this layout often 
ruin in 30 miles tires which regular- 
ly deliver more than 30,000 safe 
miles in regular driving. A two- 
mile banked track, the only test 
oval owned by a rubber company, is 
used for speed runs. Mudholes and 
a stretch of road surfaced with 
razor-sharp flint are specially main- 
tained for punishing tires. Skid 
tests are conducted on a concrete 
slab polished as smoothly as a tile 
floor. 


A completely equipped machine 
shop is used to turn out trailers 
and other test equipment specif- 
ically designed for the proving 
ground. The garage houses 22 
cars, three five-ton trucks and a 
10-ton diesel. During 1952, the 





fleet covered more than 813,500 


youR Bus: 





New Jersey Measure 
Orders Turn Signals 

A bill passed by the New 
Jersey Legislature and sent to 
the governor for signature pro- 
vides that vehicles manu- 
factured after July 1, 1954, 
shall have turning signals ap- 
proved by the State motor vehi- 
cle director, 





test miles. Some 1,200,000 miles 
have been covered by the test 
drivers without an accident. 

Dean of the U. S. Rubber test 
drivers is Norman Rode, who figures 
he has driven more than a million 
miles, with 500,000 covered in test 
vehicles. In the last three years 
he has driven 153,367 miles. 

“Sure, it’s monotonous,” Roe says, 
“but I figure the work is contrib- 
uting to highway safety all over 
the country and that makes it im- 


portant.” 
While the extensive tests con- 
ducted at Lancaster add ma- 


terially to tire safety, all the test 
drivers agree that the most im- 
portant safety factor is for the mo- 
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/WESS, 


WIX HEVI-DUTY Oil Filters and Cartridges are your busi- 
ness too... they save money for car owners— make money for 
you... by freeing your customers of the Wearmite menace. 


*W earmites are “engine termites” — Grit, Dirt, Acid and 


$S-24 comes complete in shipping carton with 
stock of 24 WIX HEVI-DUTY Cartridges. The 
Display Stand is yours ABSOLUTELY FREE of 
extra cost. 
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Tarry Sludge. They infect motor oil — do untold damage to 
engine parts. WIX Cartridges filter these pests out of motor 
oil and stop this damage because they contain HEVI-DUTY 
WIXITE — the modern depth type filtrant of Resilient 
Density. 

Dramatic WIX national advertising tells the dirty oil, 
Wearmites story . . . creates demand for WIX Engineered 
Filtration, new customers for you. Tell your customers the 
Wearmites story with the greatest Sales Aids in oil filter his- 
tory. Remind them, show them, sell them . . . with the WIX 
Cabinet Merchandiser, SS-24 Display Rack, Filter Identifica- 
tion Charts, and the exclusive WIX Dirtector. Ask for the 
details — today! 


we 
OIL FILTERS 4 CARTRIDGES 


WIX CORPORATION - GASTONIA, N. C. 
IN CANADA: WIX ACCESSORIES CORP., LTD., TORONTO, ONTARIO 
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| torist to temper his driving with 
|common sense, 
| U. S. Rubber researchers have 
found that many factors have in- 
| fluenced an improvement in tread 
| mileage through the years. Tires 
| have become progressively larger 
| in cross-section, distributing the 
weight of the car over a much 
| larger amount of rubber. 
| At the same time, tread designs 
| have been flattened to reduce tread- 
| scuffing movements. Materials used 
|have also undergone important 
changes. About 1920 carbon black 
was first introduced into tread rub- 
|ber. In time, this change resulted 
in at least a 50 percent gain in 
anti-skid mileage, U. S. Rubber 
says. 

With the addition of other im- 
proved rubber chemicals, natural 
rubber tread compounds in the 
learly 1930s were nearly as good 
as the best being used today. But 
the addition of “cold” synthetic 
rubber has produced a tire superior 
to natural rubber for tread wear, 
the company says. 

Tire mileage has been vastly 
increased by the switch from 
cord to rayon fabric, This has 
resulted in cooler running tires 
which perform better, particular- 
ly at high speeds. Improved roads, 
of course, have helped add to the 
life of tires. 

At the same time, some factors 
have been working to decrease the 
useful life of tires. The most im- 
portant cited by U. S. Rubber re- 
searchers are vastly stepped-up 
horsepower, overloaded front ends 
and lessened rim diameters. 

The tire of the future, they say, 
will require more construction pre- 
cision in terms of dynamic balance, 
stability and uniformity. It will 
give quiet, soft rides at speeds 
above 100 miles an hour. It is the 
job of the test drivers to keep a 
constant check on the factory’s 
| Steps toward that goal. 
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who had caused no accident. Pres- 

ent law gives a judge no choice 

about revoking the license of a per- 

son convicted of drunken driving. 
7 y * 


Right to Set Prices Backed 
By New Jersey Court 

New Jersey’s Supreme Court has 
ruled that retailers cannot be pro- 
hibited under the state fair trade 
act from advertising or selling 
goods below prices fixed by agree- 
ment between the producer and 
other retailers, so long as those 
goods are in interstate commerce. 

The court further held that a 
retailer cannot be bound by a mini- 
mum price or fair trade agreement 
merely because he has been notified 
by a producer or wholesaler that 
such an agreement is in effect, and 
has been made a part of his regu- 
lar sales contract without his ex- 
press consent, 

Written by Justice Harry Heher, 
the state supreme court rulings 
affirmed decisions previously 
handed down by the State Superior 
Court’s Chancery Division in three 
separate suits, 

” * * 


Florida House Passes Bill 
Requiring Flags on Trucks 

The Florida House has passed 
and sent to the Senate a bill 
which would require trucks to 
protect rear wheels with mud 
flaps. 

The law would apply to trucks 
weighing three tons or more. 

eS * * 





Safety Glass Mandatory 
In All Florida Autos 


An act to make safety glass min- 
datory in all new autos and ‘or 
replacement windows became 4W 
in Florida without the govern» r’s 
signature. The law becomes ef ec- 
tive Jan. 1. 

Also becoming a law without «he 
governor’s signature was an act 
empowering all Florida cities to 
issue revenue bonds for constr’:ct- 
ing bridges, causeways, tun: ’ls, 
waterworks and port facilities. 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


Night Service Dropped 

Matthews - Hargreaves Chevrolet 
Co., in the Detroit suburb of Royal 
Oak, has abandoned night service 
after an 18-month tryout. 

The operation has been dropped, 
says H. M. Duthie, service man-! 
ager, “for the specific reason there 
are not enough skilled men to! 
spread over the day and night 
shift.” Pressure during the day is 
“terrific,” Duthie says. 

Most good mechanics, says 
Duthie, don’t care to work nights, 
and he won’t put up with “bums | 
and drifters.” Duthie was _ re- 
luctant to cut back the closing 
hour from 9 p.m. to 6 p.m, be- 
cause there was a heavy volume 
of night service work and it was 
constantly growing, he says. He 
feels, however, that day work | 
must take precedence. 

The parts department will re- 
main open until midnight, and 
customers who have left their cars 
in the shop during the day can} 
pick them up any time before 9 


p.m. 


* * * 


Waits on Factory 


The sales manager of a Detroit- 
area new-car dealer is unhappy— 
unhappy with the factory because 
it won’t ship as many cars as he 
says he can sell. 

“The factory told us to push | 
station wagons,” he says. “We got 
out and sold ’em. When I sent | 
the orders to the factory, I got | 
a phone call telling me what I 
could have —and it wasn’t what 
I'd sold. 

“We're always short on new 
cars, too,” he adds, pointing to a 
barren showroom. “Our customers 
have to wait five to six weeks for 
delivery. It’s not fair to them, and} 
I can’t blame a lot of them who 
have taken their business to a 
competing dealer.” 


* * 


No Finance Trouble 


Higgins-Pontiac Co., Ferndale, 
has yet to be troubled by tighten- 
ing credit policies. 

All financing is done through a 
neighboring bank, and Higgins 
okays all its own paper. 

“We haven't had a repossession 
since 1940,’ says Hub Walker, 
sales manager. 


7” * 


Competing Makes Featured 


Competing makes occupy front- 
row spots on the used-car lot at 
McLeod & Son (Studebaker), Royal 
Oak. 

The theory is that used-car! 
buyers who want a Studebaker | 
don’t need to be pulled off the! 
street. Showing off top - condition 
cars of other makes brings in 
extra prospects, the firm believes. 
McLeod retails nearly all of its 


used cars. 


* * 


Used-Car Blues 


Disheartened by the downward 


trend in used-car sales, one dealer 
independent 


line is 


handling an 





Giant Nut— 

A three-ton bronze nut to cap a screw | 
13 feet long frames Paul F. Miller, tool- | 
maker at Ford Motor Co.'s Rouge plant. He | 
measures thread dimensions, which had | 
to be perfect to prevent harmful friction | 
when screw and nut were installed and | 
ted for adjusting steel mill rollers. Cut | 
fom a solid bronze disc 28 inches thick, | 
te nut has an inside diameter of 15 
ches, 





about ready to stop taking in used 
cars on new-car sales. 

“Things are getting so bad 
we’re going to soon have to build 
another lot to take care of used 
cars,” he says. “We can’t retail 
them, and we can’t wholesale 
them. 


“Seems that the only answer is 
to make the potential buyer sell 
his own car. And only the Lord 
knows what that will do to the 


new-car business.” 


* > 


Blames It on Weather 


Disappointed at the poor ab- 
sorption rate in his service de- 
partment, one _ eastside inde- 
pendent dealer nevertheless takes 
an optimistic view of the 


problem. 
“It’s this rainy and cool spring 
weather that has hurt the 


business,” he remarks. “Just wait 
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until the warm weather comes. 
That will bring the bugs out, and 
we'll have more business than we 
can take care of.” 


* * * 


Salesman’s Private War 


| Outraged by competitors who are 
offering “extra large” discounts on 
both used and new cars, P. J. 
Murray, salesman for Frank Ham- 
mond Motor Sales (Packard), 13105 
Gratiot, has begun a one-man cam- 
paign for “fair-trading all cars, 
whether used or new.” 








‘Ft. Wayne Packard Opens— 


A 10-day opening program was fea- 


|tured at Fort Wayne Packard, Inc., Fort, 


| Wayne, Ind., with a Clipper Sportster in- 


cluded among $4,000 in prizes offered. | 


| James E. Kelley (left) is the new owner of 
the dealership. He is shown with William 


| gain hunting all over the city,” 
he says. 
| “And with business localized in 
ithe area of the dealer for that 
|territory, it would mean that the 
|service department would become 
|the baby of every dealership. Not 
| only would the dealer sell the car, 
| but he also would get that car back 
in his premises many times for 
| service and repairs. 

“This is the problem dealers must 
lick. In my mind, the only answer 
is a fair-trade pact, the same kind 
you find on electrical appliances 


* | and other household articles.” 


* 


Whither Discounts? 


“This is the first model year since 
World War II,” says a dealership 
sales manager, “that discounting 
and overallowances began so early 
and continued so strong. In some 
makes, heavy slashes were offered 


* * 


| 


“The public as well as the dealer|G. Beasley, Detroit zone manager. D. W.|on announcement day. 


offering the discounts is being hurt 
by such tactics,” he contends. 
|“Some people are driving as much 
as 30 miles to save $50 on a new 
lear. Then, after they have 
|purchased the car, they have to 
|drive that same 30 miles to get 
| service.” 


Murray believes the only 


McMillen jr. is vice-president; William 
Hefner, general manager, and George 
Aichele, service manager. 


answer to the problem is to “fair- 
trade” the cars. “That would 
localize the buying because there 
would no longer be any need for 
a prospective buyer to go bar- 


SOME SERVICE RECORD! 


“Dealers in our medium-priced 
line are forced to give away $200. 
What I want to know is what’s 
going to happen later in the year, 
around cleanup time, when fur- 
ther discounting will be unavoid- 
able. 

“Will we be trading dollar for 
dollar just to clean out our stocks?” 





Ask any automotive service shop with a 
KRW Hydraulic press if it was a worthwhile 


investment. 
listed above, 


hauls, installs bushings 


operated, air operated or 


Autocar, for one, will answer 
with a rousing “Yes !” In addition to the jobs 
Autocar Sales & Service of 
Buffalo, N. Y. does generator and starter over- 


on shock absorber 


arms, removes and replaces pinion bearings 
and forms fifth wheel hold-down straps on 
their 75 ton hand operated KRW Hydraulic 
press. Install a KRW press in your shop and 
you'll soon find your mechanics lining up 
to use it. Time saved on scores of different 
jobs will pay for the press in a hurry. Avail- 
able in 25, 50, 60 and 75 ton capacities. Hand 


motor driven. KRW 


also makes a full line of Bench type Arbor 


presses. 


Ask your local Machinery dealer to quote 
you. Or write, wire or phone Dept. 67 


WORLD’S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 


for com plete details and prices. 
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New Passenger Car Registrations, All States for April, 1953-1952 
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By James D. Woolf 


Special Correspondent 
As WE all know, success in serv- 


ing the public at any level re-| Imagine 


tailing, wholesaling, manufacturing 
depends on effective performance 
in several areas of activity. 

Of paramount importance, of 
course, is satisfactory merchandise 
in terms of quality and price. 
Better yet is merchandise or serv- 
ice that exceeds the level of meet- 
ing customer requirements of mere 
satisfaction; as a potent developer 
of goodwill there is nothing that 


beats giving the purchaser a little | 


more than he expects. 

A week or so ago I took my car 
to a new auto repair shop for an 
overhauling. The foreman, after 
a careful diagnosis, showed me 
exactly what needed to be done 
and estimated the bill would 
come to about $35, 

Imagine my surprise and pleasure 
when, a couple of davs later, pick- 


! 


Salesense in Advertising 


Tested Ideas for Small Business 


through the town again and I 





| suggested to my husband that we! effort to find the exact shoes for 





| 


| 
| 





ing up the machine, I was handed | 


a bill for $31. Moreover—an even 
greater surprise—the car had been 
washed and rubbed so expertly 
that it sparkled as brilliantly as a 
freshly minted dime. The _ seat 
covers had been thoroughly 
cleaned, too. 

“A beautiful wash job,” I com- 
plimented the foreman. “I didn’t 
order it, but I’m glad you did it. 
How much do I owe you for it?” 

“Not a cent,” he smiled. “You see, 
it’s our policy to give our customers 
a little something extra.” 

This repair shop, as I’ve said, is 
a new one. Although only a couple 
of months in business, it is taking 
plenty of patronage away from 
long-established competition. “A 
little something extra”—giving the 
customer a little more than he 
expects—is paying off handsomely. 

+ * * 


People Like To Be Asked 


NOTHER important business- 
builder is the policy, activelv 


and continuously implemented, of | 


asking people for their business. 


Just the other day the 
gomery Ward office in our town, 
a relative newcomer, 
wife the news that a shipment of 
fine-quality nylon hosiery, which 
had just come in, were being 
offered at 88 cents a pair. She 
ordered five pairs forthwith. 

The point of this episode isn’t 
merely that Ward made a sale. 
Ward also made a friend. Mv wife 
glowed with pleasure. “Just think,” 
she exclaimed, “this is the first 
time any business house in this 
town has ever phoned me and 


asked for my patronage! 

Not very long ago, acting as 
my own contractor. I built a 
house that involved. for labor 
and material. a cash outlay of 
around $35,000. Since the site of 
the building operation was on a 
principal street, and since, fur- 
thermore, a new item reporting 
the undertaking appeared in our 
local newspaper, every dealer in 
town must have known that the 
house was going up. 


Mont- | 


phoned my) 





It’s hard to believe, but it’s true: | 


Not a single merchant — building 
supply dealer, hardware store, 
plumber, paint dealer, roofer, light- 
ing contractor, nurserv or 
scape gardner — exhibited a spark 
of interest. Not a single dealer 
asked me—by phone, by letter, or 
by personal contact—for a single 
dollar’s worth of my business. How 
dead on his feet can a merchant 
be! 

, 7 * * 


The Personal Touch 


LIKE this little story as pub- 
lished some time ago in The 
Family Circle. It reports an experi- 
nce of Linda Larsen of Ludington, 
Mich, Says she: 

“I have a hard time finding 
shoes that fit. I not only have to 
shop in many stores but usually 
in two or three towns before I 
find what I need. About six 
months ago in a nearby town I 
went into a store I'd never tried 
before and bought an expensive 
pair of shoes that had been 
marked down because of the very 
peculiarities I need in shoes, 


“A few days ago I was passing 


land- | 


see what I could find. 
my surprise when I 
entered the store to find that they 
not only remembered me but had 
a complete record of the former 
sale. They knew that my feet had 
been X-rayed, and all the unusual 


stop and 


things that make my feet hard 
to fit. 
“Needless to say, I bought an- 


other pair of shoes—and this store 
will now be my first stop in search | 
for shoes, for a store with service | 


of this kind will surely make every 
my feet.” 
There’s positive magic in the 


“Personal Touch.” 


* * 


Ad Power Multiplied 


— you say, but what has all 
of this got to do with advertis- | 
ing? The answer is— EVERY-| 
THING. I've said in this column} 
before, and I say it again: “Ad-| 
vertising can’t make a silk purse} 
out of a sow’s ear.” 
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| Ford Dealer for 37 Years— 
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Mallon Motors, Inc., Tacoma, Wash., has been selling Fords since 1916. Shown here 
is its new location at 6201 S. Tacoma Way on the main highway leading into Tacoma. 


people to like your store, or your ; who comprise 


product, or your service, or what- 
ever it is that you promote, un- 
less in your business are those 
attributes —those little extra 
somethings —that tend to make 
it likeable. 


your market, will 
multiply the power of your adver- 
tising. I am sure that my wife, now 
that she has had her pleasant 
Ward’s experience, will pay closer 
attention to Ward’s advertising. 
You can’t make bricks without 
straw. The little something is the 


The little extra something, once|straw that puts extra pull into 
Advertising cannot persuade | they are experienced by the people | advertising. 


TIPS ON NEW CAR BREAK-IN 


that mean extra money for you! 


Here’s your chance to give your customers an extra service— 
and earn an extra profit. Casite is ideal for new engine break-in— 
it makes any oil a faster oil and gives that added protection so 
necessary for the first few hundred miles. And Casite keeps the 
engine clean, free-running and powerful, too—gives better and 
smoother motor performance to any car, old or new. 

Push Casite today and every day—your customers appre- 
ciate a reminder every time they come in. 








Casite is easy to use—economical, too! All you do 
is pour a pint in the crankcase with the first crank- 
case oil. See directions on the Casite can for both 


new and older engines. 





Casite also tunes the engine. A pint through the 
carburetor air-intake, or in the gasoline, quickly 
gets rid of gum and goo, frees sticky valves and 


rings, lets the power zoom through. 








ing parts clean and free 


pan, where it remains unt 


A new or reconditioned engine is stiff and tight. There 
is danger that moving parts may not get enough oil, 
may scuff or score or even sieze. Casite makes oil 
penetrate to all parts for proper break-in. 





Casite’s mild solvent action keeps all internal work- 


and gum. The sludge sinks to the bottom of the oil 


4 


from deposits of sludge 


il oil is drained. 


Casite makes any oil a faster oil—speeds it, spreads 
it to all moving parts. Independent laboratory tests 
show Casite speeds the flow of No. 20 oil 34% at 
50°F., 42% at zero—greatly reducing start-up wear. 





Casite aids hydraulic valve lifters, too. Casite in the 
crankcase gets oil into hydraulic lifters quicker, 
helps the lifters function smoothly. Casite also, 
keeps away deposits of sludge and gum which cause 


lifters to stick and clatter. 


America’s Newest, Finest Upper Cylinder Lubricant 


Here’s a brand new, easy to use plus-profits item—ideal for both new and old cars and for all 
top oilers. Just add Caslube to the gasoline. Retails profitably at only 25¢. Casite Division, 
Hastings Manufacturing Co., Hastings, Michigan (Casite, Caslube, Drout, Hastings Pistor 


Rings, Spark Plugs, Oil Filters) 


XUI 
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Many New Laws Enacted... 





Legislatures Consider 
Credit and Insurance 


ILLS affecting installment fi- 

nancing and regulated in- 

surance have been considered in 
state legislatures throughout the | 


country this year, with a number 
of significant enactments resulting. 
Current and prospective develop- 


ments in this legislative field in- 
clude: 
ARKANSAS: Bill to eliminate 


installment financing difficulties | 


died in the House after it had 





Dangle a new, patented Muskegon “UNITIZED"™ steel 
oil control piston ring from your fingertip and see a 
world of difference! For this multiple piece ring not 
only has superior features bat it handles like a one 
piece ring! That's right! This exclusive Muskegon 
BONDED 
holds fast until the engine is run. 


ring is pre-assembled... and 


Muskegon’s new “UNITIZED” ring is available in 
two types: CSR-200 with fully chrome plated edges tor 
double to triple ring life, and the CSR-100 without 


chrome edges—meeting all your service requirements. 


Remember, all Muskegon Service Piston Ring Sets 
are Factory Approved and Factory Engineered— 
and this is important... they are available only 
from Factory Service Departments through car 
dealers and other authorized service outlets. 





HANDLE LIKE A ONE-PIECE RING! 
Rails and spacer are correctly assembled . . . 
and bonded together making it as easy and con- 
venient to handle as a one-piece ring whether 
on the production line or in the service shop. 


pte-assembled...install 
like a one-piece ting! 


been recalled from governor. Re- 
call followed the attorney gener- 
al’s opinion that the bill was un- 
constitutional. Bill was designed 
to circumvent State Supreme 
Court stand that service and ex- 
pense charges in connection with 
installment financing are usuri- 
ous if combined “carrying” 
charges and interest exceed 10 
percent annually. Another de- 
feated bill would have prohibited 


TOGETHER— 


oy FEO 


Muskegon CSR-200 “UNITIZED”’ ring consists 
of: spacer, two rails—with edges fully chrome 
plated assuring double to triple ring life and 
heavy duty expander. 


banks and other lending agencies 
from requiring borrower to 
purchase insurance, 
CALIFORNIA: Bill enacted to 
prohibit splitting loans in order to 
charge higher rate of interest. 
CONNECTICUT: Bill providing 
for supervision and regulation of 
installment sales was unsuccessful. 


at mavennnrene Bill enacted to forbid 
any person or firm engaged in 
selling personal property or lend- 
ing money to require that 
purchaser or borrower take out in- 
surance from a designated com- 


pany. Rejected were two bills for 
| more 
|stallment contracts. They provided 
|for specification of charges in sales 
/and installment contracts. 
INDIANA: Legislature enacted |sales contract which would state 


stringent regulation of in- 












| a bill empowering the state to (clearly the amount and purpose of 
| limit “rebates” by finance com- | all charges. Interest would hav 


panies to dealers for installment | been limited to 6 percent a year for 


contracts. 
MARYLAND: A bill to establish 


ceilings on finance and_ service} 
charges on installment sales of 
autos was killed. 

NEVADA: Legislature killed a 


bill to regulate retail installment 
financing. 

NEW JERSEY: Bills designed to| 
prohibit auto dealers from selling 
fire, theft and collision insurance 
are pending. 

* * * 
NJEW YORK: Unsuccessfully in-| 
+‘ troduced again were bills to} 
regulate interest charges and other 
aspects of auto financing. Bills 
called for a uniform conditional 


new vehicles, 9 percent for usec 
cars less than two years old and 1: 
percent for other cars. Buyers als 
would have been assured of a re 
bate on all unearned finance 
charges when the contract is paic 
up in advance of due date. 

NORTH DAKOTA: New law 
requires that buyers of financed 
autos be given full information 
as to insurance coverage required 
and its cost, apart from finance 
charges. 

OKLAHOMA: A bill to require 
examination and licensing of insur- 
ance agents was killed after op- 
ponents charged it was an attempt 
to stop auto dealers from selling 
insurance. 

PENNSYLVANIA: Proposed 
legislation to set up qualifications 
for insurance agents would have 








BONDING AGENT DISAPPEARS 


Muskegon bonds the pieces together with a 
special adhesive agent that dissolves in the hot 
engine oil during engine run. Pieces free en- 
tirely to give the outstanding, long performance 
for which all Muskegon rings are noted. 


|the effect of prohibiting auto deal- 
(ers from selling insurance in con- 
| nection with auto sales. 

RHODE ISLAND: Bills aimed at 
| prohibiting sale of auto insurance 
by auto dealers, their agents and 
sales finance companies were re- 
jected. 

SOUTH CAROLINA: Bill requir- 
ing lending agencies to furnish bor- 
rowers with complete statements of 
all charges was rejected. 

* * * 


ENNESSEE: Bill which failed 
would have limited auto finance 
charges to 10 percent a year. 


UTAH: New law requires that 
seller in installment deal must 
provide buyer with written con- 
tract showing cash price and 
time sales price, limits carrying 
charge to 1 percent a month and 
requires rebate to buyer if pay- 
ments are completed ahead of 
schedule. New act also entitles 
a purchaser to transfer insurance 
from property being traded in or 
to buy new insurance wherever 
he desires. 

WASHINGTON: Legislation in- 
|tended to prohibit auto dealers 
|from handling insurance on cars 
|they sell was unsuccessfully pro- 
posed. 
| WISCONSIN: Pending is meas- 
ure to prohibit state banking de- 
partment from regulating “rebates” 
| by finance companies to dealers for 
| installment contracts. 





HH ndoon it ornets 
‘Count 3 More 


Race Victories 


DETROIT.—Hudsons _§ scored 
three victories in three stock-car 
races on Memorial Day. 

At North Carolina’s Raleigh 
Speedway, Fonty Flock, making his 
first start in a Hudson Hornet, 
captured a 300-mile Grand National 
Circuit event. Second and _ third- 
place honors went to 1953 Hudson 
Hornets piloted by Fonty’s brother, 
Tim Flock, and Herb Thomas, cur- 
rent point leader in Grand National 
events. 

Arriving at the new one-mile 
asphalt track after the qualifying 
trials were over, Fonty was forced 
to start at the rear of the 56-car 
field. At 100 miles, he had moved 
into fifth position. At the half-way 
mark he was running third. He 
took the lead on the 196th lap when 
Herschell McGriff, driving an Olds- 
mobile, was forced out due to me- 
chanical trouble. 

The 95-degree heat took a heavy 
toll of cars. Only 31 finished the 
grind. Fonty’s Hornet averaged 
| 70.61 miles per hour for the 300 
miles. 

Hudson’s second victory of the 
day was registered by Jim Romaine 
jin a 100-mile event at Youngstown, 
O., under Midwest Automobile Rac- 
ing Corp. sanction. 

Lou Figaro added Hudson’s third 
victory by taking a 250-mile event 
at Carrell Speedway, Gardena, 
Calif.. under United Racing Assn. 
auspices. 

Hudson victories for the ’53 sea- 
| son now total 14 of 21 races. 





|Auto Maniacs Schedule 


Car Pienic on June 28 


DETROIT.—A car rally and pic- 
nic will be sponsored by .uto 
|Maniacs of America at 10 m., 
| Sunday, June 28, at Bloomer : ate 
Park No. 2, near Rochester, } ch. 
The event will be open not on to 
the 200 members of the club »ut 
to all motor enthusiasts. 
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... to INCREASE 
SHOP PROFITS 


and assure customer 
satisfaction through 


better repair work 


That's why 70% of the units of this 
type in use among car dealers are Sun built. 
The Sun Line is complete—offering scientific 
testing equipment of every size and type. 
This enables any car dealer, regardless of 
size, to have the units that best fit his shop 
needs. Newly engineered 6-12 volt equipment 
$s now available—or your present equipment, 
through the Sun Modernization Plan, can be 
quickly converted to serve vehicles of both 
voltages. Talk to your nearest Sun Repre- 
sentative or write direct to SuN. 
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Hung Jury Stymies| 


Slander Suit of | 


Spokane Unionist 


SPOKANE.—(UTPS)—An 11-day, 
$50,000 slander suit against Stod- 
dard-Wendel Motors and the firm’s | 
manager, Don Williams, came to a| 
close last week when Superior 
Judge Charles W. Greenough dis- 
missed the jury after 44 hours of | 
deliberation without a verdict. 

In the suit, instituted by Alvin | 
K. Schultz, representative of the| 
AFL International Association of | 
Machinists, it was alleged that| 
Williams had called Schultz a/| 
Communist during a dispute be-| 
tween car dealers and mechanics. 


During the trial, Williams denied | 
the charge, stating that what he | 
actually had said was that Schultz | 
was “acting like a Communist.” 


John McGillvary, defense at-| 
torney, asserted that evidence could | 
show that labor relations between | 
garage owners and employes were | 


Ethyl Aide Scores 
Lead Import Bill 


WASHINGTON. — Enactment of | 
a sliding-scale tariff on lead im-| 
ports, as proposed in the Simpson | 
bill, would seriously affect Ameri- | 
can lead consumers and jeopardize | 
|future lead supplies, J. A. Costello, 
vice-president of Ethyl Corp. told) 
the House Ways and Means Com-| 
|mittee last week. 


| Costello said the bill would ac- 
|centuate fluctuations in both the} 
price and supply of metallic lead, | 
| would tend to raise the cost, would | 
discourage exploration and de-| 
|velopment of new lead properties | 
|'abroad, and would decrease the 
|supply of lead available in periods | 
of emergency. 


| “During the period 1940-52,” Cos- | 
'tello said, “more than 70 percent} 
|of the lead imports to the United | 
States came from Canada, Mexico 
and Peru. If we erect barriers 
|against imports from these areas | 
and remove the incentive to| 
achieve needed production, we can- 
not expect them to maintain capac- | 
ity to supply us during emergency | 
periods. 

“There is general agreement that 
|the long-term demand for lead} 
will substantially increase. This de- | 
mand will be sufficient to support 
|and require both a strong domes- 
tic mining industry and a strong 
foreign mining industry.” 





Key Issue 


Milwaukee Tag Drive Helps 


Cut Car Thefts 


MILWAUKEE.—tThe distribution 
of 41,000 orange-colored tags since | 
1946, which were affixed to cars 
|found parked with ignition keys in 
| the switch, has resulted in a steady 
|decrease in auto thefts, according 
|to John W. Polcyn, chief of police. | 


A message printed on the tag 
reminds the motorist that 90 per- 
cent of all cars stolen have ignition | 
|keys left in switches, and also 
| states that 60 percent of all thefts 
are by juveniles. 


| Exactly 899 cars were listed as 
{stolen here in 1952, compared with 
| 1,050 in 1951. Recoveries totaled 94.3 
percent in 1952 and 95.1 percent the 
| year before. 


‘Closed Circuit TV Offered| 


For Business Purposes 


DAYTON.—A Who’s Who of show 
|} business is now available to 
business firms for closed circuit | 
television presentations in a 62-city| 
network, it has been announced by | 
| Cappel, MacDonald & Co. There are 
110 theaters, seating 240,000, avail- 


able for this medium, the firm said. | 


Closed circuit television can | 
originate at a company’s head-| 
quarters and be piped to theaters) 
in regional areas thus eliminating 
the need for national sales meet- 
ings, or it can be produced in a 
theater and beamed to a meeting 
|in another part of the city or in a 
distant locality. 

Cooperating in the new service is 
William Morris Agency, Inc., of 
|New York, which offers leading 
| entertainers, writers, directors, cos- 
|tume designers, choreographers, 
| and other technical personnel in all 
i fields of entertainment. 








| 
| 


peaceful and satisfactory until 
Schultz arrived in Spokane. 


right to be in the shops as a union 
representative. He admitted that he 
| visited shops almost daily during 
| the labor dispute. 










nition of a Communist, as contained 
in Schultz’s complaint, delayed the 
|suit from closing a day earlier. 
The defense moved to eliminate 
the definition, which stated in part 
that a Communist was a person | 
who “did not believe in obedience 
to laws” and “who subscribed to a 


Schultz testified that he had a 


An argument regarding the defi- 


excLUsivEt 
Hevicrome Name Plates 


@ Zinc die-cast with heavy chrome 
plate— NO DIE CHARGE 


@ Quality chrome — EXTRA HEAVY 
@ Small orders filled 

@ Available in original designs 

@ Prompt delivery assured 


. K. BRAASCH 


No. 2—The Automotive Selling Process. 


For complete details send for free 


eae Key to Leadership. 
illustrated brochure and quotations. 











doctrine 
property for communal division.” 
Counsel for Schultz argued that the 
definition 
by Federal courts. 

A Schultz attorney said that he 
would 
slander suit. 


ANNOUNCING SIX 


. 3—Eighty Ways to Find New Prospects. 


que of Used Car Salesmanship. 
. 6—Developing and Testing Your Sales Talk. 
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of appropriating private 


was based on decisions 


seek another trial of the 


NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


BETTER BUY THESE SIX MANUALS TODAY! 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 

No. 1—The Eight Automotive Success Fundamentals. 


PRICE 


$1.50 EACH 


Postpaid 


Be sure to specify which Manuals are wanted, or buy all SIX for........ 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE 


CHICAGO 4, ILL. 


THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 


ECO ISLANDERS and TIREFLATORS 


? LNA ell, 
e 


ARG ae 


step in proper wheel alignment 


is “BALANCED 


INFLATION.’ 


Only Eco can give identical pres- 
sure in both tires in a matter of 
Taller es 





EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 
each week. 


Eco Remote Control Tireflators provide 

precision automatic tire inflation in sec- 

onds with overhead reel convenience. 

c Tireflator mechanism also available for 

en attachment to any make of air reel previ- 

Wi ously installed. Eco Islanders give you 

handy complete water and automatic air 

service right at your finger tips — with 
fully automatic hose retraction. 


Offices in Principal Cities 


EVERY MINUTE SAVED ON THE JOB MEANS 





FREE == 


Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop output. 


JOHN WoOoD COMPANY, Bennett Pump Division, Muskegon, Michigan 
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Mott Gives Police a Traffic-Control Car— 


A Ford ranch wagon has been donated by Mott Motors, Inc., Norwalk, Conn., to 
the city’s police for pedestrian-safety and traffic-control work, according to Paul 
Taylor, dealership manager, in order to strengthen the city’s record of 308 days with- 
out a traffic fatality. The ranch wagon is equipped with two-way radio, a stretcher, 
first-aid equipment, inhalator and equipment to be used in the event of drownings. 
Shown (from left) are Lt. John Toothil; Police Chief Max Orlin; Public Safety Chairman 
Higgins; Police Commissioner Ashbrook; Col. Frank E. Mott, owner of the dealership, 
presenting the keys to the commissioner, and Taylor. 


‘Thor Power Tool’ Now 
AURORA, IIl.— Stockholders of !Co., according to Neil C. Hurley jr., 
Independent Pneumatic Tool Co.,|president. The trade name Thor 
have voted to change the 60-year-|has been used for all of the firm’s 
old firm’s name to Thor Power Tool | power tools since 1893. 








| | structure. 
{}ations will be 
‘Inewly created mining division of 
.| Alcoa. 





PITTSBURGH. — Alcoa Mining 
Co., a wholly owned subsidiary of 
Aluminum Co, of America, was 
liquidated May 31 to simplify the 
parent company’s corporate 
The subsidiary’s oper- 
transferred to the 


* * * 


Rubber Road for N. J. 
ATLANTIC CITY.—Work has 
started on New Jersey’s first “rub- 
ber road,” Route 43 near Ellwood. 
A 1%-inch rubber-compound riding 
surface will be laid on a 4%-mile 
stretch of the highway. 


* * * 


Bendix Plans New Plant 


OKLAHOMA CITY.—Ground has 
been broken for a new Bendix- 
Westinghouse Automotive Air 
Brake Co. plant here. It will be 
constructed at a site developed by 
the Oklahoma City Chamber of 
Commerce, known as the Willow 
Springs Industrial District. Bendix- 
Westinghouse expects the plant to 


~.- you can’t miss! 


News in Brief 


be ready for occupancy on July 1 


of next year. 
* * * 


Rains and Petry Leasing 
CINCINNATI.—I. R. Rains and 
E. N. Petry have opened Ideal Auto 
Leasing Co. Both have been dealers 
for 25 years. 
* * * 
Now Permacel Tape 


NEW BRUNSWICK, N. J. —In- 
dustrial Tape Corp., manufacturer 
of pressure-sensitive tapes, has 
changed its corporate name to 
Permacel Tape Corp., according to 
Edwin J. Fitzpatrick, president. 

- + * 


Bass Estate $471,365 


CLEVELAND. — Ralph I. Bass, 
partner in Bass Chevrolet Co., who 
died Jan. 9, left a gross estate of 
$471,365 to his wife and two sons. 

+* * aa 


Canadian Wages Up 


OTTAW A.—tThere were 33,881 
employes engaged in the Canadian 
auto manufacturing industry 
March 1, and their average wages 
per week advanced to $76.80 com- 





IN JUNE, JULY and AUGUST— most of all... 


CHECK THE FILTER 
EVERY TIME YOU CHANGE THE OIL 


Summer months are extra driving 
months... extra-good months to sell filters! 


Then—motorists use their cars more 
—burn more gas and oil. With better 
weather and better roads, they drive 
farther and faster...engines work harder, 
suck in more road dust, more dirt and 
abrasives. As a result, oil filters have to 
be replaced oftener. 


* * * 


Purolator offers 5 Summer Selling Tips 


1. Always... check the filter every time 
you change the oil. 


2. Never let a chance to check an oil filter 
get by you. If the owner is an average 
driver, you’ll probably find his car needs a 
clean filter. 


3. Make up a simple display. For example: 
Save dirty refills in a metal basket for 
motorists to see. Or—show how heavy a 
dirty refill is compared with a clean one. 
Do it with two scales. 


4. Watch your door jamb stickers. Write 
in “Filter Changed”’ if necessary. Set 1000 
miles as your summer checking point. 


5. Make up and feature a Vacation Engine 
Check program. Include plug, fan belt, 
battery, radiator and filter check along 
with oil change. 





Purolator ... Original equipment 
on more makes of cars, 
buses, trucks, tractors! 


Question; Why is Purolator* the choice of leading 
manufacturers of cars, trucks, buses and tractors? 
Also oil companies for TBA programs? 


Answer: Because Purolator is better engineered, 
better made. Because the Purolator Micronic* is 
the oil filter everyone knows and trusts. The filter 
that traps more dirt, finer dirt, faster. The filter 
that won’t warp, wilt or disintegrate. The filter 
that’s kind to H-D oils—leaves the additives in. 


Question: What about replacements? 


Answer: Always replace with Purolator; there’s a 


refill for every make and model ot car. 





Stock Purolator to sell every car that calls 
— it doesn’t require a big investment . . . and it 


does mean more sales and profits. 


Remember—when you sell a Purolator refill 
you sell an extra quart of oil to take the place 
of the dirty oi] thrown away with the dirty 


refill. 


PUROLATOR PRODUCTS, INC. 
Rahway, N. J. and Toronto, Ontario, Canada 


*Trade-mark, Reg. U.S. Pat. Off. 












pared with $68.22 a year ago, the 
Government’s latest survey reveals. 
Of the 33,881 employes, men com- 
prised 93.8 percent and women 6.2 
percent. 
* * * 
DuPont Expansion 


CHICAGO. — Plans for the con- 
struction of a $750,000 Chicago 
regional sales office on Western 
Ave. here has been announced by 
E. I. duPont de Nemours Co. D. E. 
Goldich, regional sales manager, 
said the building will house four 
departments — fabrics and finishes, 
polychemicals, electrochemicals and 


explosives. 
7 * 


* 
Blow, Whistle, Blow 

PIERRE, S. D. — If you go 
through South Dakota with your 
steam engine, you now can blow 
the whistle even if horses are 
near, according to the State Sen- 
ate, which has repealed a meas- 
ure prohibiting such innocent 
pleasure. 


Monsanto to Add Plant 


ST. LOUIS.—Plans for construc- 
tion by Monsanto Chemical Co. of 
multimillion-dollar facilities for the 
production of isocvanates have been 
announced by J. L. Christian, gen- 
eral manager of the phosphate di- 
vision. Among the uses of isocya- 
nates are synthetic rubbers and 
foamed-in-place plastics, Christian 
said. Location of the new plant has 
not been announced. 

* * * 
Placement Service 


CHICAGO.—The Automotive 
Booster Club International has 
opened a national placement office 
at 55 E. Washington St. Manufac- 
turers desiring local or national 
representation in the United States 
or Canada may get in touch with 
| member salesmen through this liai- 
| son service. 
| * 7 * 

Early Austin in Museum 

LONDON.—One of the first Aus- 
tin Sevens built in 1922 has been 
presented to the South Kensington 
Science Museum by Col. A. C. R. 
| Waite, deputy chairman of Austin 
| Motor Export Corp. 

* - * 
Plastics Expansion 


NEW YORK.—U. S. Rubber Co. 
has purchased one of the country’s 
largest vinyl calenders and aux- 
iliary equipment in order to in- 
crease production of elastic Nauga- 
hyde plastic uvholstery, according 
to George Callum. sales manager 
of coated fabrics. The 28-by-66-inch 
four-roll calender, will be installed 
in the company’s Mishawaka (Ind.) 
plant. 


ok * * 
Car Racing Annual 

CHICAGO. — Popular Mechanics 
Co. has published its 1953 “Auto 
Racing Annual,” by C. E. Packer 
and M. T. Packer. The book re- 
views the past racing season’s 
events and contains information 
on auto racing, such as race car 
requirements, stock car _ racing, 
midget racing, records of individual 
drivers and Indianapolis track 
records. 


FIVE BOOKLETS TO HELP $ 


YOUR SALESMEN SELL! 


Send $1.00 with your name and address 
attached to this ad and mail today for this 
set of handy booklets on selling techniques. 
Only one set to a customer. 


A SHORT COURSE IN SALES- 
MANSHIP by J. C. ASPLEY. 
Packed with helpful sugges- 
tions on selling fundamentals. 
Over 300,000 copies sold. 


SELL BY GIVING by JAMES 
T. MANGAN. A remarkable 
philosophy and approach to 
selling which simply cannot 
fail. Over 200,000 copies sold. 


THE KNACK OF SELLING 
YOURSELF by JAMES T. 
MANGAN. Every salesman 
must sell himself before he 
can sell anything. This »ook 
blueprints the way. Over 
300,000 copies sold. 


HOW TO SELL QUALITY *y J. 
C. ASPLEY. Tested metods 
to overcome price objec’‘ons 
and sell a quality product in a buyers ar- 
ket. Over 500,000 copies sold. 


STEP OUT AND SELL by W. E. HOL ER, 
former sales manager for Chevrolet. A: in- 
spiring book that packs a real punch ver 
250,000 copies sold. 


Each booklet averages 64 pages, size 46”. 








Practical, down to earth, and packi a 
wealth of help, millions of these boo ‘ets 
now used in training by some of the la’ est 
companies in all lines of business. 


MANAGEMENT TRAINING AIDS 
4648 Ravenswood Ave. Chicago 40, ‘II. 
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Auto News from Japan 





Plants Are Forced to Assemble or Make Parts 
For Foreign Cars as Imports Rise 


OKYO.—(UTPS)—With a grad- 
ual increase of foreign car im- 
ports or their assembly here, Jap- 
anese auto makers foresee a slump 
in the sales of Japanese-made cars. | 
This situation has led to a race 
of manufacturers for pacts with 
foreign manufacturers, which 
either give the Japanese factory 
the right to assemble imported 
parts or enable it to make cer- 
tain parts of foreign cars, 
To the latter group belong Hino} 
Diesel Co., which ts allied with 
Renault, of France; Fuji Motors 
Co., which has a contract with 
Chrysler; Shin-Mitsubishi, which 
has an agreement with Willys-Over- 
land, and Japan Heavy Industries, 
which is tied in with Kaiser-Frazer. 
Ikegai Motors and Ruth Co., of 
Great Britain, have agreed on as- 
sembly of parts in Japan. 
* * + 





Japan’s March Output 


i er Japan Automobile Industry 
Assn. has made public figures 
on the production and delivery of 
motor vehicles for March, showing 
a total of 2,018 manufactured 
against the 28-day period of Febru- 
ary, when 1,876 vehicles were turned 
out. 

Deliveries totaled 1,983 for con- 
ventional-sized cars (2,040 the 
previous month) and 1,136 for 
tiny four-wheeled cars (1,207 for 
February). Production of these 
small four-wheelers during 
March reached 1,108 as against 
the 1,243 manufactured in Febru- 
ary. 

For conventional cars, the lead- 
ing producers continued to be 
Toyota, Nissan, Isuzu, Mitsubishi- 
Japan, Hino Diesel and Minsei 
Diesel; for the four-wheeled vehi- 
cles, Toyota, Nissan and Ohta. 

* = * 


Trade Allocations Set 


os Japanese Government’s Min- 
istry of International Trade 
and Industry has just announced 
the allocation of foreign exchange 
for the import of foreign auto- 
mobiles for the October, 1953- 
March, 1954, period. 

The announcement by MITI said 
that as the second allocation of 
the period, $87,000 will be allotted 
for importing cars from the ster- 
ling area; $230,000 from the dollar 
area, and $451,000 from the open- 


account area, 
* * 


Nissan Signs with Austin 


[LAt™t to join the parade is 
Nissan Motor Co., which has 
signed a pact with Austin Auto- 
mobile Co. of Great Britain. Under 
the tieup, Austin will provide 
technological information, assembly 
equipment and technicians, and will 
aid in purchasing needed ma- 
chinery. 

The contract extends to 1960. 

Nissan will presumably as- 
semble and market the Austin 
A-40 Somerset, paying 2 percent 
of the retail price as a royalty in 
the first and second years. In 
the third year, the royalty will 
be upped to 3.5 percent, finally 
leveling at 5 percent in the fourth 
and succeeding years. 

Japanese businessmen estimate 
that Nissan will pay approximately 
$100,000 the first two years, $200,000 
in the third, and $500,000 in the 
fourth. From then on, payments 
should rise slightly, they feel. 

* ” x 


Japan Has 670,000 Vehicles 


T= Transportation Ministry 
says that by 1955 Japan will 
have one car or truck for every 
eight citizens—a tremendous figure 
for an Asian country, and more 
than many parts of the western 
world. 

Japan’s motor vehicle popu- 
lation, reported at 670,000 at the 
end of 1952, is already more than 
three times the prewar peak of 
220,000, reached in 1938. The in- 
crease was 140,000 in 1952. At the 
end of the war, Japan had only 
144,000 cars. 

Tokyo alone had 35,000 cars at 
the end of last year—of which 10,- 
000 were taxicabs. In any case, 
these passenger car figures are un- 


usually high for an Asian city. 
* * * 


Larger Trucks Asked 
] INO Diesel Co., which has de- 
signed a 25-ton, 200-horsepower 








diesel truck, plans a petition to the 
government for relaxation of pres- 
ent regulations which ban from 
the highways any truck weighing 
more than 20 tons loaded. 

Hino contends that many of the 
construction projects planned for 
the country will require the use of 
larger trucks than are now per- 
mitted. 

= 


Export Markets Sought 

APANESE auto makers are eying 

Thailand and Formosa as export 
markets for buses, trucks and 
special-duty vehicles, plus a few 
passenger cars. 

Export figures are already 
climbing, although still small, In 
April, 1952, only 28 trucks were 
shipped to Southeast Asia, In 
November, 1952, the figure was 
126, and inquiries have been 
growing. 

Portuguese Goa, along the coast 


* * 





Learn from the SPEEDWAY’S fastest drivers... 


MONRO-MATIC suocks 


Give a SMOOTHER, SAFER RIDE! 


On the Indianapolis Speedway, world’s fastest track— 
Monro-Matic shock absorbers again prove their worth! 
This year’s winner, Bill Vukovich, set new records with 
his MONRO-MATIC-equipped Fuel Injection Special. 
In every case where Monro-Matics were installed on cars 
in the 1953 race, a smoother, more stable ride resulted— 
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Climate Builds a Showroom— 


The new building of Gulf Chevrolet Co., Corpus Christi, Tex., was largely | 
determined by weather conditions. Utilizing the warm, sunny climate of the area, the | 





| service department is built around an open patio parking area with shop buildings on 
all four sides. The showroom windows are sloped with a direct break three feet from 


the bulkhead at the bottom, thus eliminating all glare. Brilliant lighting for night | 


display is another feature of the building. Don L. Holden is president of the firm 


which employs a staff of 125. __ 
of India, bought 12 dump trucks. 
Japan’s diesel-powered trucks have 
proved popular on Formosa. 

* + * 


Factory Eyes Price Cut 


— Automobile Co. hopes to 
lop “several hundred dollars” 
off the price of its midget Toyopet 
before long. Current price tag is 
$2,630. 


About 200 Toyopets are now 


with faster time and better over-all performance. 


What Monro-Matics do for racing cars they will do for 
any car! For a smoother, safer ride—longer car life— 


increased tire mileage—install Monro-Matics! 


produced each month. Price re- 
ductions depend upon reaching a 
production goal of 500 a month, 
company officials say. 

The Transportation Ministry be- 
lieves that domestic midget cars 
will be able to compete with foreign 
midgets as soon as manufacturing 
processes, being brought closer to 
American assembly-line techniques, 
allow widespread production in- 
creases. 


MONROE BRINGS IN 
~ WINNER AT INDIANAPOLIS! 


BILL VU KOVICH, Fresno, Calif., Fuel 
Injection Special with MONRO-MATIC Shocks, 
3:53:1.9, average 128.740 miles an hour. 


4 
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| STOC-TIK-IT 


(Patent Pending) 












Double 
forced metal 
eyelets — Hang 
keys from either 
end — Complete 
information. 
TAGS & RINGS 
PRICED AT 
1000... $17.00 
500... 8.75 
250... 4.50 


Enclose Check with 
Order. 


rein- 


Shipments Prepaid. 


Free Used Car Systems 
& Aids Catalogue. 





BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Sta. “A”, Box 1037, Cleveland 2, Ohio 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


THE 














The ONLY Shocks 
with Automatic 
Adjustment 





MONROE AUTO EQUIPMENT COMPANY 


Monroe, Michigan — World’s Largest Maker of Ride Control Products 
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Save over $100 per month rejuvenating 
your old batteries with NEVER-FAIL. 
Why run up costs of replacement when 
you can have... 


Your 'OLD' BATTERIES New Life For Failing Batteries 


use NEVER - FAIL 
BATTERY REJUVENATOR 


New scientific formula stops corrosion, 
sulphation, deterioration, over-heating, 
freezing and over-charging . . . the 
cause of battery failures. 

One application yearly keeps battery in 
perfect condition. Takes only a minute to 
service... 
batteries. 


NEVER-FAIL SALES ©@ 1908 S. HALSTED sr., CHICAGO 8, ILL. 


DEALERS!!! 
DON'T THROW AWAY 





Try sample order —24 units good for 


rejuvenating 24 batteries. 
Your cost (Check with 18.00 
order, postpaid) .... 

Exclusive Distributor Territories Open 


adds years of life to old - 





TAX 
REDUCTION! 


Firms that hold down their inven- 
tories are thereby able to reduce 
corporate taxes. That's why it’s an 
economy to ship by American Air- 
freight—and avoid surplus stocks. 


MEXICO CITY.—Studebaker has 
reorganized its services in Mexico 
by setting up Studebaker de Mex- 
ico, S.A., and the establishment of 
an auto and truck assembly plant 
in Tlalnepantla, just over the 
border of the federal district which 
includes Mexico City. 

The firm is headed by Clark E. 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N. Y. 
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Local Leaders Lend Dealer a Hand— 


This picture illustrates how an alert dealer enlisted the aid of key people in his 
community for a local promotion. Fort Cumberland Motors (Packard), Cumberland, Md., 
got out the town dignitaries in connection with Packard Invitation Month which just 
concluded. Seated at the desks are Mayor Ray W. Eves and Miss Henrietta Schwarzen- 
bach, president of the County League for Crippled Children. Looking on (from left) 
are Francis Mullooly, Fort Cumberland Motors sales representative; Earl Chaney, presi- 
dent of Chaney Transportation Co.; Mrs. Joseph H. Bedinger; William J. Edwards, city 
commissioner of water and lights; George A. Caswell, vice-president of the Second 
National Bank; Lynn Lashley, president of the First Federal Savings and Loan Assn.; 
Mrs. Charles L. Kopp, president of Women's Civic Club; Mrs. John H. Cupler, president 
of the Cumberland branch of the American Assn. of University Women; Mrs. Charles 
A. Kimball; Joseph F. Stakem, loan officer of the Second National Bank; Mrs. Lucile 
Roeder, city commissioner of streets and public properties; Joseph M. Naughton, presi- 
dent of the Second National Bank; Mrs. 
| Service Commission; William H. Buchholtz (in back of Mrs. Hafer), manager of National 
Discount Corp., and Charles A. Kimball, president of Fort Cumberland Motors. 


Auto News from Mexico 


Studebaker and Willys Set Up Assembly Plants; 
| Chrysler Cuts Prices 5 Percent 


Fletcher jr., who has been wit 
: : ———|plant’s Jeep output to 1,200 units 





John Hafer, chairman of the city’s Civil 






Studebaker in Mexico since 1944, 
Earlier, it was announced that 
a Willys assembly plant had been 
built by Willys Mexicana, S.A., 
with a daily capacity output of 30 
units, according to Hickman 
Price jr., Willys export chief. 
Price said the plant would spe- 
cialize in Jeeps, although the Mex- 
ican Government has restricted the 


this year. In other countries, such 
as Brazil, Jeeps are not considered 
to be aufos but agricultural ma- 





| 












NO MATTER WHAT TYPE OF SHOP YOU OPERATE .. . 


Get into BIG PROFIT 
“BEAR” ALINEMENT BUSINESS 


with Just J§Q Investment 





*east of the Rockies 


MAGNETIC POWER is the 
PROFIT-SECRET! 


amazing, powerfully-magnetized gauge automati- 
cally centers on wheel hub! 


speeds up front-end jobs! 
increases accuracy! 
simplifies the operation! 


No matter how small your operation, here’s your 
chance to get into big profit alinement under the 
nationally-advertised ‘“‘BEAR” Sign! The new 
‘“‘Bear”’ #128 set is so simple, so accurate and so 
fast you can easily make hundreds of dollars net 
profit during the first year! And it takes up no more 
space than a small tool board! DON’T DELAY any 
longer to cash in on BIG PROFITS that are just 
waiting for you don’t let another alinement job 
get away from you! Ask your ‘‘Bear” Jobber to put 
you in business with the #128 Magnetic Alinement 
Gauge Set ...put up that ‘“magnetic”’ “‘Bear’’ 
Sign, and watch it draw Profits for YOU! Also, 
send for FREE illustrated Catalog Bulletin. Bear 
Mfg. Co., Dept. A-14 Rock Island, Il. 


HERES WHAT YOU GET for just *4$9 : 


1 Tee-in Gauge which checks toe-in and toe- 
out under actual road-contact conditions 


1 Tire Seriber to instantly give you ‘‘dead- 
center” on tires 


1 Magnetic Gauge, the last word in accurate, 
direct-reading gauge to check caster, camber, 
kingpin inclination. Has multi-pole magnet 


R134R 


which grips hub face securely—special auto- 
matic centering feature—wheel roll compen- 
sating indicator—self-contained operating in- 
Senne apt for low fender cars avail- 
able. 


2 Turning Radivs Gauges with floating action 
1 Special Display Board and 1 Wall Banner 


|chinery and, therefore, not re- 
| striced in sales. 
Automex, assembler in Mexico 


|for the Chrysler automobiles and 
| trucks, has cut prices 5 percent, 
jit has informed the Ministry of 
| National Economy, which is spear- 
heading President Adolf Ruiz Cor- 
|tines’ drive to reduce living costs. 
The price reduction amounts to as 
much as $231 for some vehicles. 
The automotive trade continues 
| to tell of a sharp depression. Many 
dealers admit that sales are far be- 


so good either. 

Production of automotive as- 
sembly plants in Mexico in 1952 
was 22,580 passenger cars, 23,834 
buses and 2,459 chassis with 


Statistics Department. 
Imports of completed vehicles 
|last year totaled 3,731 units, of 
|which 1,516 were cars, 1,441 trucks 
and the rest specialized vehicles. 
Import regulations limit car as- 
semblies here to 8,500 this year, 
against approximately 15,500 last 
year, with import duties set as 
| follows: 
Cars priced between $2,890 and 
$4,260 — $230, plus 40 percent of 





value; cars between $4,260 and $6,-| 
350 — $460, plus 45 percent of value, | 
and cars over $6,350 — $635, plus 


'55 percent of value. 

A head tax of $5.78 per auto 
operating in Mexico City, asked 
by congressmen, is being mulled 

by Mayor Ernesto P. Uruchurtu. 
| The lawmakers explain this tax 
would greatly relieve the strain on 
the City budget burdened by urgent 
| paving of streets and roads. 


The latest official count shows! 
kinds | 


nearly 100,000 autos of all 
and classes in operation in Mexico 
City. 


Ford Region Sales Staff 
Initiates 7 ‘Big Wheels’ 


low last year’s when they weren’t| 


| motor, according to the National | 


| 








DEARBORN—The Ford divi- | 
sion’s central regional sales staff, | 


headed by Paul Larson, was host 
last week to seven field managers 
who have qualified as members of 
the region’s “Big Wheel Club.” 

The group toured Ford installa- 
tions and Greenfield Village, and 
|visited with top company sales 
| officials. 

It consisted of Harry Klapheke 
‘and Stanley Lattis, Louisville dis- 
|trict; Elmer Muth and Louis 
| McGuire, Cincinnati district; Rich- 
jard Griffith, Indianapolis district, 
and Marion Dietrich and Don 
Bowerman, Detroit district. 


| 


S peedometers 


Score Poorly 
In Lie Test 


WASHINGTON. — Approximately 
two out of three speedometers de- 
viate from the truth about the 
actual speed of a car, according to 
tests made by the U. S. Bureau of 
Public Roads as part of a program 
to gauge braking distances at high 


speeds. 
The cars tested were selected 
from average owners who were 


unaware of the errors, although in 
four cases cars whose speedometers 
registered 57 to 60 miles were actu- 
ally traveling 75 miles per hour. 

Of the 53 cars examined, the 
speedometers of 28 were off 12.1 
percent for speeds under 50 miles 
and 10.1 percent for speeds of more 
than 50 miles. Four of the indi- 
cators were below the actual speed 
by more than 20 percent. 

While 19 speedometers were 
found to be correct, six showed 


higher than actual speeds and 28, 
or more than half, were below the 
actual speed. 








Save on Car Repairs 
WITH 


PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National Parts restore a car or truck 
to its original fine operating condition, 
yet save major repairs because they 
re-use original assemblies. 

As Advertised in Saturday Eve. Post 

Sold Nationally by Leading Jobbers 

Write or Wire for Detalis——DPant. 4M 


NATIONAL MACHINE WORKS, INC. 


MANUFACTURER AUTOMOTIVE PRODUCTS 


PO BOX 4305 KLAHOMA CITY 9 OKLA 





ALL-METAL 
PARTS BINS 


@ SLIDING SHELVES 
@ SNAP-IN DIVIDERS 
@ SHIPPED READY FOR USEF 


IMMEDIATE SHIPMENT 
ON ALL BINS BUILT TC 
1953 PLANOGRAPHS 


All Styles — All Mod«'!s 


HOPS 


METAL PRODUCTS, IK 


1806 ROCKWELL AVE. 
CLEVELAND 14, OHIC 
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MORE AUTO DEALERS SPECIFY 


—} 


PERSONALIZED NAME PLATES | 
THAN ANY OTHER MAKE 


cana Ne STEMAC 1281 So. Cherokee 


Denver, Colorado 











IN LESS TIME WITH... 


“KWIK-EZEE” 
WHEEL ALIGNMENT 


MICROMETER 


CAMBER 
CASTER 


STEERING GEOMETRY 


TOE-IN 





otteches MAGNETICALLY to bub flonge 


17 W. 60th STREET 
KWIK- EZEE Inc NEW YORK 23, N.Y 





change from cord 







GIVES YOU LIGHT 
WHEN YOU WANT IT— 
WHERE YOU WANT IT! 















No installation 
costs. Just hang 
up, plug in! 






Foolproof 
“Gravity Action’ 
coil Mechanism . 
locks at any desived 
length! 


U/L Approved +18-2 
$.V.0. Neoprene 
jacketed, kink-proof 
cord! Oil and water 
resistant. 


New “Stubby” Handle! 
100% Neoprene with 
Protector ears. 





New type “swing open” 


Unconditionally guaranteed 
for one year! 


~VMODERN + EFFICIENT 
/ ECONOMICAL 


No more tangling in a clumsy wire 
“booby trap” that’s always in your way, 
causing short tempers and painful 
accidents! Save time, trouble and money 
the Cordomatic way. Cordomatic works 
like a window shade—just pull out 
the length of cord you need and it locks 
in place automatically! A flick of the 
wrist, and z-z-zip, it rewinds itself. 
One Cordomatic Trouble Light Reel will outlast 
many ordinary drop cords. 


Available Through Your 
Local Automotive Jobber 


@Reg. U.S. Pat. Off. 


OF THE VACUUM CLEANER CORP. OF AMERICA 
Plant No. 2: 


CROSKEY ST. & INDIANA AVE. 


PHILADELPHIA 32, PENNA. 


4 poy hae te — > oer 48S ee 





Dodge Dealer Committee Meets with Factory Chiefs in Detroit— 


Sales, service, manufacturing, merchandising, engineering and advertising were discussed at a recent meeting of the national 
committee of the Dodge Dealer Advisory Conference with factory officials. Highlights of the meeting were addresses by L. L. 
Colbert, president of Chrysler Corp.; William C. Newberg, Dodge president, and L. J. Purdy, general manager of Dodge trucks. 
The members also met for the first time with R. C. Somerville, sales vice-president, and L. F. Desmond, general sales manager, | 
since they assumed their new duties. 

Shown in the picture (front row, from left) are Ferris Miles, Redwood City, Calif.; 


J. Frank Norris jr., Charleston, S. C.; 


Robert E. Mulvaney, Billings, Mont.; 
trucks; E. E. Bitzer, East St. Louis, Ill.; 


L. F. Desmond, general sales manager; James A. Mason, Ferndale, Mich., 
the conference; Somerville; George R. Lindblom, Milwaukee, chairman of the conference; Newberg; C. M. Bishop, New York 
honorary chairman; L. J. Purdy, general manager for trucks; Frank S. Shy, Providence, R. I.; 
Dodge, and L. J. Ouellette, director of the conference. 

Second row: M. B. Casler, Birmingham, Ala.; Walter Grabski, Cleveland; E. P. Lamb, executive engineer for trucks; Paul Ruch, 
Clearfield, Pa.; B. B. Settle, director of service; John P. Hughes jr., 
Harry J. Burkett, Houston; Walter Foraker, director of distribution; Robert C. Hess, Lancaster, Pa.; Frank B. Sanders, Des Moines; 
W. Ernie Kershaw, Yakima, Wash.; 
Howard Koehn, Danville, Ill., and K. C. Deacon, truck plant operating manager. 

Back row: A. E. Horne, advertising manager for cars; T. A. Galyean, Charleston, W. Va.; L. E. Austin, merchandising for used 
vehicles; Eddie Nelson, Huntington Park, Calif.; 
D. T. Stanton, sales supervisor; Orval Spann, Ada, Okla.; Victor J. Zabek, Palmer, Mass.; Ray Ayer, merchandising manager for 


cars; William A. Sutton, Sacramento, Calif.; 


City, and B. W. Bogan, chief engineer for cars. 


Hard Work Most Important feewniieas -. 


Used-Car Recipe Held Simple 





By L. H. Houck 


Staff Correspondent 


MEXICO, Mo.- 


The one sure way 
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= : Business Counsel 
Ai ‘Helping Dealers, 
Packard Reports 


DETROIT.—A business manage- 
ment survey program initiated at 
the factory last fall is reaping re- 
| wards for Packard dealers, who are 
currently enjoying their highest 
dollar sales volume in history, ac- 
cording to Fred J. Walters, Pack- 
lard marketing vice-president. 


Completely optional, the program 
has been utilized by 77 percent of 
|Packard dealers. Most of these are 
|seeking to improve profits of al- 
| ready excellent business operations, 
|while others want to modernize 
their business management activi- 
|ties in view of increased new-car 
sales and used-car activity, Walters 
said. 

Each zone in the Packard organ- 
ization has been charged with con- 
ducting advanced training meetings 
for dealer business managers to 
more fully acquaint these operating 
men and women with the latest and 
most profitable methods for busi- 
| ness management, Walters added. 

It is essential to profit-minded 
dealers, Walters said, that they 
consider modern business practices 
as important as up-to-date sales 
methods or service policies. “The 
use of sound business management 
methods may mean the difference 
between a dealer’s success or just 
a mediocre operation,” he said. 
| Packard dealers who participate 
in the program have their entire 
operation reviewed by a _ business 
specialist. Careful evaluation of 
;each department is made in rela- 
| tion to efficiency, accounting meth- 
ods, and other procedures, Any sub- 
standard performance is carefully 
|analyzed and discussed with the 
|dealer and his department head. 


William S. Woolsey, truck sales manager; 
vice-chairman of 


Harry J. Moock, sales consultant to 


Lynchburg, Va.; M. C. Patterson, general works manager; 


E. C. Roney, Detroit; W. L. Kessinger, advertising for 


R. Harold Craig, Albany; Robert J. Young, New Orleans; C. B. Smith, Austin, Tex.; 


Martin W. Chamberlain, business management manager; Roland H. Record, Kansas 


If the customer has a good equity 
in his car, he’ll make the pay- 
ments unless sickness or some 


business,” Miller says, “but the old- 
fashioned way is not spectacular. | 
If you have 10 used cars to sell, | 


Cooke Opens Second Lot 


|in his car. We try to keep in mind | 


disaster overtakes him, and then 
special arrangements can be 
made, 

“Selling used-cars 


to sell used cars involves plain, old- 
fashioned hard work coupled with 
service. 

That is the recipe at Carroll 


and find 10 people to buy them- 





is a simple | they are sold.” 


then all you have to do is to go out 


Cooke Chevrolet Co., Louisville, 


|}and keep persistently at it until| has opened a second used-car lot, 
managed by Joe Gilliam. 





Motor Co, (Ford-Mercury), as 
outlined by Sheldon Miller, co- 
owner. As proof of the pudding, 
he cites a used-car inventory of 
three cars and a waiting list for 
new cars. 

Miller says when a used car stays | 
on the lot 30 days or longer, there 
is something wrong with the price, | 
the car or the salesman. He thinks 
too many sales are lost “trying to 
close just $25 higher, when that $25 | 
and possibly another will be lost 
next month with the salesman still | 
trying to get just $25 more.’ 


Lookers are prospects that can 
be developed into buyers if they} 
are given courteous attention and 
properly followed up, Miller con-| 
tends. There are many ways to get 
prospects, he adds, but deals are} 
closed when prospects are followed | 
up persistently and their wants 
filled. 


Another way used-car sales are 
lost, according to Miller, is to as- 
sume that the customer (1) will not 
buy anyway; (2) does not have the} 
downpayment; (3) will not pass the 
credit check; (4) doesn’t look like 
he has any money or job. 


Constructive work in selling 
entails finding out the true 
answers to all these questions 
and sometimes, Miller said, the 
answers are surprisingly favor- 
able to completing a deal, because | 
the man in tattered overalls often 
pulls out the cash for what he 
wants. | 
“Guessing is an expensive past- 

time for an automobile dealer,” 
Miller said, “because in this busi- | 
ness we need straight answers 
more and more as competition for 
the customer’s dollar increases.” 


Some used-car salesmen, Miller 
said, assume that retail prices are} 
too high, and are always trying to 
take in a trade at a high price to 
make the deal easier. 

“You can’t get more by waiting,” 
Miller said, “and we keep working 
on our prospect list to give the 
customer as much as we possibly 
can for the unused transportation 


have been a satisfied customer. 





no dissatisfied customers. 

Sell horsepower...improved horsepower, 
weighed and guaranteed...and parts and 
labor sales will take care of themselves. 
Mail the coupon and get the full story as 
it applies to your service operation. 


that a used-car buyer today is a 
new-car buyer tomorrow. 
“Another thing is to keep the 


LI 
car sold, and the only sure way | 
| 


COUPON FOR 


THE FULL STORY 
of doing that is to get the re- 


quired downpayment so the cus- 
tomer has a reasonable equity. 


ve 
ADDRESS. 





CITY. 


DYNAW/A)METER 


CLAYTON MFG. CO., 
BOX 550, EL MONTE, CALIF. 
Send us the complete story on 
modern automotive service for profit 


STATE 


a 
Patic awe w aS SSBB wn anew en cere an ae naan ean ean se 





He’s mad! He paid for more 
than “parts and labor” 


He’s mad because he’s hurt...in the pocketbook. He has just paid a 
repair bill without getting what he paid for... improved performance and 
increased horsepower. Instead of becoming a costly ““come-back” he could 


The Clayton Chassis Dynamometer is showing hundreds of dealers 
and service shops the way to new, easy and increased service profits by 
insuring customer satisfaction. The dynamometer not only finds trouble 
more quickly, more accurately, to eliminate guesswork... 
but it allows final adjustments and inspection to be made 
with the car operating “on the road.” With the Clayton | 
Dynamometer in use there can be no service come-backs; | 
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ADVERTISEMENT 


| N. C. Clarifies Terms 
Of Turn-Signal Act 

RALEIGH, N, C, — Clarifying 
| the terms of a new law in North 
s | Carolina, which requires turn 

| signals on motor vehicles manu- 
factured after July 1, Harry Mc- 
Mullan, attorney general, has 
given the North Carolina Auto- 
mobile Dealers Assn, the follow- 
ing opinion: 

Vehicles of a given model 
designation in production before 
July 1 need not be equipped with 
directional signals in order to be 
registered in the state. Only 
models whose manufacture 
starts after July 1 are subject to 
the terms of the new law. 
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Great Umbrella BIG ATTRACTION in Concord, N. C. 


THE McFARLAND "GREAT" UMBRELLA—pictured above is one of two “Great” 
Umbrellas on the Reliable Motor Company's large lot in Concord, N. C. Since these 
McFarland “Great'’ Umbrellas were installed, the Reliable lot has been the high spot 
of attention in Concord. The results—more customers and more sales. Learn how the 
McFarland ‘Great’ Umbrella (21 foot spread) and ‘‘WHIRLABOUT," the Great Umbrella 
that turns, will help your business. Get full color illustrated booklet. Write, wire or 
call the McFarland “Great'’ Umbrella Company, Division of the McFarland Awning 
Corporation, 742 S. W. 8th Street, Miami, Fla.—Phone—Miami 2-8153. 








NPA Revocations 
Betoken Old, New 
Material Setups 


WASHINGTON.— NPA _revoca- 
tion of orders covering production 
and distribution of steel, copper 
and aluminum betoken the passing 
of the Controlled Materials Plan at 
the end of this month and the com- 
ing of the Defense Materials Sys- 
tem on July 1. 

The switchover is contingent, 
however, on House and Senate ac- 
tion on the pending economic con- 
trols legislation, but no hitch is ex- 
vected on Capitol Hill. 


Revocation of Order M-16, issued 
Dec. 11, 1950, to regulate the flow 
of copper raw materials to con- 
sumers, became effective June 6. 


; 7 A Revocation of iron and steel or- 
pes FT Tes der M-1 and allied orders becomes 

; y effective June 30. A new order, 
M-1A, provides procedures whereby 
iron and steel production and dis- 
tribution will be regulated only to 
assure filling military and atomic 
energy orders, beginning the third 
quarter of this year. 

Revocation of aluminum orders 
M-5, M-84, and M-88 also will be- 
come effective at the end of this 
month. Aluminum for military pur- 
poses will be placed under a new 
order July 1. The order—M-5A— 
already has been written subject to 
extension of statutory authority by 
Congress. 

The next step is expected to be 
the setting up of industry advisory 
councils headed by topflight WOC 
(without compensation) men from 
industry itself, on a rotating basis, 
within the Department of Com- 
merce, Assistant Secretary for Do- 
mestic Affairs Craig Sheaffer prob- 
ably will head up the industry ad- 
visory council system, which will 
differ, according to the planners, 
from the former industry advisory 
committees. 


Armory Opens U. C. Office 

Armory Garage, Inc., Manchester, 
N. H., has announced the opening 
of a new used-car department. 








LO-DUMPER 
FARM HOIST 
makes a dump body 
out of any platform, 
grain or stake body. 


- DUMP TRUCK SALES 


Regardless of what your customer may want most 

in a dump body—you’ve got it in an Anthony—POWER, 

PERFORMANCE, FEATURES, PRICE—all are wrapped 

up in a package. Powerful sales advantages that can up 

your volume and profit to a new high—give your 

customer service satisfaction and on-the-job 

reliability he couldn’t find anywhere else at any price. 

Get your copy of the new brochure about this ‘Best Seller” 

with easy-to-read ‘‘Hoist Selection Guide,” from your 
Anthony Distributor, or write direct, address, Dept. 5I. 



















SUPER HOIST DUMP BODIES 


Pylon Sets Off Lot— 
This neonized pylon, which is nearly 
NATIONWIDE DISTRIBUTION 
SALES and SERVICE 







to O'Connor's (Lincoln-Mercury) used-car 
operation in Hollywood, Calif. Jack O'Con- 
nor (center), manager, invested $30,000 
to give his lot a distinguished look. He 
is shown with E. |. Sage (left), vice-presi- 
dent of the Bank of America, and J. F. 
O'Connor, head of the dealership. 


four stories tall, marks the main entrance 
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THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 


GEORGE P. 


VE RESTFOAM SALES. 


HOOPER 


1914 FISHER BLOG DETROIT 2. MICH 









Can Be 

Installed by 
Anyone in Less 
Than 5 Minutes 


No Lost Sales Due To Oil Drip—Eliminates Unsightly Drip Pans 
Made from specially treated material to resist oil, grease, water and fuel. 
CAN’T BE SEEN FROM THE OUTSIDE 


=e... $13.50 
Large Cadillac and Buick Slightly Higher 


D & M TRUCK TOP CO. 


Telephones: Webster 3-1613 — Vermont 8-2535 Detroit 4, Michigan 
Manvfacturers of Truck Tops and Undercar Covers 


for standard models 
F.0.B. Detroit 


12186 Petoskey 








Outstanding Opportunity . . . 


automotive field representatives 


Leading advertising agency, with headquarters in New York and branch 
offices in Detroit and other cities, has openings for two or three ambitious 
field representatives whose primary duties will be to contact the field sales 
personnel, leading dealers and dealer associations of a major manufacturer 
of new passenger cars. 


Must know problems of dealers retailing new passenger cars, and the ad- 
vertising and merchandising of those cars at the local level. Advertising 
agency experience desirable, but not necessary. 


The men concerned will headquarter in a centrally located city in their 


territories. Men who wish to headquarter in Chicago, Atlanta, and Los 


Angeles or San Francisco particularly desired. 


The positions will entail considerable travel. All expenses when traveling will 
be reimbursed. Generous salary, depending on qualifications and experience. 


If interested in building a real future in such a position, send complete 
resume with careful analysis of experience in automotive retailing and in 
advertising to Box No. 460, Automotive News, Detroit 26. 











TY 


MORE on every 
Used Car! 






ye" ad 


AND RUBBER FLOOR MATS 


with 


RUGLYDE" 


You can get a better price for any used 
ear* if the tires, rubber floor mats, and 
weather stripping have that NEW look. 
And RuGLYDE will do this for you. It 
cleans black, white, and all colors of 
rubber. Restores the original appearance 
quickly, easily and with little cost. Add 
dollar value to your used cars with 
RuGLYDE—ready to use—fool-proof— 
100% safe on rubber and car finish. Order 
from your jobber. 
AMERICAN GREASE STICK CO., Muskegon, Mich. 


One-gallon can... Als» 


available in economical 
five-gallon drum 
Also excellent for giving all rubber on new cars a better, clec 1er 


Show Room look. Especially recommended for removing colo. 2d 
coating from new white sidewalls. 
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New GM Unit Coming, SAE Told... 


Power Steering Price Cut Seen 


(Continued from Page 2) 


missions in trucks was the topic of 
two papers in another SAE session. 


Torque converters were dis- 
cussed by P. L. Gillan and W. S. 
Coleman, of White Motor Co. A 
paper on Hydra-Matic use in 
truck operations was presented 
by W. W. Edwards, of GMC 
Truck & Coach. 

The most important feature of 
the converter, said Gillan and 
Coleman, is that it provides a 
smooth start which avoids shock 
on the line drive and lugging of 
the engine. Other advantages they 
credited to the converter were vari- 
able torque under conditions where 
conventional gear shifting is diffi- 
cult, downhill braking and _ in- 
creased payload per unit of time. 

In return for these advantages, 
however, they said the operator 
has to put up with higher first cost, 
higher fuel consumption and 
special training of maintenance 
personnel. 

They stressed that if the convert- 
er is to be accepted bv truck oper- 
ators, it will have to show a saving 
in costs. It cannot get by simply 
as a convenience, they said. 

Edwards told the engineers 
that reaction to Hvdra-Matic 
truck transmissions has been en- 
tirely favorable. GM has mounted 
the unit in a package-deliverv 
vehicle for about a year, and in 
February made it optional in ad- 
ditional models having ratings 
up one ton, with various body 
types and wheelbases. 

Edwards said the truck -type 
Hydra-Matic had been specifically 
engineered for the job, but was 
basically similar to the Hvdra- 
Matics which have covered millions 
of miles in autos and trucks. 

The most important advantage, 
he said, was reduced maintenance 
cost. Ease of operation has been 


cited by many operators, he said. | 


while the fact that service is avail- 
able across the country has sold 
manv truck operators on the trans- 
mission. 

Another paper, delivered by Mer- 
rill C. Horine, of Mack Mfg. Corp., 
discussed size and weight regu- 
lations for trucks. Horine’s major 
premise was that the public cannot 
benefit from legislation based on a 
fallacy. He argued that present re- 
strictions lack any sound founda- 
tion, either scientific or economic. 

“The salvation of our declining 
highway system is not hobbling 
highway hauling,” he said, “but 
rather in building and maintain- 
ing roads adequate for the eco- 
nomic demands of modern trans- 
portation.” 

He likened present restrictive 
laws to restricting the size and 
number of bathtubs to accommo- 
date antique water mains. 

Development of all-weather 
chassis dynamometer equipment 
capable of testing cars, fuels and 
lubricants under controlled and 
measureable conditions which sim- 
ulate temperatures from 40 degrees 
below zero to 120 above was re- 





How Nash Handles Parts— 


H. C. Doss (left), sales vice-president of 
Nash, inspects a model showing a new 
system of picking and packing parts de- 
veloped by R. K. Seidel (right), Milwaukee 
parts plant manager, and his staff. Under 
the new system, even an inexperienced 
person can efficiently pick parts orders, 
according to Seidel. The simplified layout, 


now being installed in all Nash parts 
warehouses, features three sections and 
roller conveyors for rapid handling. 


Seidel points out that a 450-line parts 
order previously took three days to pick, 
pack and ship, whereas under the new 
system it can be filled in 2% hours. 





ported by B. W. Moore, J. H. Mac- 
Pherson and V. C. Davis, of Cali- 
fornia Research Corp., Richmond, 
Calif., at a symposium on labo- 
ratory design. 

At a panel discussion on pre- 
ignition, engineers were told that 
the trouble is caused chiefly by 
combustion-chamber deposits, 
with high compression a _ con- 
tributing factor. S. D. Heron, of 
Ethyl Corp., warned that engi- 
neers are facing greater diffi- 
culties with preignition, since it 
is a “disease” of high engine 
speed and volumetric efficiency. 
In a paper on fuels and fuel 
systems, research engineers from 
Phillips Petroleum Co. discussed 
the vapor-lock problem and _ its 
analytical treatment, Better 
methods of testing for vapor lock, 
they said, should open new vistas 
for the petroleum refiner and make 
available superior fuels. 
Development of the European 
automotive diesel engine was dis- 
cussed in a paper prepared by P. 





H. Schweitzer, of Pennsylvania 
State College, and C. G. A. Rosen, 
of Caterpillar Tractor Co., Peoria. 
Recalling early development of the 
four-cycle diesel on the continent, 
they devoted much of their paper 
to a detailed description of the 
modern two-cycle diesel as manu- 
factured in England, Germany, 
Switzerland and Sweden. Much of 


its development, they said, has | *ittiietims— 


come since 1946. 

The question of whether an 
auto door should close with a 
“clank” or a booming “clunk” 
was debated at one roundtable. 
Forgetting that customers prefer 
the richer-sounding clunk, the 
engineers concerned themselves 
with problems of _ weight, 
strength and rigidity. 

The convention was opened with 
a symposium on corrosion pre- 
vention on military automotive 
equipment as well as commercial 
and passenger vehicles. Other 
roundtable discussions during the 





Winner in "Coronation Race"— 


Joe DeBona (third from left), winning pilot in the race from Goose Bay to Boston 
with coronation films for CBS television, explains his “souped-up" Thunderbird to 
Don Smith, Willys advertising manager; Steve Mudge, of Ewell & Thurber, and (ex- 
treme right) J. L. Van Volkenburg, president of CBS television. Willys sponsored the 


CBS-TV coverage of the coronation. 


week were concerned with riding 
comfort, atom-bombed autos, plas- 
tics, seating, heat-absorbing glass 
and tire and wheel balance. 

The last two days of the session 
were devoted to a symposium on 
the Arctic. Problems of survival 
and mechanical operations were 
stressed. 


ae 7 _ Porn i Saleapigert slicer 
salle Din itheniailiaaainiteas LECT 





Superior Coach Making 


New Transit Vehicle 

LIMA, O.—Superior Coach Corp. 
reports it is now in production 
here on a new transit coach de- 
signed for charter haulers, school 
bus operators, military camp con- 
tractors, etc. 





Handles paper and forms up to 11-inches wide... writes a full 10-3/10 inch line 
--. longest writing line of any 11-inch carriage typewriter manufactured. 





Exclusive Miracle Tab 
makes it convenient to 
set up for billing, in- 
voices and statements. 





This new typewriter has the clear, 
sharp printwork, the responsive ac- 
tion that is characteristic of a fine 
office typewriter. See the exciting 
performance of the new Remington 
Office-riter . . . you'll be convinced 
that here at last is a compact, low 
cost typewriter for the professional 
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and small business office that can 
handle normal typing require- 
ments. Go to your dealer or Rem- 
ington Rand Business Equipment 
Center today and ask for a com- 
plete demonstration of the new 
Remington Office-riter. Inquire 
about convenient payment terms. 








Makes 10 carbon cop- 
ies, cuts sharp stencils. 


ee 


A product of Remington Ftand. Makers of the Remington Quiet-riter, Super-riter, Noiseless and Electric Typewriters 
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New-Car Sales Hold High 


(Continued from Page 1) 


begin vacations. Dealers feel that 
the most customers will have made 
an auto purchase, either new or 


used, before that time. 

In Detroit, the new-car market 
dropped off during the week pre- 
ceding Memorial Day, but has 
picked up again since then, The 








new-car market is good in De- 
troit, dealers say, with tradein 
sales the biggest problem. 


A survey of several dealers 
handling independent lines last 
week found business fair with most 
of them. Two of them, who have 
been dealers for many years, said 
they had been concentrating on 
the used-car operation since the 





Thows No Bin Like the 
BORROUGHS BIN 






ve 


awa =«'' 


LOOK 


SLIDING SHELVES 
adjustable without bolting 


SNAP-IN DIVIDERS 


3 sizes of TRAYS 
to choose from 


GASKET SHELF 
is optional 

LABEL HOLDERS 
travel with divider 


ENTIRE BIN 
is completely flexible 





"Saves Space 
Saves Time 
Saves Money’”’ 


Flexibility is built into Borroughs Bins. Shelves slide on 
1%” centers—dividers snap in any place—tray partitions 
slide into place in slots placed at regular intervals. The 
complete flexibility of Borroughs Bins makes installation 
and change-over fast and easy. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 


ATLANTA, GEORGIA 

Bins & Equipment Co., Inc., 1918 Buford Hwy. 
BALTIMORE, MARYLAND 

East Coast Distributing Co., 327 Hopkins Rd. 
BUFFALO, NEW YORK 

Automotive Bin Service Co., 1059 Main St. 
CHICAGO, ILLINOIS 

Felix F. Loeb, Inc., 8810 S. Vincennes Ave. 
CINCINNATI, OHIO 

Automotive Bin Service Co., 1220 Richmond St. 
CLEVELAND, OHIO 

Automotive Bin Service Co. 3707 Euclid Ave. 
DALLAS, TEXAS 

W. W. Cannon Co., 810 S. St. Paul 
DENVER, COLORADO 
Sparkman-Barker Co., 550 Santa Fe Dr. 
DETROIT, MICHIGAN 

Automotive Bin Service Co., 10040 Freeland Ave. 
EVERETT, MASSACHUSETTS 

K & S Automotive Inventory, 26 Clay Ave. 
HOUSTON, TEXAS 

W. W. Cannon Co., 1100 Blodgett St. 
INDIANAPOLIS, INDIANA 
Automotive Bin Service Co., 625 N. East St. 


JACKSONVILLE, FLORIDA 

Bins & Equipment Co., 2318 Oak St. 
KANSAS CITY, MISSOURI 

Siggins Equipment Co., 704 Broadway 
LOS ANGELES, CALIFORNIA 
Green-Penny Co., 425 E. Washington Blvd. 
LOUISVILLE, KENTUCKY 
Automotive Bin Service Co., 633 S. Fifth St. 
MILWAUKEE, WISCONSIN 

Felix F. Loeb, Inc., 4500 N. Wilson Dr. 
OAKLAND, CALIFORNIA 

Wm. A. Gore Co., 1834 Adeline St. 
OMAHA, NEBRASKA 

Siggins Equipment Co., 309 Brandeis Theatre Bldg 
PITTSBURGH, PENNSYLVANIA 
Automotive Bin Service Co., 53 Crennell Ave. 
SALT LAKE CITY, UTAH 
Sparkman-Barker Co., 1181 Sherman Ave. 
SEATTLE, WASHINGTON 

Wm. A. Gore Co., 310 Bayview Bidg. 

ST. LOUIS, MISSOURI 

Siggins Equipment Co., 901 S. Boyle Ave. 
WOODSIDE, L. I., NEW YORK 
Essential Equipment Corp., 32-58 62nd St. 


BORROUGH S Mis. company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazoo, Michigan 





first of the year, and have kept 
used-car stocks down to a working 
inventory. 
* * * 

HEY were free to admit that 

today’s sales took a great deal 
more salesmanship that in the past, 
but that they were doing a nice 
volume of business. Charlie’s Nash, 
on Detroit’s Livernois Ave., said he 
had recorded one of the _ best 
months in history during May. 

Murphy Motors (Studebaker), 
on Grand River, has concentrated 
on trimming used-car stocks for 
the past six weeks, and is now 
in good shape. Murphy offered 
salesmen a bonus for selling 
some of the stock, and _ the 
practice had paid off well, he 
said. 


Also, he is reconditioning some 
of the rougher cars on the lot, and 
had been successful in most of his 
operations, Further, the dealership 
is putting emphasis on service fa- 
cilities, and is receiving a nice 
volume of service business. 


“My service department men are 
pretty good salesmen, too,” Murphy 
said. “I’m emphasizing service 
business because I feel most dealers 
may need all the customers he can 
get in the future.” 


*® * * 


N EXAMPLE of lowered sales 

during the Memorial Day holi- 
day period is shown from sales 
figures from Akron, O. For the 
week ended May 29, 273 new cars 
were sold there, as compared with 
593 a week earlier. Used cars dur- 
ing the same periods totaled 395 
and 874. 


May new-car registrations were 
up over the previous month in 
Pittsburgh, Washington, Man- 
hattan, Kans., and Minneapolis, 
according to last week’s reports. 


Only two areas said that sales 
were down. At San Antonio, May 
sales slipped to 1,257 as compared 
with 1,326 a month earlier. 


Some areas in Missouri have re- 
ported a “split market,” with 
lower-priced cars in sharp demand, 
but medium and higher-priced cars 
definitely off. Dealers there say 
the customer is “holding onto his 
dollar more tightly, and is buying 
accessories with careful thought.” 


Obituaries 





M. W. Brown 


WALNUT CREEK, Calif.—M. W. Brown, 
who owned Brown Pontiac here, is dead. 
Prior to opening the dealership in 1947, 
Mr. Brown was business management man- 
ager in Pontiac’s San Francisco zone 
offices. 

* * * 


Earl E. Alford 

PORTLAND, Ore.—Earl E. Alford, presi- 
dent and owner of Alford’s, Inc. (Dodge- 
Plymouth), Portland, died unexpectedly at 
Rexburg, Id., of a heart attack. A native 
of Columbia, Wash., he had been in the 
automotive business for 30 years. In 1935 
Mr. Alford was president of the Automo- 
tive Trades Assn. of Portland. He was a 
member of the Oregon Automobile Dealers 
Assn. 

7 * ~ 


Augustine D. Cornell 
SYRACUSE.—Augustine D. Cornell, 57. 
manager of new-truck sales at Workman 
Motors, Inc., died May 29 in Syracuse 
Memorial Hospital. 


x Bd * 


Simon Mravic 


BERWYN, Ill.—Simon Mravic, 65, presi- | 


dent of Berwyn Motor Sales, 6631 Ogden 
Ave., died June 7 after an illness of 
several months. Mr. Mravic had been in 
the automobile business for more than 31 
years. He operated Berwyn Motor Sales, a 
DeSoto-Plymouth dealership, in association 
with his two sons, Arthur John and Milton 
Simon. They will carry on the business. 


x * ® 


Hugh E. Nesbitt 
COLUMBUS. — Hugh E. Nesbitt, 60, 
president of McClure-Nesbitt Motor Corp. 
and vice-president of Wood-Nesbitt, Inc., 
died June 8. He was treasurer of Ohio 
State University and a director of the 
City National Bank, 


* * x 


Samuel A. Walton 
SPRINGFIELD, Mass.—-Samuel A. Wal- 


ton, life-long resident here and auto 
pioneer, died in Mercy Hospital following a 
short illness, In 1908, he entered the 


famous Munsey Auto Tour from Chicago to 
New York, and won first prize for the 
shortest time. He was later employed by 
Cadillac as service representative for west- 
ern Massachusetts. He retired in 1949. 

* * * 


Edgar L. Moore 
AUGUSTA, Ga.—Edgar L. Moore, 56, 
died recently after a five-week illness. Mr. 
Moore, active in the auto business for 
more than 29 years, was part owner of 
Moore-Dungas Motor Co. 





Lincoln Sales Set 2 Records Again 


DETROIT.—For the second con-|above the 3,355 Lincolns sold in 
secutive month, Lincoln retail sales| December, 1948, which had been the 
have set alltime highs, according to| record until this year. 

Joseph E. Bayne, Lincoln-Mercury| fn addition, a record 10-day sell- 
general sales manager. ing period was chalked up during 

During May, Lincoln sales totaled | the last period of May, Bayne said 
5,009 to surpass April’s record 4,-| when 2,001 Lincolns were delivered 
649 units, Bayne said. The new|to customers. This topped the pre- 
mark is more than 50 percent! vious high of 1,929 set last April. 


STEAM CLEANING 


BRAKE & WHEEL SERVICE 











The versatile LEE End Lift is designed and built 
to be moved — anywhere it is convenient 
to set up the work; anywhere air pres- 
sure is available; wherever a lift is 
needed, indoors or out. Lifts car to 
53”. Capacity: 3000 Ibs. Neoprene 
rubber tire wheels for 
easy portability. 


30” square. 


Write for 
Bulletin 200 


AUTOMOTIVE EQUIPMENT MFG. CO. 


11000 $O. ALAMEDA ST., LYNWOOD, CALIFORNIA 
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TOP SENSATION 
for 1953 - 


ARO 


Ke % i Saw 
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RED, GREEN, BLUE, 
GRAY PLAIDS 


A new, exciting addition to the 
ARO family of replacement Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 


2 Tops ‘for all models, 1928 to now. 


ARO STORM KING + ARO DE LUXE 
ARO REGAL + ARO ARISTOCRAT 





ARO TOPS 


ore made exclusively of 


HAARTZ FABRICS 


—the unequalled fabric used for 
90°% of new car equipment 





Write or wire for money making deal 


ARO TOP SALES CO. 


1089 Commonwealth Ave., Boston, Mass. 


World’s Largest and Oldest Makers 
of Replacement Convertible Tops 


BIGGEST 
DOLLARS WORTH 
IN THE AUTO ACCESSORIES 

FIELD! 





i re 
sot promt ® . 


Las-Stik—sales leader for over 25 years 
in the polishing cloth field—offers a 


Jccatik KING SIZE 


POLISHING CLOTH 


Heavy flannel, wax-treated, 
stitched edge. Double the size of 
the popular 60c seller. FULL 
_.<« YARD WIDE, put up 

in re-usable plastic 
bag that snaps open 

| and shut. Priced to 
\ sell, at full mark-up, 


for only $ joo 


- ORDER NOW FROM 
YOUR JOBBER 


LAS-STIK MFG. CO., HAMILTON, O. 








FACTORY 
SECONDS 


Truck and 
Passenger Tires 


White Sidewalls 


15” High Tread 
Used Tires 


MORRIE BLOOM 


P. O. BOX 193 
Mansfield 2, Ohio 
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take them in trade.” 
* ° * 

——, reluctance to taking 

older cars in trade stems from 
the tight credit policies tied to 
such cars by nearly all banks and 
finance companies. Until recently, 
finance companies had been suffer- 
ing heavy losses on paper involving 
cars five-years-old and over. 


For later models, however, re- 
possessions and credit delinquency 
are about normal. Many dealers 
think finance companies may get 
around to easing terms on new and 
one-year-old models. 

Easier terms on new cars, it is 
felt, would make it easier to sell 
lower tradein allowance to 
owners of 1950 and 1951 models, 








Iowa Dealers Set 
Meeting of New, 
Old Executives 


DES MOINES. — The new ex- 
ecutive committee of the Iowa 
Automobile Dealers Assn. will meet 
here with the members of the old 
executive committee tomorrow 
(June 16). 

Among the topics to be discussed 
will be the handling of dealer meet- 
ings in the state starting in August, 
according to a bulletin of the as- 
sociation. 

Also discussed will be a form 
service for members, which would 
make available aid in accounting 
work under the state sales and use 
tax laws, tradein credits, etc. 


The committee also will consider 





the advisability of aid for dealers 
in the efficient and economical con- 
duct of their business. 


The new committee consists of 
William Culver, who replaces R. E. 
McCoy as president, and delegates 
Lee Thomas, District 1, replacing 
G. E. Mace; Clayton Hart, District 
3, replacing Byron Hawn; C. L. 
Dickerson, District 5, replacing L. 
J. Brady, and E. M. Christensen, 
District 7, replacing R. N. Archie. 


U.S. Specs Fit 
Only Cadillac, 
Packard Says 


WASHINGTON. — A Government 
invitation for auto bids, which con- 
tains specifications that would fit 
only a Cadillac, has drawn a com- 
plaint from Packard. 


The specifications, says Donald C. 
Jeffrey, Packard manager of Gov- 
ernment sales, include the usual 
requirements. Not so usual, he said 
in a letter of protest to Congress, 
is the specification that the car be 
a “Cadillac 60 Special or equal” 
with 210 horsepower. Jeffrey told 
Congress that Cadillac is the only 
auto with exactly 210 horsepower. 

A spokesman for the General 
Services Administration, which 
does Federal buying, explained that 
usually the Government buys cars 
by truly competitive bid. But when 
some high official wants a particu- 
lar make of car, he said, GSA tries 
to please him. 

The specifications to which Pack- 
ard objected had been drawn up 
for David Lynn, capitol architect. 
Lynn has said he will hold up his 
request to determine whether a 
competitive bid would be more 
appropriate. 






Moulder Buys Deal 


Moulder Motors, Inc., has 
purchased Bernhardt Motor, Inc., 
377 Delaware St., Tonawanda, N. 
Y., and has been awarded a Chrys- 
ler-Plymouth franchise. James D. 
Moulder is president of the new 
firm, while his son, James A., is 
vice-president and general man- 
ager. The Moulders formerly oper- 
ated a Dodge-Plymouth dealership 
in Reading, Pa. 











New-Car Stocks Dip. 
Ending Long Upswing 


(Continued from Page 1) 


| answer was typical: “No. We don’t| which account for most of the 


trades now being taken in on 

new-car deals. 

As of the first of this month, 
every dealer contacted in the 
survey said he was over-allowing 
on trades in order to make new- 
car sales. The survey covered every 
make car. 

However, only two lines of 
dealers said they were getting any 
unusual urging from their factory 
to take new vehicles over and be- 
yond usual allotments. 

A combination car-truck dealer 
said he was undergoing a great 
deal of pressure to handle more 
trucks, and that there was even 
more pressure to sell the trucks 
he presently had on hand. 

However, for the first time this 
year, no dealer complaints were 
heard about factory shipment of 
cars loaded with unordered 
optional equipment. 


Auto Stocks 








June June 1952-53 
10 3 High Low 
Chrysler 71 73 98 681% 
GM 58% 60% 69 50 
Hudson 13 138% 17 12% 
K-F 3% 4% 7 38% 
Nash 20% 21% 2% $=+417% 
Packard 5 5% 6% 4% 
Stude. 31% 33% 48% 31% 
Average 29.06 30.33 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 
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2-Millionth Chevrolet Rolls Off Calif. Line— 


Northern California automotive editors inspect the two millionth Chevrolet to come 


off the Oakland (Calif.) assembly line. At 


left is Bob Little, San Francisco News, and 


next to him is Don Meeken, San Francisco Examiner. Seated in the car is Leon J. 
Pinkson, San Francisco Chronicle. Standing on the driver's side are (from left) Bud 
Nelson, San Francisco Call-Bulletin; Winstead Smith, Richmond Independent, and 


Homer Fey, Oakland Tribune. 





By George A, Barclay 

Staff Correspondent 
CHICAGO. — Highpoint in last 
week’s proceedings in the duPont 
antitrust trial was the testimony 
by Defense Secretary Charles E. 
Wilson, former head of General 
Motors, who declared that GM con- 
tracts for tires with U. S, Rubber 
Co. in 1931 were not influenced by 

duPont interests in GM. 


Wilson added that at the time 
he did not even know that 
duPont had any interest in U. S. 
Rubber. The Government has 
charged that U. S. Rubber was 
favored by GM because of du- 
Pont’s stock ownership in the 
tire firm. 

Wilson revealed that in the 1930s 
GM had considered buying a tire 
business to assure itself a suitable 
supply of tires at a low price. Fol- 
lowing investigation of a number of 


To Move Used Cars. 


ee 
pees 


in a hurry 


You Need 


WHEEL ALIGNERS 
CAR WASHERS 


Wilson as duPont Witness 


GM Pact with U. 8S. Rubber Not Dictated 
By Outside Interests, He Says 


firms, he the 
dropped. 

It was then that Wilson con- 
ceived the idea of having a tire 
firm manufacture 50 percent of 
GM’s requirements, with the pro- 
vision that GM would underwrite 
the cost of the rubber and cotton 
and the maker would assume all 
other costs. 

Negotiations with Goodrich and 
Goodyear failed, Wilson testified, 
while U. S. Rubber accepted the 
proposal and entered into an 
agreement with GM. 

Earlier, Crawford H. Greenewalt, 
duPont president, and Walter S. 
Carpenter jr., board chairman, tes- 
tified on the firm’s relation with 
General Motors. 


said, idea was 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
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Limits Depreciation to $100... 





Dealer Guarantees Tradein Value 


By F. H. Fullerton 
Staff Correspondent 

VANCOUVER, B. C.—Customers 
who buy new Chevrolets from 
Dueck Chevrolet Oldsmobile, Ltd., 
are guaranteed that the deprecia- 
tion will be no more than $100 if 
the car is turned in on a new model 
within a year. 

Startling merchandising prac- 
tices such as this have brought 
wide recognition to Lee Dueck, 
the firm’s president. 

All Dueck’s used cars carry a 48- 
hour money-refund guarantee and 
every one is equipped with new 
tires. 

In other promotional innovations, 
Dueck was the first Canadian 
dealer to repair autos on easy 





AMA Honors Wilson; 


Marks Its 40th Year 


DETROIT. — The Automobile 
Manufacturers Assn. last week 
honored Secretary of Defense C. 
E, Wilson at its 40th anniversary 
meeting. 

In a special ceremony, AMA 
President George W. Mason 
presented Wilson with a scroll, 
citing his contributions to the 
auto industry and the nation 
during World War II, and his 
leadership in the years following 
the war. 

Mason, president and board 
chairman of Nash - Kelvinator 
was reelected president of AMA 
for the _ seventh consecutive 
term. Other officers also were 
reelected. 





$5 down and $5 a month. He | 
in the first 


terms 
launched that policy 
year of the depression. 

He says he leads all dealers in 
Canada in number of service cus-| 
tomers. So many cars come in for} 
servicing that it requires two men} 
in a control tower for two daily | 
shifts to keep track of them. 


The control-tower operation, de- | dealer to enter the 


veloped by Dueck, takes many ex- 
perienced garage men by surprise. 
The tower keeps track of cus- 
tomer’s cars and records what de- 
partments are caught up with work 
and can do a rush job. 

Among Dueck’s basic service 
policies are: Mechancial parts or 
labor recommended only when 
they are essential to safe opera- 
tion, 

One standard of workmanship, 
whether the work is on a cus- 
tomer’s car or is part of the re- 
conditioning of used cars. 

Round-the-clock service for mo- 
torists in trouble. No employe to 
tamper at any time with speedom- 
eter readings. 


Utilizing his flare for mass mer- 
chandising, Dueck has parlayed an 
original investment of $175 into an 
$18-million-per-year business. 

When he first started a service 
station in 1925 in an empty build- 
ing where an auto dealer had gone 
broke, Dueck’s landlord agreed to 
wait for the rent. The 22-year-old 
businessman got his first 50 gal- 
lons of gasoline “on the cuff,” and 
wasn’t able to start paying rent 
for seven months. When his busi- 
ness was two years old, he had 
$1,000 saved which he used to buy 
a Graham-Paige sub-dealership. In 








Use PERFQMETER DYNOTESTER 


GET BOTH SIDES OF THE PROFIT STORY 





IN THE SERVICE DEPARTMENT 


One ride around the block will completely ‘‘check out’’ your customer's 
car after repairs. This amazing instrument will: 
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¥ Analyze performance values of a tune- 
up. 

¢ Indicate poor wheel alignment. 

¥ Show actual horsepower at all speeds. 

¢ Spotlight a dragging brake shoe. 

¢ Thoroughly check the condition and 
efficiency of the brakes. 

¢ Check pulling power in all gears. 


Model S-330 
$24.95 Net To Dealer 


Designed for 
20-second Installation 





The PerfOMeter will not only prove to you and your customer the merits of a repair job 
but it will bring in more service dollars by recording conditions that should be cor- 
rected NOW. It will smash customer resistance by proving the need for work that he 
has not considered or authorized. 


GET THE WHOLE STORY ON THIS POCKET SIZED DYNAMOMETER TODAY AND 
ENJOY GREATER SERVICE PROFITS TOMORROW. 


SALES TO THE CUSTOMER 


Give him a “Check ride" and point out 
the advantages of having a PerfOMeter 
permanently installed on his car. He 
will be grateful to you for suggesting 
an instrument that will keep a constant 
check of the performance and safety 
characteristics of his automobile. You 
will benefit not only on the sale itself 
but his awareness of poor wheel align- 
ment, poor brakes, or need for a tune- 
up will prompt a visit to your shop as 
soon as the condition appears. The 
PerfOMeter makes your customers 
“service” minded. 


£330 or +410 $24.95 
List Price 
For Steering Column or Dash Mount 





Enjoy bigger Service Profits By Using PerfOMeter . . . 
Eniov Biager Accessory Sales Profits By Selling PerfOMeter... 


GET BOTH SIDES OF THE —----—---------- 
PROFIT STORY 


I Autosphere Corp. 11 E. 48 St., N. Y. 
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a year he sold 50 new cars and 
was on his way. 

His success, Dueck says, is due 
to advertising, friendly employe 
relations and customer goodwill. 
He gives each of his 200 employes 
a new car each year for their un- 
restricted personal use. 

Dueck was the first Canadian 
fleet - leasing 
field and now is Canada’s largest 
lease operator. 

Dueck’s buildings, constructed 
four years ago, have been studied 
by dealers from across the con- 
tinent. 

Dueck stresses that “first im- 
pressions are really important” and 
good housekeeping is a must in all 
his buildings. They are painted 
every year. 

Every phase of his business is 
intensely departmentalized, with all 
key men given plenty of scope and 
encouragement. Practically no 
major policy devision is made with- 
out the unanimous support of all 
department heads and of his two 
brothers, Ed and Ben, directors of 
the company. 


Auto Shows 


(Continued from Page 3) 


too, were impressed by the high 
public interest in automobiles. 

If shows continue to be success- 
ful, manufacturers are expected to 
continue to produce bigger and 
better exhibits to be displayed to 
the public. Some of the biggest at- 
tention-getters this year were the 
special experimental cars and engi- 
neering displays. Competition may 
continue to get tougher in the 
“manufacturer’s show business.” 

Foreign and U. S. sports cars 
drew wide interest from the show 
crowds. Special and custom car 
exhibits were also successful, 

No one knows, of course, how 
traffic safety displays and special 
devices to test driver’s aptitude 
fared, but safety leaders have 
always maintained that the more 
safety messages are driven home, 
the greater will be the effect on 
lowering the death and accident 
rate. Dealer-sponsored shows have 
already served importantly in this| 
field. 
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Nash Develops New Parts Display— 


H. C. Doss (left), sales vice-president of Nash, and George Romney, executive vice- 
president of Nash-Kelvinator Corp., listen to C. M. Tillinghast, parts and accessories 
manager, explain the newest parts and accessories display used to stimulate sales. 
According to Tillinghast, the lightweight display covers six square feet and has eye- 
catching appeal on the showroom floor. Dealers receive a complete kit of new ma- 
terial every month, including a merchandising program. By employing this display, 
dealers report an increase of more than 50 percent in parts and accessories sales, 














In addition to the dealer shows, 
auto manufacturers have put engi- 
neering and motor shows on the 
road. 

GM’s “Motorama” has scored an 
attendance of 1,528,000 persons in 
five major cities so far this year, 
the company reports. 

The Motorama has appeared at 
New York, Miami, Los Angeles, 
San Francisco and Dallas, and 
recently closed in Kansas City. At 
each of these locations, slightly 
more than 300,000 persons have 
viewed the exhibit. 

Chrysler Corp.’s “New Worlds 
in Engineering” and “New Worlds 
in Motion” have attracted more 
than 350,000 persons since the 


first of the year, a Chrysler 
spokesman said. 
“New Worlds in Motion” has 


been on the road only about two 
months, the company said, but 
“New Worlds in Engineering” has 
been shown for more than two 
years, 

Since January, the shows have 
been presented at Memphis, In- 
dianapolis, New Orleans, Miami 
and Houston, and will open soon 


in Milwaukee. 
x * 7 


Vancouver Auto Show 


Draws Record Attendance 

VANCOUVER, B. C. — Record 
crowds attended the Pacific Inter- 
national Motor Show in the Forum 
of the Pacific National Exhibition 
grounds here recently. 

Nash, Chrysler, Plymouth, Pack- 
ard, Austin, Hillman, Willys, Ford, 
Studebaker, General Motors, Dodge, 
DeSoto and Hudson lines were 
represented at the five-day show. 

Heading the organizing commit- 
tee were Jack S. Marshall, presi- 
dent of the Vancouver Motor 
Dealers’ Assn.; A. W. Cruise, chair- 
man of the 1953 International Mo- 
tor Show, and E. T. Orr, secretary 
of VMDA. Other members were | 
Mackenzie Bowell, L. D. Dueck, | 
Alan Eyre, James McKinlay, Don ' 
McLeod, A. J. L. Oates, James 
Robinson and Clarke Simplins. 


Tillinghast said. 





Munn 


(Continued from Page 3) 


mediately upon receiving same and 
then wholesaling within 72 hours 
those units which ... 

(A)—Permit too much dupli- 
cation of present stock, thus pre- 
cluding a 30-day sale. 

(B)—Require too much recon- 
ditioning (set your own limit). 

(C)—Normally slow movers in 
your territory. 

3. Finally, if your used cars are 
properly handled, the sale of a used 
car is secondary to the gross profit 
to be derived from the sale. The 
emphasis must be on retained used- 
car gross, for you can’t give it away 
on the new-car end, lose more on 
the used cars and come out right 
in the profit standing. Therefore, in 
selling used cars, any tradeins on 
the sales must be right and your 
trades on trades governed by the 
rule of “No trades on used cars un- 
less you balance your stock or 
create a profit.” 

Of course, the used-car de- 
partment is the bottleneck. The 
business of retailing automobiles is 


always subject to many influences 
and pressures, most of which re- 
volve around the used-car de- 
partment. But the problems are not 
insoluble. Dealers’ attitude toward 
it has much to do with its success. 
It can be made a good business and 
an important part of the business 
only if it is properly managed, 
backed by concentrated effort, clear 
thinking, know-how and drive on 
the part of the dealer, himself, his 
key officials and all members of his 
staff. 


Hartford Dealers 


Reelect Bouvier 


HARTFORD. — The 31 - member 
Hartford Automobile Dealers Assn. 
has reelected Thomas J. Bouvier 
as president. Bouvier is president 
of Windsor Garage, Inc. (Ford). 

Morris Lipman, president of Lip- 
man Motors, Inc. (Nash), was re- 
elected vice-president and Frank 
Novick, of Gitlen-Novick Motors, 
Ine. (Pontiac), was named secre- 
tary-treasurer at the association's 
annual meeting. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan, 1 Jan. 1 
Ended Same Ended June, to to 
June 13, Week, June 6, 1953 June 14, June 13, 
1953 1952 1953* to Date 1952* 1953* 
CHRYSLER 30,923 20,623 29,649 60,572 448,018 625,982 
Chrysler 4,376 2,915 4,348 8,724 61,067 90,945 
DeSoto . 3,652 2,405 2,430 6,082 46,270 66,151 
Dodge . . 8,011 5,532 7,910 15,921 119,575 164,659 
Plymouth . 14,884 9,771 14,961 29,845 221,106 304,227 
FORD .. 80,902 21,431 4,611 35,513 419,908 574,481 
Ford 24,123 16,338 2,332 26,455 327,042 439,709 
Lincoln 1,582 5A 1,614 3,196 13,985 25,594 
Mercury ovvee Gye 4,339 665 5,862 78,881 109,178 
GENERAL MOTORS .. 65,216 40,085 64,277 129,493 851,984 1,379,533 
Buick .... sideetviviesevests, 7,174 12,348 23,126 153,095 247,543 
Cadillac . 2,498 2,178 2,496 4,994 42,632 56,837 
Chevrolet 32,588 19,693 31,181 63,769 419,265 693,368 
Oldsmobile 9,090 5,013 7,631 16,721 107,907 175,291 
BED co vissiscscors . 10,262 6,027 10,621 20,883 129,085 206,494 
KAISER MOTORS 2,591 wicieta 52,012 43,160 
Kaiser . 1,491 28,819 18,351 
Willys . MED © dicen <aernaucti 23,193 24,809 
CROSLEY docaeipaie 60 séius - veailaiiss A, 
HUDSON 1,778 1,618 1,534 8,312 38,091 47,266 
NASH _ ........ 3,535 4,003 3,507 7,042 64,293 99,298 
PACKARD ss 2,391 1,420 2,379 4,770 30,588 55,532 
STUDEBAKER 3,274 3,281 3,500 6,774 82,429 89,563 
Total Cars, U. S. . 138,019 95,112 109,457 247,476 1,998,698 2,914,815 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended June, to to 
dune 13, Week, June 6, 1953 June 14, June 13, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET ... §,894 6,314 6,254 12,148 155,485 197,855 
CROSLEY .................0....... tee 5 ye eee ae ee 
DIAMOND T 146 163 142 288 3,433 3,854 
DIVCO .......... 50 63 50 100 1,642 1,245 
DODGE ........ 2,413 3,487 2,374 4,787 78,174 55,345 
FEDERAL. ...... 20 aakad 62 82 773 890 
FORD ......... 3,562 4,817 847 4,409 108,235 116,746 
I iach ai Nasasatancs 2,194 2,539 2,187 4,381 55,694 65,263 
INTERNATIONAL ...... 1,125 2,470 1,127 2,252 73,633 59,661 
MNES cissdatasapearessseecenss 251 219 217 468 5,543 5,446 
eee 303 342 286 589 8,535 8,023 
STUDEBAKER 213 1,250 270 483 29,704 24,746 
WHITE .......... 316 146 306 622 6,568 7,090 
WUE vncsscscccscosss. a ee 2,529 sesisl  -aaceneubinia 54,159 39,725 
MISCELLANEOUS .. 270 308 270 540 7,209 7,190 
Total Trucks, U.S, ... 16,757 25,152 14,392 31,149 588,973 593,079 
Total Cars, Trucks, 
IE Hae stereisd Wicasssives 154,776 120,264 123,849 278,625 2,587,671 3,507,894 
Total Cars, Trucks, 
Canada ... 11,918 10,724 11,867 23,780 173,062 244,717 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


166,689 130,988 135,716 302,405 2,760,733 3,752,611 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. 8S. totals include cars and trucks for military orders. 


3-Millionth ’53 Car Due 
As Output Resurges 


(Continued from Page 1) 


would fall short of April’s 601,- 
470, and the anticipated truck 
total of 76,000 would be well 
under May’s low point for the 
year of 88,903. 

Despite last week’s comeback, a 
strike at Borg-Warner Corp.’s 
Warner gear division in Muncie, 


Ad Boost 


(Continued from Page 3) 


for 


| 15). 


matter, according to an association 
spokesman. 

Cohen & Miller sent a question- 
naire to 147 new-car dealers in 
the National Capital area. Replies 
were received from 36, it was 
stated, “representing virtually 
every make of car, from both 
large and small-volume 
franchises.” Thirty of those re- 
plying disclosed the name of 
their franchise, 

Here are the findings: 
Thirty dealers indicated that 
factory advertising is not flexible 


some 


AISER and Willys remained 


* x 


Ind., still kept the lid on production 
independents. 


* 


shut down, although production 


x x 


of Kaiser cars equipped with 
Hydra-Matic transmissions was ex- 
pected to be resumed today (June 


Though also affected by this 
strike, total car output of the 
three Ford Motor divisions ap- 
proached an estimated 31,000 last 
week after only 4,611 a week 
earlier. Ford’s truck shot up to 
about 3,500, compared with 847, 
Production of Fords and Mer- 

curys had been cut to a trickle by 
a walkout at the company’s Can- 
ton (O.) forge plant. By last week, 
however, the plant again was feed- 
ing axle housings and spindles to 
assembly plants in ample supply. 


Bot General Motors and Chrys- 


ler Corp. also scored production 














enough to meet conditions in 
Washington. 

The same number indicated they 
are using, or have used, radio and 
television advertising to promote 
new cars because they did not want 
to pay the national rate in the 
newspapers. 

Thirty-two said they would buy 
newspaper space for new-car 
merchandising should the retail 
rate be made available. 

Thirty-four indicated that they 
were using one or more of the four 
Washington dailies for used-car 
and service advertising. 


advances last week, although 
schedules at the Chevrolet and 
Buick plants in Flint were dis- 
rupted by the tornadoes that swept 
Michigan. 

As of last week, car production 
for the year stood at 2,914,815 and 
truck output at 593,079, a total of 
3,507,894 vehicles. 

In June thus far, 278,625 vehicles 
have been built—247,476 cars and 
31,149 trucks. For the correspond- 
ing period of 1952, total production 
was 2,587,671, including 1,998,698 
cars and 588,973 trucks. 
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Independents’ Output Still Hampered .. . 


Warner Gear Tieup Deadlocked 


(Continued from Page 2) 


was rumored imminent last week. 
A special meeting of the CIO Steel- 
workers wage policy committee 
was set for Friday. 

Ostensibly, the only purpose of 
such a meeting would be consid- 
eration of a bonafide wage offer. 
Unconfirmed reports said that 
United States Steel Corp. had 
made a wage offer in an effort to 
head off a strike. Deadline for 
a new contract is June 30. Specu- 
lation has the wage offer pegged 
at five cents per hour. 

While this would probably fall 
below workers’ expectations, ob- 
servers saw little indication they 
would be eager to walk out this 
year after last year’s costly 55-day 
strike. Furthermore, five cents an 
hour would be roughly in line with 
recent wage hikes in the auto in- 
dustry. 

* ~ * 

ONTRACT difficulties last week 

slowed work in Detroit tool and 
die shops, many of which are per- 
forming operations vital to the in- 
troduction of new autos later in 
the year. Some of the shops were 
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HELP WANTED 


SALESMANAGER. Prefer college graduate 
about 35. Must be hard worker, honest, 
aggressive with sound judgement and 
experienced for years in extensive auto 
sales management plans. Able to train, 
manage, and lead salesmen in _ real 
buyers market—a sales leader who gets 
results. Incentive plan produced $12,000 
last year on this job. This could be im- 


proved considerably, Ours is a Nash 
deal in beautiful southern California 
city of 60,000, serving 250,000 popu- 


lation, Not a volume operation but sell- 
ing 500 to 600 new and used cars per 
year. In replying give references, a re- 
sume of your past ten year record, 
earnings and a photograph of yourself. 


Box 2688, c/o Automotive News, De- 
troit 26. 
AUTO LEASING EXECUTIVE. Large 


volume, well-financed Ford dealer desires 
executive capable of assuming responsi- 
bilities in organizing and operating leas- 
ing company on a national scale. We are 
only interested in someone who can 
organize and assume complete responsi- 
bility of all departments pertaining to 
leasing of cars and trucks. Must have 
proven background and previous leasing 
experience. In reply, give age, quali- 
fications, experience. Write Box 2647, c/o 
Automotive News, Detroit 26. 


AUTO SALES AND EXECUTIVE assistant. 


Large volume, well-established Ford 
dealer requires experienced man to as- 
sist president. Must have thorough 
knowledge of automobile merchandising, 
managerial and sales background, be 
able to meet public, help salesmen close 
deals and assume responsibility of sales 
operations. Top salary, excellent working 
conditions. In reply, state age, quali- 
fications, experience and phone number. 
Write Box 2648, c/o Automotive News, 
Detroit 26. 


WANTED—Used car manager. Excellent 
opportunity for aggressive, experienced 
man who would like to make permanent 
connection with Detroit Ford dealership. 
Must have thorough knowledge of used 
car business, market values, recondition- 
ing, merchandising and maintaining sales 
staff. Lot and facilities among the best 
in the city. Located in fast growing com- 
munity on through highway. Apply Box 
2674, c/o Automotive News, Detroit 26. 


be- 


SERVICE SALESMAN. Young man, 


tween 25 and 35 years old, who will have 
opportunity to become service manager 
in the near future. Five hundred ex- 
clusive Cadillac account in middle east- 
ern seaboard states. Permanent job to 
the right man. Salary and bonus. Give 
complete experience, history and refer- 
ences. Write Box 2669, c/o Automotive 
News, Detroit 26. 


WANTED — MANAGER including sales. 


Owner desires partial retirement. One of 
Oldsmobile’s finest and best dealerships 
in the Pacific Northwest, Portland, Ore- 
gon zone, doing over 300 new units per 
year. Only highest proven dealer ability 
might be considered. Partial buy in if 
desired after proven trial period. Box 
2687, c/o Automotive News, Detroit 26. 


shut by walkouts of workers or 
shutdowns by management as a re- 
sult of alleged slowdowns. Some 
shops have signed contracts with 
the UAW, union officials said. 

The UAW and AFL Machinists 
announced jointly last week they 
had signed an agreement to pre- 
vent raiding and provide for co- 
operative bargaining. Governing 
bodies of both unions approved 
the pact. 

Joint negotiations with manage- 
ment in plants, where both unions 
are represented, will be carried out 
whenever possible. The agreement 
is to run for an indefinite period. 

The UAW, at press time, had 
reached no agreement on wage 
modifications in contracts it holds 
with Kaiser, Studebaker, Packard 
and Hudson. Nash pensions are 
still being discussed. Eventual set- 
tlement should follow the pattern 
established by the Big Three. 

+ x ~ 
HRYSLER CORP.’s 20,500 sal- 
aried employes last week re- 
ceived higher pensions, a boost in 
the annual improvement factor and 
an adjustment in the cost-of-living 


FOR RATES, ETC., SEE NEXT 


HELP WANTED 


$7,800 PER YEAR STARTING salary to 
the used car sales manager between the 
ages of 25 to 40, qualified to operate a 
hard-hitting used car department for a 
progressive Nash dealership serving Sa- 
vannah, Ga., with Nash automobiles for 
21 years. Man selected must be depend- 
able, sober, capable of closing his own 
and salesmen’s deals. This is a challeng- 
ing opportunity for a used car manager 
to become permanently associated with 
a progressive dealer where his earnings 
will be commensurated with his efforts. 
Write full details in first letter. Southern 
Motors, 301 E. Broughton St., Savannah, 
Ga. 





POSITION WANTED 


fy TEs assificatio 


eters 
ro) Mol Lae taal 


Wanted Ad 


oying readers 


GENERAL MANAGER seeks option to 
buy into dealership or operate one of a 
multiple deal. Prefer east. Ambitious 
with executive ability. Complete knowl- 
edge and execution of all phases of ag- 
gressive merchandising——cars and trucks, 
new and used, service and parts. Thor- 
oughly familiar with volume. Thorough 
business manager. Good speaker and 
sales trainer. Former dealer, wholesale 
experience, thoroughly familiar with fac- 
tory procedure, Family man, appearance 
and health excellent. Best references 
from factory and prominent dealers. Box 
2678, c/o Automotive News, Detroit 26. 


TRUCK MANAGER, 36, 
ence as retail, wholesale and branch 
manager for manufacturer of both gaso- 
line and diesel motor trucks. Also one 
year as district manager for car manu- 
facturer. Desires position as truck man- 
ager for a good motor truck dealer. Will 
locate anywhere there is an opportunity 
to make $10,000 per year or better. Box 
2675, c/o Automotive News, Detroit 26. 


DISTRICT MANAGER. High calibre young 
man with executive ability desires po- 
sition with auto manufacturer. California 
or west preferred. Box 2689, c/o Auto- 
motive News, Detroit 26. 

LEASE MANAGER. Thoroughly experi- 
enced in sales, organization and man- 
agement of truck and car lease service. 
Also thoroughly experienced in car and 
truck rental operation. Prefer Ford or 
Chevrolet. Free to relocate. Phone New 
York City, BOulevard 3-9025 or write 
Box 2676, c/o Automotive News, De- 
troit 26. 


12 years experi- 
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allowances. Modifications were sim- 
ilar to those announced for white- 
collar workers by Ford Motor Co. 
and General Motors. 

Salaried Chrysler employes, 
earning less than $750 a month, 
will have $31.66 transferred from 
cost-of-living allowances to base 
pay rates, leaving them an allow- 
ance of $25 for the June-to- 
August quarter, 

The improvement factor was in- 
creased by $1.74 a month, giving 
employes earning less than $250 a 
month a total improvement factor 
of $9.24 and employes earning less 
than $750 a factor of $16.74. Maxi- 
mum pensions were set at $137.50. 

All benefits followed the pattern 
set in contracts signed with the 
UAW covering hourly rated 
workers. 


Kans. Parts Firm Opens 

MARYSVILLE, Kans.—Lee Price 
and Fred Burris have opened 
Marysville Auto Parts, handling 
retail and wholesale parts. The 
new firm will serve dealers within 
a radius of 30 miles of Marysville. 


| 
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POSITION WANTED 


SERVICE MANAGER, now employed. 
Capable of taking complete charge all 
phases service department. Experienced 
in ‘‘Big Three’’ dealerships, Desirous of 
locating in Miami area. Box 2638, c/e 
Automotive News, Detroit 26. 


EXECUTIVE — Business - general manage- 
ment experience; treasurer, controller, 
manager smaller dealership. Excellent 
organizer, systems expert. Available 
soon. Box 2677, c/o Automotive News, 
Detroit 26. 


TRUCK SALES MANAGER. Experience: 
Dodge, I.H.C., Mack. Have directed both 
dealer and factory branch organizations. 


Prefer metropolitan Philadelphia, Pa. 
area. Box 2679, c/o Automotive News, 
Detroit 26. 


FUTURE GENERAL MANAGER. Young 
(27) executive with excellent sales and 
administrative background desires man- 
agerial position with California dealer- 


ship. Box 2690, c/o Automotive News, 
Detroit 26. 
LEASING MANAGER. Experienced in 


sales, organization and maintenance of 
car and truck leasing. Handling local 
and national accounts. Los Angeles resi- 
dent. Box 2691, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


WISCONSIN DEALERSHIP handling De- 
Soto-Plymouth,. Factory approval, well 
established firm, Chrysler Corporation 
dealer approximately twenty five years. 
Centrally located on main street in 
Hales Corners, Milwaukee County, fast 
growing prosperous community. Modern 
new and used car showrooms and shop. 
Beautiful apartment above showroom. 
Buildings in excellent shape. Real estate 
$58,000. Write Godsell and Godsell, Hales 
Corners, Wisconsin. Phone Hales Corners 
5-0060 or R. H. Malisch, Inc., 2200 
North 3rd St., Milwaukee, Wis. Phone 
Concord 4-5521. 


DEALERSHIP AVAILABLE handling one 
of most popular independent makes; lo- 
cated in one of the most progressive 
New Hampshire cities, on a main route 
with every kind of transportation facili- 
ties direct to largest eastern cities. 
Garage is one of most modern in terri- 
tory with offices, stock-room, showroom, 
large used car lot, and shop with two 
entrances. Reputation and credit houses 
firmly established. Will sell business and 
building or lease building. Write Box 
2657, c/o Automotive News, Detroit 26. 


100 CAR LEADING independent located 
in northern New York State. Ne real 
estate to buy. Box 2622, c/o Autometive 
News, Detroit 26. 





EXCEPTIONAL OPPORTUNTY! 
AUTOMOBILE AGENCY 


Volume In Excess of $150,000 Per Month 


Leading automobile agency in Cleveland for sale at a real bargain to 
qualified, financially responsible buyer. An unusual opportunity for 
large volume of business in new cars, parts and service. Present volume 
in excess of $150,000 per month. Good lease and prominent location. 
Terms available to right party. For full particulars, write P.O. Box 1322, 
Cleveland 3, Ohio. 
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DEALERSHIPS AVAILABLE 


NEW JERSEY DEALERSHIP available 
in Essex County, handling Dodge-Plym- 
outh, The first among the nation’s county 
retail markets. Ranks 12th in popula- 
tion, 9th in buying income, also 9th in 


bank deposits, averaging $1,575 per 
capita, No sales tax in New Jersey. 
Located in center of this high income 


county, one of the largest in urban New 
Jersey. On approximately one acre of 
land, this is a wonderful setup for a 
volume operation. A_ beautiful modern 
salesroom, Garage is the best equipped 
in the state. You name it, we have it. 
(No body shop.) Two adjacent used car 
lots. Low taxes, less than $2,000 per 
year on land and building. Low personal 
tax. Located here over 25 years. Modest 


parts inventory, signs, office equipment 
and furniture, all facilities for you to 
step in and do business. No accounts 


receivable or used cars. New cars or 
trucks optional. This is a real money- 
maker and could not be bought for twice 
the price except for doctor’s orders to 
slow down. Full price of land, building 
and agency—$250,000. Half cash, Please 
do not take my time or yours if you 
cannot qualify financially or with fac- 
tory. Deal can be set up for best depre- 
ciation tax wise. Box 2681, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER, Well established in prosperous 
southern Michigan city. Population 15,- 
000. Modern service facilities, Complete 
stock of parts. Building available on 
lease. Used car lot adjoining. Must have 





factory approval. Box 2646, c/o Auto- 
motive News, Detroit 26. 
WELL ESTABLISHED central California 


dealership in the heart of the San Joa- 
quin Valley. This dealership is grossing 
approximately $750,000 and enjoys better 
than average price class. Approximately 
$30,000 will handle including up to date 
equipment and adequate parts inventory. 
Very desirable building available on a 
reasonable lease arrangement including 
used car lot adjacent. Box 2609, c/o 
Automotive News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 





MIDWEST DEALERSHIP in large metro- 
politan area handling Studebaker, Sales 
400-500 units—volume nearly two million. 
Twenty years same location, Sell for 
physical inventory—parts and equipment. 
Excellent lease. Box 2656, c/o Automo- 
tive News, Detroit 26. 


senile acetate ene eRe 

DEALERSHIP, handling Dodge-Plymouth, 
in west Texas town on coast-to-coast 
highway. Territory of 15,000 population. 
$20,000 cash will handle parts, acces- 
sories, furniture and fixtures and shop 
equipment. Box 2682, c/o Automotive 
News, Detroit 26. 


DEALERSHIP — Established business, 
thirty-five years, near Syracuse, New 
York. Handling Oldsmobile, John Deere 
farm equipment. Box 2655, c/o Automo- 
tive News, Detroit 26. 


scene peepee een ee ESSA 
$25,000 WILL HANDLE dealership, han- 
dling Studebaker, in fast growing south- 
ern city of 35,000. Annual volume over 
half-million. Completely equipped shop 
and body shop. You buy only parts and 
equipment. Will lease modern brick build- 
ing with outstanding showroom, used car 
lot. Factory approval necessary. Box 
2683, c/o Automotive News, Detroit 26. 
einai eee nang aepERRRRTERERERERTESORCENC ERAT EEE 


DEALERSHIP, handling DeSoto and 
Plymouth. Located in New York state. 
Delivered 240 new cars, 110 used last 
year. Lease seven more years. Total 


price including inventory $50,000 — % 
cash, Box 2591, c/o Automotive News, 
Detroit 26. 





DEALERSHIP FOR SALE handling De- 
Soto-Plymouth. First line farm machin- 
ery and first line of appliances. Located 
town of 20,000 northeast Ohio. Will sell 
with or without real estate or give long 
term lease on property. Write Box 2684, 
c/o Automotive News, Detroit 26. 


aiaaleicesanepameientansnanntensieeet ee 

OLD ESTABLISHED SUCCESSFUL 
dealership handling Chrysler product, 
owner retiring, doing a volume of ap- 
proximately $1,700,000, Excellent location 
and facilities, No real estate to buy. 
One of Pacific northwest’s fastest grow- 
ing cities—population in excess of 150,- 
000, large additional trade area. $60,000 
will take care of parts, equipment, 
furniture and facilities. To handle deal 
with working capital, approximately 
$100,000 needed. Factory approval neces- 
sary. Box 2641, c/o Automotive News, 
Detroit 26. 

DEALERSHIP AVAILABLE handling Hud- 
son. City 175,000 population, trading area 
over 1,000,000 population. Located in fast 
growing Pacific northwest. Will sell for 
inventory of approximately $50,000. 
$25,000 will handle. Box 2685, c/o Auto- 
motive News, Detroit 26. 

200 CAR DEALERSHIP AVAILABLE 
handling Chrysler- Plymouth in large 
southern town. Ultra modern building 
and facilities. Terms available, Box 2659, 
c/o Automotive News, Detroit 26, 

DEALERSHIP HANDLING FORD, Colo- 
rado’s Arkansas Valley. Also Massey 
and Ford farm machinery. $350,000 
gross in 1952. Partnership dissolving. 
Tremendous discount. Box 2661, c/o 
Automotive News, Detroit 26. 

Ft li i tt is ES 

ONE OF “BIG THREE’’—100 to 150 cars 
per year potential. One of the most 
modern shops and body shops in Rocky 
Mountain region. No used cars, accounts 
receivable or real estate to buy. Sell for 
inventory. Box 2692, c/o Automotive 
News, Detroit 26. 


AUTO AGENCIES 


Large, medium and small "Big Three’ 
agencies located throughout the 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 
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Reaching an estimated 


California. Low Rates: 
Wanted Ads accepted 
readers. Count initials 


address at regular rates, but if signed ‘Box No. ........, 


One Dollar 


CLASSIFIED WANT AD DEPARTMENT 


156,000 readers engaged in all branches of the automotive industry from Maine to 
TWENTY CENTS (20c) PER WORD for each insertion. Cash in advance. Position 
at half-rates to encourage this classification for the benefit of our employing 


same day received. Display Ads: $11.20 per inch, per insertion. 


WANT AD DEPT., 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING PONTIAC-GMC, 60 
to 70 new units per year. West Texas 
town of 5,000. In the middle of the 
Permian Basin oil field. Large shop, 
showroom and used car lot, good lease, 
no real estate to buy. Inventory around 
$18,000. Box 2667, c/o Automotive News, 
Detroit 26. 





AGENCY HANDLING Chrysler-Plymouth. 
Established twelve years. Located in San 
Joaquin Valley city in Calif. Long term 
lease. Priced under value of equipment 
and parts. Allen K. Herman, Broker, 847 
Divisadero St., Fresno, Calif. 


GM AGENCY. Excellent 
setup—upstate New York. Money maker. 
Details to qualified buyer. Box 2693, c/o 
Automotive News, Detroit 26. 


DUAL 





DEALERSHIP AVAILABLE handling GM. 


600 car contract. Long established and 
highly successful. Excellent service and 
parts business. Located in a large, pros- 
perous Ohio city. No real estate in- 
volved. Box 2694, c/o Automotive News, 
Detroit 26. 





DEALERSHIP WANTED 


FORD DEAL WANTED 
250 OR MORE UNITS 


Prefer California or southwest region. 
Factory Approval—Cash 
Strictest Confidence. 


Consider volume Lincoln-Mercury 


Write or Wire 


Box 2671, c/o Automotive News, 
Detroit 26. 





WANTED—EASTERN SECTION 
Chevrolet—150 units up 


Have factory approval—cash waiting. | want 
immediate action. All replies kept in strictest 
confidence. Immediate reply to all offerings. 
Box 269, c/o Automotive News, Detroit 26. 





CHEVROLET— 175-350 units. South—west 
—Pacific northwest. Strictly confidential. 
Cash. Box 2653, c/o Automotive News, 
Detroit 26. 





FORD DEAL WANTED 

200 Units Up 
Factory approval 
immediate deal. 


assured. | have cash for 
Your confidence respected. 


I'll answer all replies. References given on 
request. Box 2697, c/o Automotive News, 
Detroit 26. 








DEALERSHIP WANTED 
FORD or L-M 
MINIMUM OF 250 UNITS 


Have factory approval to locate anywhere. 
Prefer southwest. 
Will buy corporation or assets. 
Rent buildings only. Unlimited Cash. 


Box 2699, c/o Automotive News, Detroit 26. 


WANTED—Cadillac dual agency, 100 units 


finances assured. 


tion; strictly confidential. Box 2680, c/o 





Automotive News, Detroit 26. 
WANTED 
GM OR FORD DEALERSHIP 
anywhere 


We will buy only if 400 or more units in- 
volved. Factory approval. Absolute con- 
fidence guaranteed. Box 2698, c/o Automo- 
tive News, Detroit 26. 








DEALERSHIP WANTED 
CHEVROLET 


Minimum of 250 Units 
Prefer South or Southwest 
Factory Approval—Strict Confidence 
Rent Only—Unlimited Cash 
Box 2672, c/o Automotive News, Detroit 26. 


DEALER SERVICES 


a 

INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
Procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. 
eastern half U.8.A. Talbot's Inventory 
Service, 124 8S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


Complete parts and accessories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


FOR SALE. 


DEALER SERVICES 





INVENTORY SERVICE 


inventories 


The Geo. E. Kinney Inventory Service Co. 








727 Ponce de Leon Place, N.E. Atlanta, Ga. 
Atwood 3892 
NEW! MODERN! FAST! 


MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. 
Accurate, confidential. LOW COST. 

INVENTORY PARTS SERVICE 
5050 Joy Road Detroit, Michigan 

Texas 4-7450 








INVENTORY SERVICE 


confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 


1831 E. 79th St. Chicago, tl. 
ESsex 5-8300 = 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. rtified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 


booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSINESS OPPORTUNITIES 


independent used car lot. Yearly sales 
averaged about 1,000 units. Completely 
equipped with concrete driveways, alumi- 
num post lights; drop lights; giant dis- 
play umbrella’s and shrubbery. Including 
beautiful modernistic sales office; two 
inlaid linoleum; 


chimney; 
modern furnishings. Strategically located 
in Fayetteville, near Fort Bragg, North 
Carolina. Ideally located for new and 
used car lot; service station; 
finance company; parking lot; 
stand; u-drive-it; etc. Other interests 
demand an immediate sale for $60,000 
cash. Phone 2-8115, Fred Garvin, 125 
West Russell St., Fayetteville, N. C. 


YOUR OWN PROFITABLE BUSINESS. 


Exclusive territory. Employ salesmen. 
Sell automotive jobbers, dealers. Proven. 
Guaranteed. Works like magic. Economi- 
cal. Unusual profit. Easy sales. Uphols- 
tery and paint cleaner shipped in barrels. 
Distributor fills smaller containers. 75% 
financed. Zipp-reme Chemical Co., Greens- 
burg, Pa. 


A CHRYSLER GROUP dealership. Town 


in northern Utah. 50,000 people trade 
area. Will lease building and complete 
service facilities. Approximately 75 to 
100 new car agency. $50,000 required 
capital. Write Box 2686, c/o Automotive 
News, Detroit 26, if you feel you can 
qualify for factory approval. 


Auto auction — California’s 
state capitol city. Large building—two 
acres paved parking, going concern, sec- 
ond year of operation. Other interests. 
Reasonably priced, Sacramento Auto Auc- 
tion, 4304 W. Capitol Ave., West Sacra- 
mento, Calif. 


CALIFORNIA PACKARD DEALERSHIP. 


Partner will sell % interest for $25,000. 
May be purchased on partnership or 
stock basis. Firm owns complete modern 
building and facilities in prosperous 
farming community. Box 2668, c/o Auto- 
motive News, Detroit 26. 


EXCELLENT OPPORTUNITY for 


man- 
aging Chrysler Division agency in one 
of the better county seat towns in south- 
ern Oklahoma, Applicant must be experi- 
enced with record of successful opera- 
tion as manager of an automobile agency 
and furnish references. Salary and liberal 
portion of profits. Tom Cooper, 2516 
a National Bldg., Oklahoma City, 
Okla. 


CARS FOR SALE 


WE HAVE TEN 1949-1950 Plymouth auto- 


mobiles, ex-taxis. Apply Honest John’s 
Used Car Lot, 3ist and W. Broad &t., 
Savannah, Ga. Phone 6-4438. 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 


er nN 


and groups of numbers as one word. Ads may be signed with your full name and 
in care of Automotive News, Detroit 26, Mich."' add 
($1), per insertion for address and extra service as replies are forwarded, unopened, the 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





CARS FOR SALE 


CLEVELAND 
AUTO 
AUCTION 


4305 EUCLID AVE. 
CLEVELAND, OHIO 


Every Wednesday Noon 
Phone Henderson 1-9219 


Inside Sale—Rain or Shine 


Chester Davis, Auctioneer 
Wm. Bill Cunchula, Owner 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Taxedo 1-5840 





ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
1952 Chevrolets, 
Fords and Pivmouths in coupes, two and four 


of low mileage 195! and 


door seda'- 
These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 
Please note change of address 


229 S. HANSON ST., PHILADELPHIA 39. PA. 


1. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 








ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 





Excellent Bodies - 








CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 
Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, lil. 
Phones 652 — 653 — 654 


VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 
5 Clean, Top-Notch 
Late Medel Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymoaths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 








CARS WANTED 


EIGHT PASSENGER CADILLACS, Chrys- 
lers and DeSotos. Only exceptionally 
sharp late models considered, McClin- 
tock-Cadillac, Lansing, Mich. 


PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 


WaAbash 2-1030 











Genuine Oldsmobile Parts 


sale, reconditioned and ready for | Largest Olds parts wholesalers in the middle 


sale—Tow Bar Service — Storage 


Phone us for mofel reservations 


N. Northwest Chevrolet Co. 
Royal Oak, Mich. 


Woodward at 13 Mile 
Lincotn 5-1100 
“Home of Michigan's Finest Astomobites" 








KING KAR SUTTON 
Pre 


sents 
OHIO’S FASTEST GROWING 
DEALERS AUTOMOBILE AUCTIONS 


MOBILE'S INC. 


Every Tuesday—!:30 P.M. 
4500 N. Main St., Dayton, Ohio 


Every Friday—I:30 P.M. 
1130 Dublin Rd., Columbus, Ohio 


AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 





TRUCKS FOR SALE 


Seneca —aneerremre erro 

TWENTY-FIVE CHEVROLET 4x4—1%- 
ton four wheel drive trucks purchased 
from government surplus, Ideal for any 
off the road requirements and rough 
terrain . . . these four wheel drive 
trucks will make their own roads. $595 
and $695 fob Atlanta. Fulton Auto Ex- 
change, 190 Edgewood Ave., N. E.. 
Atlanta, Ga. Main 2134. Cal. 6171. 


FOR SALE, 1948 International 4 to 6 ton 
heavy duty truck, low mileage 26,000, in 
excellent condition. Model KBS 11, wheel- 
base 197’’, platform bed, roller tail, gin 
poles, Braden winch rated capacity 45,000 
pounds, 1100x20x12 ply tires. Inquire 
Leonard Drilling Co., Dusenbury Bulld- 
ing, Mt. Pleasant, Mich. 


TRUCKS WANTED 


WILL BUY 1951-1952 International L 190 
with tandem axles from any dealer who 
desires to liquidate at around $3,500. 
West of the Mississippi preferred. Mal! 
snapshots of units you desire to sell. 
Also interested in Dodge power wagon 4t 
wholesale prices. Bleck Motor Co., 5122 
8S. E. McLaughlin Blvd., Portland, Ore. 
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BUSES FOR SALE 


USED BUSES. 1947 Ford Superior, 48 
passenger. 1947 Dodge Superior, 60 
passenger. 1946 Ford, 29 passenger, high 
headroom. 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Philadelphia 4, Pa. Phone BA. 2-7605. 





SCHOOL BUSES 
DEALERS IN NEW YORK 
AND NEW ENGLAND 


We are receiving school buses every day | 


at Danbury, Conn. 


You may have a demonstrator on your | 


property on short notice. 
CALL EARLY BUT PLEASE CALL 


TRANSIT SALES & SERVICE, INC. 


23 South St., Danbury, Conn. 
Frank T. Mee, Jr. Tel. 3-4437 





SHOP EQUIPMENT WANTED 


ONE WALKER FOUR POST electric lift 
in perfect condition. Please give complete 
description and lowest price in _ first 
letter. Nelson Motors, Inc., Box 109, 
Columbia, S. C. Telephone No. 7615. 


WANTED — Mechanical car washer for 


small installation. Also hand hydraulic 
jacks and car bake oven. What have 


you in these and other good used shop 
equipment and how much? Box 2695, c/o 
Automotive News, Detroit 26. 


AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 


1 
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ANTIQUE CARS FOR SALE 


1913 FORD TOURING, 19—Detroit electric, 
1920 Maxwell touring, 1922 Studebaker 
‘‘Big Six’’ touring, 1923 Chevrolet tour- 
ing, 1923 Franklin sedan, 1926 Ford 
coupe, 1930 Lincoln Cabriolet, 1930 V-16 
Cadillac limousine. H. D. ‘‘Tip’’ Chis- 
holm, Asheboro, N, C. 

MISCELLANEOUS 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


DRIVER TRAINING CONTROLS. 





Most 


cars from $25 plant. AADTA Engineer- | 


ing, Keyser, W. Va. 





FOR SALE 


Secondary Nickel 
Plating Grade 


No Allocation Necessary 


SABIN METAL 
CORPORATION 


366 Broadway New York 13, N. Y. 
Telephone—COrtlandt 7-4077 












DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS « Prov., R.I. 
119 Snow St. GAspee 1-4848 









ATTENTION Dealers 


1951 - 1952 


CHEVROLETS — FORDS 


— PLYMOUTHS — 


All Models 


CLEAN — READY TO SELL 
PRICED RIGHT 


All Cars Guaranteed — No Taxis 


— FR , 
ANK before you buy! ! 


CHEVROLET 
6100 Block, N. Western Ave. 


Chicago, Ill. 


Phone Hollycourt 5-2000 


WE WHOLESALE ONLY 
And Deliver Anywhere in U.S.A. 





AUTO AUCTION 
CLEVELAND, OHIO 


Every Monday at Noon 
13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
242 miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 





WANTED 
DISTRICT MANAGERS 


Nationally known, well established company has the Cleveland and Pittsburgh 
territories available for salesmen experienced in selling to new car dealers. 
Our automatic direct-mail service follow-up program and other merchandising 
aids are approved by the automobile industry. If you have knowledge of dealer 
service operations and problems, this is a solid proposition that will build your 


own profitable business. 


Drawing account against established territory. For 


personal interview in your city, write stating experience and background. 


THE SOVEREIGN PLAN, INC. 


2241 S. INDIANA AVENUE 





CHICAGO 16, ILLINOIS 





MISCELLANEOUS 


I.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 


- - « also Safety Chains 


BE SAFE — BUY 


Automatic BraKing 


The ORIGINAL "YELLOW" 


Tow Bar. The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads 
COMPLETE with 


Guide Cables and 
BRAKE HOOK-UP. 


Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 


ONLY .. .*51*% 


STEEL (Tow Bar) CARRYING 
CASE with 4 Wheels & Handles 


(Add 55¢ for Padlock with 2 keys) 


—SPECIAL— 
Protecto Covers (Tailor Made) 
Carrying Bags 
SAFETY CHAINS, set of 2, only 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 


Up. Intra-State Tow Bor 932-00 


(Folding "'V" Type) 


All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 





DEALERS PREFER 
THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWePILOT 
Trade-Mark — Patents Pend. 
WITH LUBRICATED 
AUTOMATIC BRAKE 
FOR SAFE AND SMOOTH STOPS 
Meets All 1.C.C. Requirements 
ONLY 
Net Prize 952.35 ‘Hook-Up 
Federal Tax Included 
Fits '39 through '53 Bumpers 
Steering Cables Optional $9.90 


4 COUPLER V TYPE 
MOTO - MATIC 


TOWe GUIDE 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 


ONLY 
Factory Fed. Tax 


Net Price $44.8 Included 


Fits '39 through '53 Bumpers 


MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 


For Rapid Installation 
In Intrastate Service 
2 Perfection Couplers 


Fits '39 through '53 Bumpers 
Meets Strength Test Requirements 


ONLY 
$34.80 


Fed. Tax 


Factory fod. Tes 
u 


Net Price 


LIBERAL QUANTITY DISCOUNT 
TO DISTRIBUTORS 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone 2-5257 All Dept's. 
LEADERS IN THE INDUSTRY 
SINCE 1939 








LESS 
GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 


$13.95 


$1.00 & $3.50 


$19.50 


CASE-LOT 6 UNITS, only... . $17.50 














79 


FOR SALE 


1 AND 2 YEAR OLD CHEVROLETS 


ALL COLORS - - - - ALL MODELS 
DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 
ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 













You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 
lf Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. Brooklyn 22, N. Y. 
EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 


GOOD 
PICKIN'S 















Now in 


FORDS, CHEVROLETS, PLYMOUTHS 


Late Models, 2 and 4 Door Sedans, Club Coupes 


Reap a rich harvest of quick, fat profits on these lush, late models. 
They're all in top condition, ready to go at down-to-earth prices that'll 
make you money! While we set no minimum quantity, we sell only 
to dealers. Don't see us if you're not one. If you are . . . see our 
indoor displays, fast! 


Write, Phone 
MR. ARTHUR SCHEAR 
4038 Chestnut St. 


MR. W. A. WRIGHT 


13315 Brookpark Road 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7660 


We'll Sell You 1 or 100 Cars! 


An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment. 


AUTOMOTIVE NEWS 


2666 Penobscot Bidg. Detroit 26, Mich. 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [_] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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avaine OLLLING PLAN 
Carlife Guaranty Series B 


Hurry ... Get the Facts! You Can Move 
USED CARS At The Top Dollar! Send for FREE Sales Help Folder Now! 


In spite of the sad headlines above . . . YOUR USED CAR DEPARTMENT 

CAN HUM WITH ACTIVITY! Yes . . . thousands of dealers all over the country <A » AN 6-53 
are using CARLIFE GUARANTY SERIES B. . . and are moving used cars fast. Ree The CARLIFE GUARANTY 

You can do it, too! CARLIFE is the sensational plan designed to provide you 
with a powerful sales tool. Used car buyers are given an important reason 
why they should buy from YOU .. . an authorized CARLIFE dealer. If you 
want to sell used cars FASTER, EASIER and MORE PROFITABLY .. . if you Tell us, without cost or obligation, how CARLIFE GUARANTY SERIES B 


iti sell d cars faster than ever. And send us, FREE OF CHARGE, 
have one used car too many . . . it is urgent that you GET THE FREE DETAILS Savenptictanahiietnaitineed" eal ainiensiasebatantedie. 
OF THIS AMAZING PLAN. Do it now. 


16501 Wyoming, Detroit 21, Michigan, Telephone Diamond 1-2388 


Name of Authorized Dealership - 


Name_ 


UR RT te) Ry cos 








